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Bris M-P System plus Dehydrator-Filter 
got its start for Airport fueling during World 
War II. This experience permitted us to apply 
the same principle to service station fueling in 
1946 when test installations were made under 
many climatic conditions. Dozens of large 
major and independent oil companies have 
since put scores of Erie M-P Systems into ser- 
vice in all parts of the U.S. A. Investigate the 
many advantages that make Erie M-P Systems 
profitable to all concerned. May we make spe- 
cific recommendations to meet your needs? 


Ask for our latest literature. 











These Plain, Hard Facts Prove It... 





You save from start to finish with 


CHEVROLET 


THEY LIST FOR LESS 


Chevrolet trucks list for less than any truck with compa- 
rable specifications that can handle an equal payload. 
Yet your money buys a combination of great truck 
features that you'll find only with Chevrolet. And that 
means value unmatched by any other truck in its field. 


OPERATING COSTS SAVE YOU MONEY 


Chevrolet's time-proved Thriftmaster and Loadmaster 
Valve-in-Head engines are famed for fuel, oil and 
upkeep economies. Extra-rugged frame, hypoid rear 
axle, Flexi-Mounted cab, and other fectures keep the 
truck rolling for many thousands of low-cost miles. 


ADVANCE- 
DESIGN 


ita 
No4 


TRUCKS 


A MODEL THAT'S RIGHT FOR YOUR JOB 


With Chevrolet's wide range of models, there's never 
the probiem of “too little” or “too much” truck for the 
job. Each truck is foctory-matched to its job. Standard 
body on standard chassis, or standard chassis for a 
special body, there's a Chevrolet truck to cut your costs. 


YOUR INVESTMENT EARNS A HIGHER RETURN 


Big demand for Chevrolet trucks means a traditionally 
higher price when you trade your Chevrolet for a new 
one. You save money all the way with a Chevrolet— 
from the day you buy it until the day you trade it 
See your Chevrolet dealer now—and save! 








TWO GREAT VALVE-IN-HEAD ENGINES— 
Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e@ POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response @ DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


shifting @« HYPOID REAR AXLE—for 
dependability and long life « TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models « 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e@ DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES —for improved cab ventilction e WIDE- 
BASE WHEELS—for increased tire mileage 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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THE CARE AND NURSING OF TANK CARS 
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Crome Shop 
Drain ‘em dry ... so that the coils 


won't freeze and break. 


Another way to get more from your GAIX tank cars 


\G_8TX/ GENERAL AMERICAN TRANSPORTATION CORPORATION 
. ohn 135 South La Salle Street - Chicago 90, Illinois 


District Offices: Buffalo » Cleveland « Dallas « Houston « Los Angeles » New Orleans 
New York « Pittsburgh « St. Louis « San Francisco « Seattle « Tulsa « Washington 
Export Dep?.: 10 East 49th Street, New York 17, New York 
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Rotary engineers develop new, 
economical Frame Pick-Up Lift 


® Here is the new lift that brings hard-to-reach undercar parts “out 
in the open” for fastest, most profitable service, repairs, lubrication 
or brake work. The rugged new Frame Pick-Up Lift meets problems 
imposed by such new-car features as automatic transmissions, intri- 
cate wheel suspensions and frameless bodies. And it’s equally effi- 
cient for all models of old cars. A great labor-saver on repair jobs, the 
Frame Pick-Up Lift is ideal for lubrication and brake work because 
it relaxes spring suspensions and frees the wheels. It will handle 
practically all cars without using adapters. Simple adapters are fur- 
nished for cars with unusual frames. For catalog and prices, write: 


ROTARY LIFT CO., 1153 KANSAS, MEMPHIS 2, TENN. 


tar 


® 


Frame Pick-Up Lift 


4 


GIVES MAXIMUM 
ACCESSIBILITY FOR REPAIR 
AND LUBRICATION JOBS 








Years of research and design by Rotary engineers went 
into the new Frame Pick-Up Lift. Chief Engineer 
Jack Harrison (left) studies plans with staff members 
Larry Jaseph, Richard Green and Hugh Maxwell. 
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Small Rural Bulk Plant 


SMiTHway 
rotary meters 
serve them all 


eee large 


and small! 
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You have read about the many SMITHway 
Meters serving large terminals. However, there 
are even more SMITHway Meters serving small 
rural bulk plants. Both large and small operators 
choose SMITHway Meters for the same reasons. 
The SMITHway Rotary Sliding Vane Principle 
—originated 20 years ago—gives you accurate, 
dependable service year after year. To these 
advantages, add SMITHway functional 
accessories and you get an integrated metering 
system engineered to your specific 

requirements. See your local representative 

or write for Bulletin 125-A. 


AO 


FACTORIES: 5715 SMITHway ST., LOS ANGELES 22, CALIF. - P. 0. BOX 500, SUCCASUNNA, KH). 


Offices: New York 36, Chicago 7, Hovston 20 — Canada: Toronto 12, Vancouver 1 
International Division: Milwaukee 1, Wisconsin 
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HEN the Wynn Oil Company started producing 
Wynn’s Friction Proofing Oil Additive in 1946, 
business was conducted in a one-car garage — but the 
company determined to give all of its drum ship- 
ments the most dependable protection obtainable. 


Tri-Sure* Closures were selected, 
and they have been used ever since 
on Wynn drums—now shipped from 
a large and modern processing plant 
on the West Coast. 

The Wynn Oil Company exemplifies 
the scores of oil and chemical com- 


panies that have made Tri-Sure 
protection an inherent part of com- 


CLOSURES 


pany policy. Year after year, these companies prove 
that it pays—in prevention of claims, in greater cus- 
tomer good will—to guard every drum with the Tri- 
Sure Flange, Plug and Seal. 

Give your products Tri-Sure protection—the depend- 


able protection against leakage, 
tampering, pilferage, and substitu- 
tion. When you order drums, always 
specify ‘“Tri-Sure Closures’’. 


*The “Tri-Sure”’ Trademark is a mark of re- 
liability backed by 30 years serving industry. 
It tells your customers that genuine Tri-Sure 
Flanges (inserted with genuine Tri-Sure 
Dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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BATTERY STUDY—There is still a possibility that 
National Oil Jobbers Council may attempt to help 
individual jobbers or member state associations pur- 
chase batteries to be marketed under a private brand 
name. Although members of NOJC voted last sum- 
mer at Traverse City that they were opposed to put- 
ting the council into the TBA business, some individ- 
ual states since then have indicated they were in- 
terested in exploring the possibilities. As a result, 
NOJC’s TBA committee, headed by Clint Elliott, Jr., 
of Arkansas, will continue its investigation of a pos- 
sible battery deal and relay the results to the various 
state associations for individual action. 


MARGIN SURVEY DELAY—Results of the OPS 
survey of West Coast service station labor costs 
may not be known until after the new federal ad- 
ministration takes over Jan. 20. The survey, to de- 
termine if station operators need more margin, is ex- 
pected to take two months. There is a question 
whether any action will be taken on requests for more 
margin. The whole matter may be deferred until 
the future of controls authority is known. 


LOCAL OPS BOARDS—OPS hopes to counter opposi- 
tion to Price Stabilizer Woods’ local stabilization 
board program.by judicious selection of business 
leaders on each community panel. Officials claim that 
most opposition encountered so far is due to fact that 
program enhances chances of continued control be- 
yond present expiration date next April. Their reason- 
ing is that it will stimulate congressional support by 
placing more responsibility and control in local com- 
munities. 


PROCUREMENT CONFUSION—The Defense Depart- 
ment may be out shortly with a clarification of its 
policy on use of “qualified products lists’”—-which may 
make it easier for the oil industry to do business with 
governmental units other than the federal. This 
would include foreign units, plus U. S. state and local 
governments. Numerous objections have been raised 
by the industry to a statement last summer from the 
Defense Department outlining the restrictions imposed 
on the use of such lists and reference to qualification 
numbers. Charge is that the present policy prevents 
smaller oil operators from getting business from gov- 
ernmental units which require evidence of “qualifica- 
tion” as the determining factor of the suitability of 
the product for their equipment. 
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PIPE LINE COMPETITION—Time and economics 
are working against the projected Texas-to-California 
pipe line, aimed at easing the tight oil supply situa- 
tion on the West Coast. This is the opinion of oil 
men skeptical over its future, who believe that the 
tentative completion date in 1954 may be too late 
to offset gains of the Trans Mountain pipe line. The 
latter will bring Alberta crude to the Northwest and 
begin grabbing the Pacific market in 1953, they com- 
ment. Studies by some oil companies show that eco- 
nomics favor the Canadian line as a source of oil 
for the U.S. West Coast.. But West Coast Pipe 
Line Co., sponsor of the Texas-California line, be- 
lieves growing California demand will provide ample 
market for its throughput. 


STATION EXPANSION—Principal current develop- 
ment in West Coast retail marketing is expansion 
and adjustment of service station chains, a major 
company executive believes. With virtual removal 
of controls on materials, building programs have 
been proceeding at a brisk rate. The executive said 
the problem is to adapt outlets to growing and shift- 
ing population centers. As an example of the ex- 
pansion, Tide Water Associated has stepped up its 
Western Division program of one new station every 
six days to a new station every three days. 


WILL KEEP TRYING—California independent pro- 
ducers will continue pressing for “in-line” adjust- 
ment of heavy crude price ceilings, even though 
changes in the national administrative and legisla- 
tive branches may alter the controls authority pro- 
gram. Stark Fox, executive vice president of Oil 
Producers Agency of California, has stated that, “So 
long as the OPS exists, we'll keep right on working 
to get OPS to recognize the fact that ceilings are 
inadequate.” West Coast oil men are speculating 
that controls authority may not be renewed when 
it expires April 30. 


WARM RECEPTION — When recent cool weather 
caused a drop in attendance at his outdoor picture 
shows, a drive-in theater operator began issuing each 
patron a card entitling him to a free gallon of gaso- 
line. He suggested that the customer leave his motor 
running during the show so his heater would keep 
his car cozy. It encouraged attendance and, for the 
service station operator who co-operated, it lined up 
prospective customers. . 





THE WonLo's LARGEST COMPLETELY UNDERCR HOUND op 


Pershing Square, Los Angeles, Calif. <~ 
Capacity 2,000 Cars 
Turnover 5,000 


Three Levels 











Balcrank’s famous 
Jet-Power Hi and Lo 
Pressure Pumps 


Balcrank Air Reels 
Balcrank Water Reels 
Balcrank Gear Reels 
Balcrank Motor Oil Reels 
Balcrank Chassis Reels 
Balcrank Drains 


Balcrank Switches 








“ BALCRANK IN C « -#2 nisney $::, Cincinnati 9, Obie 





BECAUSE 


Ever stop to think that every time you replace a truck you're 
paying once again for taxes, delivery costs and selling costs 
. ». Money out_of pocket that brings you nothing in added 


Obviously, the longer a truck lasts the less often you have 


to pay these costs — conservatively estimated as representing 
20% of the purchase price of a truck. 

That’s where long-lasting Mack trucks give you the edge. 

TR i . KS Thousands of Mack trucks keep right on earning money for 


their owners even after 15 years or more of service. This 


means that with a Mack, you avoid paying over and over 
again for unnecessary replacement costs because of Mack’s 

ability to stay on the job for so many more years. 
( UTL AST It’s something to think about next time you buy a truck 


..a very good reason why you should investigate the 


longer life and extra savings you get from rugged, depend- 
7 able Macks. 


Mack Trucks, Empire State Building, New York 1, N.Y. Fac- 
tory branches and distributors in all principal cities for 
service and parts. In Canada: Mack Trucks of Canada, Ltd. 


NOVEMBER 19, 1952 


TRUCKS 





Crown Lithography, because it appeals to the eye, 
creates the urge to buy. And Crown Lithography 
implies everything in decorated cans and pails...even 
the services of artists who are creating an entire new 
school of packaging thought with ‘‘Modern Design 
Labeling.’’ Ask your Crown Sales Representative to 


show you eye-opening visual samples of the exciting 


work of these artists. Then judge for yourself 
whether Crown Lithography won’t open up new 


sales horizons for you. 


(hey lant apt Bc harapete C ROM envy 


Division of 


CROWN CORK & SEAL COMPANY 


PHILADELPHIA, CHICAGO, ORLANDO, NEW YORK, BALTIMORE, ST LOUIS, BOSTON 


10 NATIONAL PETROLEUM NEWS 





Ena 





WASHINGTON 





Wanted: A Fool-Proof Way of Supplying 
Enough Fuel to End Europe's Shortage 


By Andrew R. Patla, Washington Editor 


Anybody want 

to take a big leap 
and help solve Europe’s fuel short- 
age, while pocketing a nice profit in 
the meantime? Well, there happen 
to be several whopping big ideas 
floating around and just begging for 
takers. These are the alternate 
schemes that are becoming pretty 
warm topics of discussion around 
here these days: 

1. Build a 2,500-mile pipe line, as 
proposed by the Bechtel International 
Corp., to supply Europe with at least 
500 million cf/d of Middle East nat- 
ural gas that is now just being flared 
away. 

2. Forget about any “pipe dreams” 
and, instead, liquefy the gas at the 
wells and transport it in tankers to 
Europe where it can be regenerated 
and put to immediate use. 

On the surface, the pipe line propo- 
sition has jumped off to a lead, so 
far as public recognition goes. It re- 
cently was given a big play in For- 
tune Magazine and has been picked 
up by Mutual Security Agency here 
and forwarded for serious considera- 
tion to the Petroleum Committee in 
Paris of the organization for Euro- 
pean Economic Cooperation. 


* . * 


The alternate proposition has 
some enthusiastic support, however, 
and is coming along fast. At least 
one large oil company is seeking 
more details on the idea which, in- 
cidentally, originated several years 
back with a World Bank engineer 
(Carl Flesher) but never has been 
pushed too vigorously. 


Bechtel concedes that its pipe line 
proposal does pose “real political 
obstacles,” in that it would have to 
run through a string of nations from 
Iraq to France, with branch lines 
averaging about 300 miles in length 
stretching to Europe’s industrial cen- 
ters. The company feels, however, 
that these problems could be over- 
come. Much the same optimism is 
indicated by MSA, with the agency 
speculating that the line would have 
ready acceptance by the various 
countries through which it will pass 
and serve, should the Russian threat 
ease. Anyhow, MSA says, the line 
would be no more vulnerable than are 
Europe’s vital coal areas in Lorraine 
and Ruhr. 
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Proponents of the tanker scheme 
take strong issue with the above 
points. They think it would be dif- 
ficult to convince European nations 
to gear themselves to a gas economy 
with supplies so vulnerable in war 
and, possibly, so subject to price in- 
creases, depending. on the whims of 
the nations which would be exacting 
right-of-way fees. They see the so- 
lution in the tanker idea, claiming, 
for instance, that other areas could 
supply the gas needs of Europe 
should hostile forces overrun the 
Middle East. 


Here are some of the other main 
points emphasized by the tanker ad- 
vocates: 

The job of supplying England 
would be much simpler than running 
a gas line under the Channel. 


Individual elements in the proposal 
have been developed—gas can be 
compressed and liquefied at a tem- 
perature of about —250 deg. F.; it 
can be transported under atmos- 
pheric pressure in refrigerated ves- 
sels, and it can be regenerated into 
gaseous form at the consumption 
point. 

Evaporation or “boiling off” of 
liquefied gas could be used to drive 
the tanker through a gas turbine or 
other power plant. 

Gas probably could be laid down 
in Europe well below present energy 
costs and near the level claimed by 
the pipe line advocates. 


However, as with the line pro- 
posal, there are many “ifs and buts” 
attendant on the liquefied gas idea. 
One advocate claims it would have 
to be a “full charge” operation from 
the start, calling for an investment 
at least equal to the $425-million 
construction cost projected for the 
Iraq-to-Paris gas line. Another 
claims it could be launched on a 
“much smaller” scale, with expan- 
sion coming from earnings. 


It is estimated that it would take 
about $250,000 to get a good tech- 
nical look at all the problems in- 
volved. There would have to be en- 
gineering determination, for instance, 
on such things as size and design of 
tankers, plus details of the liquefying 
and regenerating plants. Then would 
have to come pilot operations to iron 
out the bugs. 


On the job! 


Our volunteer speakers are 
saving thousands of lives today 
...in factories and business 
offices . . . at neighborhood 
and civic centers . . . at social, 
fraternal and service group 
meetings all over this land . . . 
by showing people what they 
can do to protect themselves 
and their families against 
death from cancer. 


To find out what you yourself 
can do about cancer, or if you 
want us to arrange a special 
educational program for your 
neighbors, fellow-workers or 
friends, just telephone the 
American Cancer Society 
office nearest you or address 
a letter to “Cancer,” care of 
your local Post Office. One of 
our volunteer or staff workers 


will be on the job to help you. 








This mammoth terminal of fifty 80,000-barrel 
tanks—rarely duplicated in any actual installation— 


represents the extraordinary record of product savings 
accomplished by the many Graver Expansion Roof 
systems throughout the country in the dozen years 

since the design was introduced to the petroleum industry. 
According to currently accepted evaporation loss 
factors, it is conservatively estimated that the 

Graver Expansion Roof has saved 168,000,000 gallons 

of gasoline—a gallon for every man, woman and 

child in the United States. 


GRAVER TANK & MFG.CO.JNC. 


EAST CHICAGO, INDIANA 

NEW YORK * CHICAGO * PHILADELPHIA * WASHINGTON 
DETROIT * CLEVELAND * PITTSBURGH * HOUSTON 
CATASAUQUA, PA. * SAND SPRINGS, OKLA. * CASPER, WYO. 





NATIONAL PETROLEUM NEWS 








in cons 





---Manufacturers of Gasboys, Keroboys, Oilboys, and Rotaboys 
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YOU CAN make more deliveries... at lower cost... 
step up driver efficiency ... with White Specialized 
Design—for your exact delivery needs. Always ready 
for the work at hand, Whites are tailored to your 
operating conditions yet built by most modern pro- Dit 
duction methods and efficiency. 

Ask your White Representative how White 
Trucks cost less...do more work...last longer 
...im your service. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 


IN EVERY FEATURE ¢ TOMORROW’S TRUCK TODAY 























@y_KO) OO 

















MORE PAYLOAD because of DRIVER saves time at every COMPLETE front-end accessi- SAFER, BETTER to drive because 
new weight distribution, shorter turn...at every stop. Low, bility because of power-lift cab. of wide-angle visibility. New 
wheelbase. Takes less space on curb-level cab saves steps and Savings of 25% or more in cab comfort, driving ease, faster 
street and on the job. saves energy. int e made possib! acceleration. 
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SUPPLY AND DEMAND 








Adequate Fuel Oil Supplies Bring 


Cut in Record Texas 


Texas’ record crude oil allowable 
will be cut back, starting Dec. 1, 
but not as far as requested by most 
companies represented at a state- 
wide proration hearing held in Aus- 
tin Nov. 14. 

New allowable was set at 3,305,- 
770° b/d, a reduction of 66,975 b/d. 
The December figure is based on 23 
days’ operation for fields generally 
and 19 days for East Texas. 

Adequacy of heating oil supply for 
the coming winter season was dis- 
cussed at some length by Ralph O. 
Dietler, Tulsa, vice president of 
Stanolind Purchasing Co., with com- 
mission members. 

Mr. Dietler contended above- 
ground stocks of crude oil and prod- 
ucts are excessive and called for 
Texas production to be cut to 20 
days statewide and 18 for East 
Texas. 

Under questioning, Mr. Dietler as- 
serted that heating unit installations 
are 17% greater than a year ago 
and that weather in eastern con- 
suming areas has been two to four 
degrees below normal. Stocks of 
heating oil are not quite 17% larger 
than a year ago, Mr. Dietler said, 
but increased refining capacity 
makes any shortage unlikely. 

“Our concern is to prevent any 
shortage of heating oil,” Commis- 
sioner Ernest O. Thompson declared. 

Not one company sought an in- 
crease in Texas crude supply, and 


Allowables 


while Mr. Dietler requested the big- 
gest reduction, most of the other 
companies buying Texas crude urged 
a greater cut than that finally or- 
dered by the Commission. 

Sinclair and Sun recommended 23 
days for fields generally and 19 for 
East Texas. Humble and Cities 
Service asked for 22 and 18 days, 
Magnolia, 22 and 19; Shell, 21 and 
19, while Gulf requested 21 and 18. 

Sixth Record in Row—Total crude 
oil and condensate production in the 
U. S. climbed to a new all-time high 
for the sixth week in succession dur- 
ing the week ended Nov. 8, accord- 
ing to API statistics. Output av- 
eraged 6,612,300 b/d, up 63,250 b/d 
from the previous week. 

A slight decrease from the previ- 
ous week was noted in refinery runs 
for the week ended Nov. 8 (see 
summary table on this page). De- 
clines were shown in refinery output 
of gasoline and residual fuel oil. 
Production of kerosine and distillate 
fuel oil registered increases. 

Primary inventories of gasoline 
and residual fuel rose, while kero- 
sine and distillate fuel oil stocks de- 
creased. Distillate inventories were 
10,403,000 bbls. higher than on Nov. 
10, 1951. 

Report in New Form—Petroleum 
Administration for Defense has re- 
vised its form for reporting exports 
of petroleum products. The report 
now includes a four-week average 


for each product compared with a 
four-week average for a month 
earlier. Following is a summary of 
PAD’s report for the week ended 
Oct. 17 (figured in thousands of 
b/d): 
Change 
From 4 
Week Week 4 Weeks Weeks 
Ended Ended Ended Ended 
Oct. 10 Oct. 17 Oct, 17 Sept. 19 
Avgas ss 29.1 31.8 2.8 
Mogas ...... 17.3 48.0 26.2 vie 
Kerosine .... 22.0* 12.0 23.2 + 10.3 
Distillate ... 74.9* 79.7 81.7 14.5 
Residual .... 48.6* 44.3 31.4 16.3 


Totals : 203. s* 213.1 194.3 23 3 


~ Revised, 
Imports Decline — API reported 
imports of crude oil and products in 
the week ended Nov. 8 declined 600 
b/d from the previous week, as fol- 
lows (in b/d): 
Week 
Ended 


Nov. 8 


Crude Oil .... 513,000 578,000 637,100 
Residual Fuel Oil. 411,800 325,100 337,100 
Distillate Fuel Oil. ...... 4,300 
Asphalt . ee 3,600 16, 900 10,200 
GU eee cecnsies pettus 9,000 2,300 

928,400 929,000 991,000 


Week 
Ended 
Nov. 1 


4 Weeks 
Ended 
Nov. 8 


Report on Mexico—A joint survey 
made by the Mexican government 
and the World Bank shows that 
Mexico may become an oil importer 
in the not too distant future. 

Although Mexico once was the 
world’s largest oil exporter, its pro- 
duction has failed to keep pace with 
rising demands, economists said. 

Report indicates that “most faver- 
able assumptions” are that produc- 
tion increase will be about 4.5% dur- 
ing next five or six years and that 
consumption will expand no faster 


than 10.1%. Deficit may reach 500,- 
000 bbls. by 1956, they predicted. 
Depletion, over-worked fields and 
lack of new discoveries are bring- 
ing about shortage, they concluded. 
They said outlook is better for 
natural gas because of substantial 
reserves found in northeastern part 
94.0 of nation. Even so, development is 
eer .000 apt to be slow, they indicated, be- 
587,000 
907 
525 


Summary of API Report on Refining Operations 
U. S. Totals — B. of M. basis 

Week 

Ended 

Nov. 8 


Week 
Ended 
Nov. I 
(figures in bbls.) 
6,892,000 
630,000 


Production 
Crude runs—daily avg. . 6,860,000 
Foreign crude included 683,000 
Percent operated ; , 93.6 
Gasoline 23,465,000 23, 
Kerosine 2,713,000 2 
Distillate fuel oil 10,376,000 9 
Residual fuel oil . 8,478,000 8, 

Stocks 
Finished & unfinished — 121,374,000 120,563,000 
Kerosine 33,383,000 33,760,000 
Distillate fuel oil 120,146,000 120,267,000* 
Residual fuel oil 53,602,000 53,292,000 





000 ' cause of costly expenditures which 
‘000 47000 Would be necessary. 

Situation can be solved, at least 
to some extent, by investing more 
money in petroleum expansion, re- 
searchers said. 

Penna. Runs Down—Pennsylvania 
grade crude oil runs to stills de- 
clined 11,970 b/d in the week ended 
Nov. 8 as compared with the previ- 
ous week, according to the Nation- 
al Petroleum Assn. Comparative 
figures follow (in b/d): 


*Revised due to error by reporting company. 


Summary of B. of M. Report on Crude Oil Stocks 


Week 
Ended 
Nov. 8 


Change 
from 
Oct. 11 


Total crude oil stocks in U. S. 
Total located in PAW District 1 
Total located in PAW District 2 


267,699,000 4,645,000 
17,571,000 z Ta0o0 Wits, Banded 


Nov. 8, 1952 
88,575,000 + 3,341,000 ” ees 


Week Ended 
Nev. 1, 1962 


53,792 


Week Ended 
Nov. 10, 1961 
54,631 
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Vital Factor 
.. MAKE ONE 
METER MORE 


In 20 minutes a bulk plant meter can deliver oil 


worth more than the meter itself. In a year a truck 
CHUACY meter accounts for oil worth 300 times the meter's 
cost! If a meter's accuracy slips even a fraction 


of a percent, it may add up to big losses before 
you discover it. The only sure protection is the dependable accuracy 
of the finest meters you can buy—backed by a regular testing and 
maintenance program. 


| Low Maintenance (0st 


All meters are accurate when new. Make sure they'll sustain this ac- 
curacy over a long life without constant ‘‘babying”’ or frequent replace- 
ment of parts. Here's where Red Seals can make big savings for you. 
There's only one moving part in the measuring chamber. Capillary oil 
seal minimizes wear. No distortion due to pressure. Calibration is sensi- 
tive, easy, positive—won't ‘‘drift."" Easy to take apart for cleaning. 
Precision units are quickly available to replace dirt-damaged or work- 
worn parts. A nation-wide network of special testing equipment and 
factory-trained mechanics is at your service if you need it. 

In terms of dollars and cents, sustained accuracy and low main- 
tenance quickly outweigh all other considerations such as differences 
in initial ‘price, pumping costs, etc. So put Red Seal meters at all key 
points ...in bulk plants and tank trucks. Ask your nearest Neptune 
representative or jobbers for details and prices. 


NEPTUNE METER COMPANY 


50 WEST 50th STREET e NEW YORK 20, N. Y. 


Branch Offices 
ATLANTA * BOSTON * CHICAGO * DALLAS + DENVER + LOS ANGELES - LOUISVILLE - NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO + PORTLAND, ORE. * Canadian Factory: TORONTO 14, ONT. 


y 


SUISHED for sustained accuracy and low maintenance 
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> Citting Patt 
<//Rheemcote 


\/ POSTER DRUMS 


display famous Dutch Boy trademark! 


_ Now the familiar trademark of Dutch Boy 
| paints is displayed with new effectiveness 
on colorful Rheemcote Poster Drums. The 
"design flows across the rolling hoop— 
_ without distortion—creating a perfect 
=perch for the Dutch Boy. It's an illusion 
that always rates a second look—and 
it’s made possible only by the Rheemcote 

_ Process of lithographing steel drums. 


' Let your brand name or trademark go to 

_ work for you on Rheemcote Poster Drums. 

| Rheemcote containers can be lithographed 

| in any number of colors, any design, 

' including halftones. The high-gloss finish 

is tough, long-lasting. When necessary, 

| interiors can be roller-coated with special 
| protective lacquers. 


Write for free colorful booklet on this 
powerful new advertising medium. Rheem 
Manufacturing Company, General Sales 
Offices, 570 Lexington Avenue, New 
York 22, N. Y. 





SELL AS YOU SHIP WITH ote DRUMS 


RHEEM MANUFACTURING COMPANY ~- Manufacturing Plants in 22 Cities Around the World 


CALIFORNIA; DOWNEY. NEWARK, RICHMOND, SAN PABLO, SOUTH GATE © ILLINOIS: CHICAGO © LOUISIANA: NEW ORLEANS © MARYLAND: SPARROWS 
POINT ° NEW JERSEY: BURLINGTON, LINDEN * TEXAS: HOUSTON ¢ FOREIGN PLANTS—ARGENTINA: BUENOS AIRES el AUSTRALIA: BRISBANE. 
FREMANTLE, MELBOURNE, SYDNEY © ®S®RAZIL: RIO DE JANEIRO © CANADA: HAMILTON © ITALY: MILAN © PERU: LIMA © GINGAPORE © UNITED 
KINGDOM: BRISTOL © 1902 nneem eo. co. 
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SAVE USERS THOUSANDS OF DOLLARS 


« 
Mélinal Couplings are money-savers because 


they are re-usable. Savings run into thousands of dollars annually for 
Major Oil Companies — hundreds of dollars annually for Independents. 


Actual savings per length of hose range from $1.69 to $55.30, depend- 
ing on size. 


It pays to re-use National Couplings. Simply cut off and return service- 
able couplings to your National Hose Distributor. He is equipped to 
attach them to new hose without labor charge. 


We are the only hose manufacturer not dependent on outside sources 
for couplings. National Couplings are cast in our own foundry and 
machined in our own shop. They are made of non-sparking brass and 
are static-grounded. They grip the hose firmly and evenly, inside and 
out, without distortion of hose wall, and without flow restriction. They 
remain serviceable for years. 


It pays to re-use National Couplings — they last for years 


‘HOSE & TUBING CO. DOVER, N.J. 


* * 
TS ee 





This F-8 Bic Jos hauls a 7,200- 
gallon gasoline tank trailer. 
There’s a Ford Truck built to 
meet your requirements. 


me ’ ; Zi, ie ( = ss: j ' > E. R _ Poole 
ALACHUA ‘ . Al re ~~ Florida Tank Lines 


Port Everglades, Florida 


FLORIDA 
Report No. 11164 


“Hauling 20-ton loads, 
“T’ve had experience with many makes 
my running costs are of trucks,” cae Mr. Poole, ‘but none 


of them cost as little to run as my 
Ford. Ford Truck Economy has made 


2 a big cut in the operating costs of my 
business!” During the Economy Run, 

Mr. Poole’s F-8 traveled 48,738 miles 

3 and running expenses for gas, oil, main- 

tenance and repairs (but not including 

fixed expenses, such as, taxes, license, 


s ce, depreciation, etc.) totaled 
says E. R. Poole, Port Everglades, Florida $2,744.11. That's a running cost of 


only 54 cents a mile! 


WEW 


mm b 2 Now! Up to 14% more Gas Savings 


wn comers and more Speed Hauling power, too! 


€, ;~1 New Low-FRIcTION design in three Ford Truck engines 
Le j . " P 
OVERHEAD VALVES means more miles per gallon. New direct-breathing 
OVERHEAD VALVEs give more efficient fuel-feeding. New 
HiGH CoMPRESSION offers more power on regular gas. 
Choose from 5 great engines: new 101-h.p. Cost CLIPPER 
T f testing show h ll th Ford : ; : 
pik cli posed a2 ie fase gly Srx; famous 106-h.p. V-8; proved 112-h.p. Bic Srx; two 
conditions. They passed scores of 100-hour “destruction” new CARGO KING V-8’s developing 145 h.p. and 155 h.p. 


tests. One model alone ran as much as 50,000 
dynamometer test-hours, over 500,000 vehicle test-miles. 


5 


™ FREE! MAIL THIS COUPON NOW!~-~— 


Forp Division of Forp Motor Company 
3247 Schaefer Rd., Dearborn, Mich. 


Please send me without charge or obligation, complete 
details on the new Ford Trucks for '52 and the five 
great Ford Truck engines! 

FULL LINE [) HEAVY-DUTY MODELS [ 

LIGHT MODELS [) EXTRA HEAVY-DUTY MODELS [] 


DON'T GUESS! See how little it can cost to , , 
run a truck in your kind of work. See the ff NAL RE st LTS 
cost figures in this 144-page book showing ) , ( 
results from the 50-million-mile Ford Truck Ft IRD R h 
Economy Run. See it at your Ford Dealer’s! ECONOMY RUN 


Availability of equipment, accessories and trim as illustrated 
ws dependent on material supply conditions! a 


FORD TRUCKING COSTS LESS 


e «+ FORD TRUCKS LAST LONGER! 


Using latest registration data on 8,069,000 trucks, life insurance experts prove Ford Trucks last longer! 





(PLEASE PRINT PLAINLY) 











(------------ 


a 
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NOVEMBER 19, 1952 


17 





lighter, stronger. 


forced with “Cordura” rayon is forced with “Cordura” rayon - 
withstands pressure shocks. 


















“Cordura” is stronger and 


lighter. 





CAR-WASH HOSE reinforced 
with “Cordura” reyon is light 
and flexible, handles easier. 
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HOSE IS LIGHTER, TOUGHER... G/VES BETTER SERVICE | 


ie 





when it’s improved with Du Pont “Cordura” High Tenacity Rayon 


Something has been added to the fuel 
hose you see above. Inside it is an “‘un- 
seen component” that makes it lighter, 


more flexible . . . yet stronger, more 
durable, better able to withstand rough 
usage. It is improved with Du Pont 
Cordura* High Tenacity Rayon. 


This Du Pont rayon makes such a big 
difference because fibers of “Cordura” 
are inherently stronger than natural fi- 
bers. They enable manufacturers to make 
hose much thinner . . . yet much stronger. 


" 
Next time specify hose reinforced with AIG OE 


Greater strength with less bulk! Unlike 
natural fibers, “Cordura” is made in 
long, unbroken strands. So there are no 
loose ends in the reinforcing fabric to 
pull apart under stress. 


If you want better, more efficient serv- 


GU PONY 


P86. U. 5. Pat. OFF 
080% Aaniver3sary 


BETTER THINGS FOR BETTER LIVING l re % uh, 
Fo > 
€ 


«++ THROUGH CHEMISTRY \ 


High Tenacity Rayon 


ice Out of every hose you buy, ask your 
supplier to give you hose reinforced with 
Du Pont *‘Cordura’’ High Tenacity 
Rayon. E. I. du Pont de Nemours & Co. 
(Inc.), Textile Fibers Dept., Wilmington 
98, Delaware. 


*Reg. U.S. Pat. OF 
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PLEXIGLAS identification of 
many Sun Oil Company service 
stations includes 30°’ yellow let- 


ters, caduceus insignia, red arrows, 
and 8"' ynlighted bive letters over 
washing ond lubrication creas. 
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INSTANT IDENTIFICATION IS IMPORTANT... 
SO SUN OIL USES PLEXIGLAS LETTERS 


When motorists are looking for a service station, 
the one they recognize first is likely to get the 
business. That’s why hundreds of Sunoco sta- 
tions are identified by translucent PLExIGLas 
letters, interior lighted for sharp, broad-stroke 
legibility at night. 


Whether you want to spell out the name of a 
nationally advertised product or the name of a 
neighborhood store, PLexicLas acrylic plastic 
letters will give you potent visual impact. In 
addition, you obtain the maintenance economies 
of a material that is integrally colored, does not 
chip or rust, and is highly resistant to breakage 
and weather. The choice of colors is wide, the 
design possibilities are unlimited. Letters can be 
custom formed in large or small quantities at low 
cost; they are also available in stock sizes and 


PLEXIGLAS is a trademark, Reg. U. S. Pat. Off. and other principal countries 
of the Western Hemisphere. 

Conodion Distributor: Crystal Class & Plastics, Lid., 130 Queen's Quay at 
Jarvis Street, Toronto, Ontario, Canada. 


shapes from many sign companies and plastic 
fabricators. 


Without lighting, PLexictas letters offer marked 
advantages in serviceability over opaque sign 
materials. Combined with interior lighting, this 
acrylic plastic has become the basis of an exciting 
new technique in the sign industry. 


We will be glad to send you the names of qualified 
manufacturers of PLExicLas signs and letters, 
Ask us, too, for our new brochure ‘“PLexicLas— 


the Outdoor Plastic—for Signs.” 


CHEMICALS FOR INDUSTRY 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 








The pump that 
makes attachments obsolete! 


on 


¢ The Famous \ 





%& Trade Mark 


delivers any displacement at 
any constant pressure 
without 
any attachments 


(from zero to maximum 


pump rating) 4 
\ a  # 


Write for free manual... 


: ® You'll have to see it to fully appreciate what it can do for you! That's 
includes complete why Yale is offering this free manual. The famous Yale Tri-Rotor is a new 
engineering tables and ‘ind of pump that does away with the need for expensive, inefficient 
e attachments. By itself, it can deliver any displacement at any constant 

sample calculations pressure up to maximum pump rating. In addition, it requires less mainte- 

for pumping systems nance, and pumps quietly with high volumetric efficiency without agitat- 
d ninins | ts! ing. Five sizes: 20 to 200 gallons per minute. To obtain your manual, write 

and piping layouts: on your firm’s stationery to: The Yale & Towne Mfg. Co., Stamford, Conn. 





Yale is a registered trade mark 


<3) [AGREE 


FOR YOUR NEAREST YALE DISTRIBUTOR OF THE COMPLETE YALE LINE OF PUMPS AND PARTS, CONSULT YOUR CLASSIFIED TELEPHONE DIRECTORY 


20 "NATIONAL PETROLEUM NEWS 











“Rreeshre 


Buckeye’s New “Twist-Of-The-Wrist” Fill Cap 


@Buckeye’s No. 871 “PresTite” Fill Cap is 
all-new ... all-brass ... the simplest 
all-around protection ever devised against water 
seepage. It slips on or off quickly and easily— 
seals tightly without the use of tools. 
Location of sealing surface prevents damage 
during filling or handling. Threadless construction 
guarantees safe service year after year. 
Here's how it works: 

A removable, durable "O” ring 
inside the “PRESTITE” cap 
forms a slip-fit against the 
sealing surface on the body. 
A twist of the wrist, and the cap 
is fastened on—forming a perfect 
seal. Another twist, and it’s off— 
ready for filling. Buckeye 
No. 871 “PresTite” can be used 
with or without a manhole-type 
flush box. It is available in 2, 
2%, 3 and 4-inch sizes, 


"PresTite” design is extremely adaptable 
for tight fills. More about this . . . soon! 


PATENTS 
PENDING 


BUCKEYE IRON & BRASS WORKS 
P.O. BOX 883 © DAYTON 1, OHIO 
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p be i LLI p 5 May we send you our Complete Catalog 
BAL a IT E and name of nearest jobber? 
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All Horizontal 
Light Fixtures are 
built with 4 Tubes 
OML-144 or 146 or 6 Tubes. 


PHILLIPS Available in 
OVERALL 6 ft. to 34 ft. 
MULTI-LITE 


MORE LIGHT . . . means MORE SALES 


PHILLIPS Outdoor Fluorescent Lighting with 

exclusive features . . . will brighten up your 4 

station and attract more CUSTOMERS. They 4 PHILLIPS 

are “tried and proved” business getters from a, | POST 

coast to coast! ¥ BASE 
E TYPE 











One of the Leaders in the Field! 


PHILLIPS PHILLIPS GLO-RITE LITE uses ceramic treat- 
ISLAND ment on the interior of the glass for the 
GLO-RITE- : 
88 prevention of glare . . . and has other PHILLIPS 
11.440 OR | proven and patented features to make it POST 
1L-660 7 4 operate at low cost with ease of main- TYPE 
tenance. 




















AVAILABLE OML-84 PBMS-849-3 
IN 4 to 32’ OR OML-86 











ayers fadoratories, Ing’ 





UNION MADE 




















4632 PADDOCK ROAD BOX 78, STATION I, 
CINCINNATI 29, OHIO 
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New Products...new 
engineering developments... 
on-the-job reports 


IN EVERY ISSUE 
of the 


NEOPRENE 


YOU'LL FIND profitable reading in every 
issue of the Neoprene Notebook. 
Informative, up-to-the-minute arti- 
cles report on neoprene’s performance 
in products ranging from oil seals to 
conveyor belts . . . from motor mounts 
to work gloves. These engineering facts 
about neoprene are illustrated by spe- 
cific data, pictures, and drawings. 


The rubber made by Du Pont since 1932 


RE6.u.s. Pat OFF 


1B0% AnawmsIversary 


BETTER THINGS FOR BETTER LIVING 


» + « THROUGH CHEMISTRY 
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Designers and design engineers find 
the Neoprene Notebook gives them ideas 
on how to use this versatile chemical 
rubber in designing a new product or 
improving an old one. Plant operating 
and maintenance engineers rely on the 
Notebook to bring them experiences of 
others who have solved production and 
maintenance problems with long-last- 
ing neoprene products. 


acid = OUTDOOR A 


EOPRENE COVERED nose 


NEOPRENE 
SEALS 


You can be sure to receive 
the Neoprene Notebook 
regularly by mailing this 

coupon today! 


E. I. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division U-11 
Wilmington 98, Delaware 


I am interested in receiving the Neoprene Notebook regularly. 


Name 





Position 





Firm 











NEWSPAPER ADS 
-+-@very season... 
powerful ads strong 
on local dealer push 


BILLBOARDS on key 
highways pulling in busi- 
ness from near and far 


THE HELPING 
HAND from head- 
quarters .. . friendly 
dealer assistance 


MAGAZINE ADS that put a RADIO... Net- 

bright quality glow on the big work and Local... 

green and white station sign with time-tested 
selling power 


STATION DIS- PACKAGE STAND-OUT 


PLAYS that sell DESIGNS STATION 

merchandise be- a ae IDENTITY 

yond the isiand ies Y toot that steers ‘em 
& into the drive 


PRODUCTS SO FINE they win the dealer priceless local 
word-of-mouth advertising—the surest evidence that this 
complete top quality line lives up to all the other strong; 
steady Cities Service advertising. No wonder a Cities 
Service franchise ups the dealer's living. 


CITIES @ SERVICE 
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CRANE 


IRON BODY — WEDGE DISC 


Clamp Gate Valves 


Low in first cost, as well as in upkeep... and 
look at their wide utility— 
Use Crane Clamp Gate Valves for steam; hot 
and cold water; crude, fuel, and lubricating oil; 
air, gas, and gasoline service. 
Also in food and chemical process industries 
for caustic solutions, alkalies, corrosive chemicals, 
and gases. 
You'll find Crane Clamp Gate Valves extra 
rugged, with a strong reinforced body and husky 
stem. Their compact design means a better fit 
for more places ...a saving on piping in many 
cases. And because of the simplified clamp con- 
struction, these valves enjoy wide favor where 
frequent cleanout is essential. The bonnet as- 
sembly and wedge disc lift out easily—the body 
stays in the line. Reassembling is no problem for 
the bonnet joint always makes up tight and stays 
tight. 
Wide choice of regular patterns, all-iron or Crane Wedge Disc Clamp Gate 
brass trimmed. On inside screw all-iron valves, Valves coms in OSEY, inside ewow, 
ey : and quick-opening patterns, all-iron 
an improved self-draining bonnet prevents en- or brace trimmed, screwed or Ganged 
trapment of line fluids in the bonnet—protects end. Sizes up to 4 in. Working pres- 
the threads, keeps the stem working smoothly. sures up to 150 psi saturated steam, 
Send for Folder AD 1667 or ask your Crane 225 pol cold service. 
Representative for full details. 


The Complete Crane Line Meets All Your Valve Needs. That's Why 
More Crane Valves Are Used Than Any Other Make! 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES + FITTINGS © PIPE © PLUMBING + HEATING 
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Gives Dealers a chance for 





Seven out of 10 motorists are live pros- 
pects for dealers who sell D-X Lubrica- 
ting Gasoline. A recent survey proves it! 
The motoring public wants a lubricant 
added to gasoline—and D-X has it. D-X 
contains a special high heat-resisting lu- 
bricant, scientifically blended to higher 
anti-knock gasoline. And it sells at no 
extra cost! 


This different gasoline gives distributors 
and dealers in the Middle West an out- 
standing opportunity to build giant sales 
volume with a D-X Franchise. And there 
are many other “extras” in addition to 
real product advantages. For informa- 
tion, write, wire or phone today! 


MID-CONTINENT PETROLEUM CORPORATION @® 
TULSA, OKLA. 


Waterloo, la Terre Haute, Ind Omaha, Nebr Chicago, Ill Minneapolis, Minn 
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INCREASE SALES 55%... 


The ANGLE’S What 
DOES IT! 


Instead of throwing all the li a straight 
down on the island, WH WAY'S 
unique ‘‘Angle’’ construction Miotributes 
the light oun the entire work area—even 
Ss the need for a flashlight for 
under- service. Their brilliant, yet 
pleasing light forms a display that draws 
motorists into 

establishment. 

more its, get ALL 

WHITEWAY * *Angle- 


Pa 
lal 








ALE 








> ‘ANGLE-LUME"’ * HORIZONTALS 


The brilliant, but pleasing illumination of WHITEWAY “Angle- 
Lume” lamps, scientifically designed to properly distribute light 
over your entire island working area, will bring you MORE busi- 
ness, yet cut down lighting costs. 


WHITEWAY “Angle-Lume” HORIZONTALS come in convenient 
4, 8 and 12-foot Underwriter’s Laboratory approved weathertight units 
which interlock mechanically and electrically to meet your specific 
lighting needs. They are si ~ ye to install and easy to maintain. Al- 
og superior in design and construction to lamps often represented 

‘just as good”, you'll find WHITEWAY’S first cost lower and 
their life years longer. 


Designed and manufactured by one of the pioneers in Outdoor 
Fluorescent Lighting, WHITEWAY “ANGLE-LUMES” are 
PROVED, APPROVED and PRAISED by major oil companies = 
woe lent operators alike. For complete details of these 

ble business-building, money-saving lights, write NOW for 
oatinn and name of nearest distributor. 


WHITEWAY MANUFACTURING CO. 
Cincinnati 23, Ohio 


nal alan fh aa 

















BEFORE 


Station ct the left, 
Porkwoy and Vine 
Street, Cincinnati, is 
shown illuminated with 


tional 
descent lighting. 


AFTER 


Here is the same sto- 
tien fi with four 
8’ WHITEWAY ‘‘Anglie- 
lume"’ lomps consum- 
ing 1824 watts, plus « 
few well-placed spots. 


Which Station 
Would YOU 


Drive Into? 


Complete line of 
PYLONS, too! 


We also make « com- 
plete line of brilliant, 
modern PYLON lights 
every type eof in- 
jo ype ond wee... 
pedestal or pump 
island. These ore shown 
- be same catalog os 


“Ang 
Write for it Now! 


~- 


ATTENTION OiL ae Valuable exclusive territory for WHITEWAY | ‘LIGHTS 


now open in some areas! Write, wire or phone for details! 
NOVEMBER 19, 1952 
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wuin-pureoss INLUCITE 21 


Makes All Single-Purpose Greases Obsolete 


ene tas oi cen een et clematis Ces ALE em yen + 
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Only INLUCITE 21 assur 
with INLUCITE 21 
The superior perfor f INLUCITE 21 in wheel bear 


kies ana other grec 


wate f f versa 1¢ ‘ er grease 
hicte Mn otctelaiare ate l eli t-te. INLUCITE 21 resist 
t and ter on ae lta telat s Et te van? 


1 dust 


jre 
2,397 95¢ 
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BIG BILLBOARD erected at this station by dealer who has signed up with National Credit Card, Inc., supplements driveway 
poster in lower left corner, which is provided by NCC. Dealer is an outlet of Wells Petroleum Co., Chicago 


Universal Credit Cards— 
What Oil Marketers Think of Them 


Even universal credit cards 
have become an important prob- 
lem in the keen battle for gal- 
lonage. 

Because the subject of credit 
cards is important to most oil 
marketers, NPN has visited with 
a number of large oil company 
credit men and Independent job- 
bers to determine what they think 
about honoring ALL credit cards. 
The opinions are just as varied 
as are the methods of handling 
universal credit card problems, as 
shown in the following article. 


BY FRANK C. STURTEVANT 
NPN Staff Writer 


Is the idea of universal credit card 
acceptance going to make a football 
of that dignified and well established 
institution, the oil company credit 
card? 

The answer is—not yet. Universal 
acceptance is giving a measure of 
psychological comfort to a number of 
dealers in many parts of the country, 
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but it does not seem to be pulling 
much gallonage. Furthermore, al- 
though the plan has some customer 
appeal, it will be some time before 
the public understands it. 


The unusual amount of attention 
drawn to the subject in recent months 
does not necessarily prove that uni- 
versal acceptance of credit cards is 
about to sweep over the oil market- 
ing industry. At the moment, the 
conversation about it far exceeds its 
use. This is due largely to the ef- 
forts of a company wholly outside the 
oil industry. 


The promotional drive staged by 
this concern, National Credit Card, 
Inc., may have set in motion a trend 
toward some new ways of handling 
credit cards. It is conceivable that 
the company may continue to sell its 
services to some segments of the oil 
marketing industry. But there are 
several factors which seem to work 
against any revolution in major oil 
company credit card practices, as a 
result of competitive pressure. 


fief obstacle to universal credit 
cara acceptance is the fact that the 
economics are against it. It costs 


money to operate such a plan. Fron- 
tier Refining Co. of Denver, the first 
oil company to adopt universal ac- 
ceptance, began by charging its deal- 
ers 6% of each sale made to a credit 
card holder of another oil company 
The 6% charge hag oeen used by 
everybody who has since gone in for 
universal acceptance, except for the 
“Kendall” plan of soutern California 
which makes an 8% charge. 


National Credit Card charges 6% 
on top of a “me*abership” fee of 
$62.50 a year for each dealer who 
signs up with them. Oil companies 
which run their own universal ac- 
ceptance systetns of course make no 
membership caarge. 

“he 6% charge is calculated on 
the net amount of the sale, less taxes. 
The dealer simply turns in his sales 
tickets for cash, less 6%. The sales 
ticket -nust show the correct name 
and address of the customer, the cred- 
it card number and the name of the 
2il company which issued the card. 


In return for the 6% discount, Fron- 
tier, and others who followed Fron- 
tier, assume responsibility for billing, 
collection, and any losses from uricol- 
lectible accounts. National Credit 
Card makes the same offer . There is 
no accurate measure of whether the 
6% charge pays for the cost of billing 
and collecting, or if a profit remains 
to the oil company, or if, on the other 
hand, some loss is suffered. 


" Some oil company credit men have 
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MULTI-PUMP CHAIN of stations in Los Angeles limits its 
acceptance of credit cards to those of California major oil com- 
panies. Station pictured, at Whittier Blvd. and Greenleaf Ave., 
in Whittier, Calif., is one of the outlets of Frank Urich, self- 
serve pioneer who recently adopted the universal credit card 


SIGN ON LIGHT STANDARD shown here appears at outlets 
of Bulk Service Stations, Inc., private brand jobber in Chicago 


ventured the opinion that the 6% just 
about pays for the billing and coilec- 
tion work which this plan entails. 
If this is so, it would seem that Na- 
tional Credit Card, In:., which is in 
business to make money solely out of 
the service it sells, is not going to get 
rich out of the 6% discount, 


Does Plan Heip Dealer?—But that 
is only a secondary question. The im- 
portant question is whether the serv- 
ice station sperator makes any money. 
Arguments along tilis line, at first 
seem strangely contradictory. It is 
possible to hear many assertions to 
the effect that dealers cannot afford 
to give away 6% of the net sale, be- 
cause it will eat up all, or nearly all 
of the net profit on the sale. This 
probably would be true if the dealer 
had to stand a 6% charge levied 
against his entire sales volume. 

But the amount of business done 
on “foreign” credit cards by the av- 
erage dealer is usually but a minor 
portion of his total volume. Since the 
service station is the kind of business 
that always operates at less than 
maximum capacity, it is usually as- 
sumec| that some extra business, at 
less than normal gross profit, can be 
handed with but little if any added 
cost. Such plus volume, it is said, 
at least helps to pay for the overhead. 


At this point someone is sure to 
argue that universal acceptance of 
credit cards is a poor bet for the deal- 
er, because it doesn’t draw enough 
new business into the station. Pre- 
sumably if a dealer could get enough 
added volume by putting up a sign 


offering to take all credit cards, he 
could make money even on a 6% dis- 
count basis, or at least that is the 
logical inference to be drawn from 
this argument. 


The questiong no one can answer 
are these: How much business does a 
dealer have to attract through the 
universal acceptance plan before he 
can consider it profitable? And is 
there a point at which a dealer could 
do so much business at a 6% discount 
that it would make his station un- 
profitable ? 

A somewhat striking analysis of 
what it costs a dealer in cents per 
gallon to pay a membership fee to an 
outside organization, and also a 6% 
discount, was prepared by one oil com- 
pany, based on a membership charge 
of $37.50. (At one time dealers could 
participate in a universal credit card 
plan by paying an initial fee of 
$37.50). 

Figuring on an average purchase of 
10 gals. of gasoline at 25c per gal. 
for each “foreign’’ credit card cus- 
tomer, the first 500 new customers 
attracted to the service station would 
cost the dealer as follows: 


acceptance plan 


Other oil companies have made sim- 
ilar studies of universal plans, and in 
a few cases they have circulated the 
figures within their own sales depart- 
ments. Only one company, however, 
has made the direct suggestion to its 
dealers that they would be better off 
to stick to the company credit card, 
rather than give up 2.5c per gal. for 
the privilege of accepting all credit 
cards. 

It should be pointed out here that 
where a supplier has a universal ac- 
ceptance plan of his own (like Fron- 
tier and others) the dealer’s cost 
would always be around 1.5c per gal., 
depending on the prevailing price lev- 
el, since no membership fee is in- 
volved. But for a major oil company 
dealer, or for any dealer whose sup- 
plier does not have such a program, 
there is no way he can go in for uni- 
versal acceptance, except by member- 
ship in some outside organization like 
National Credit Card, Inc. 


It should also be noted that the 
present annual membership charge re- 
quired by National Credit Card of 
$62.50 per dealer, would mean a con- 
siderably higher per gallon cost to 


Per Gallon Cost of Universal Credit Card Acceptance 


Customers 6% 
100 1. 
200 1. 
300 1. 
400 . : 1. 
500 2. 


scount 


Annual 
Membership 
Fee ($37.50) 

3.75¢ gal. 
1.88¢c gal. 
1.25¢ gal. 
94c gal. 
-T5¢ gal. 
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the dealer on the first 500 customers, 
than that shown in preceding table. 


A second obstacle in the way of 
wide open use of the universal credit 
card acceptance idea, is the fact that 
the public does not understand how 
it works. Letters have been received 
by major oil companies from credit 
card customers who have used their 
cards to buy gasoline at some other 
company’s gasoline station, protesting 
because an invoice has been rendered 
from someone other than the supplier 
whose card they hold. They were un- 
de; the impression, they say, that 
some reciprocity arrangement existed 
whereby purchases made at another 
station would somehow find their way 
back to the supplier who issued the 
credit card, and be assembled with 
other purchases into a single state- 
ment. 

A few such instances are perhaps 
to be expected, and as long as they 
are few in number, could be disre- 
garded. But if any great number of 
customers began to buy from several 
marketing organizations, there is a 
strong possibility that the multiplic- 
ity of small invoices would stir up a 
self-defeating wave of annoyance. 


This line of thought also conjures 
up the specter of wider defaults in 
payment once too many customers 
catch on to the fact that their credit 
cards will be just as good, no matter 
whether they pay bills rendered by 
other marketers or not. For it is un- 
likely that major oil company credit 
departments will co-operate in any 
way in the exchange of credit infor- 
mation with competing marketers 
who honor their. credit cards. To 
some credit managers, the idea of out- 
siders reaping the benefit of the credit 
investigation and other preliminary 
expense they have been put to in 
opening a _ retail charge account, 
seems contrary to the ethical stand- 
ards of a professional credit man. 


A third obstacle results from the 
fact that many stations, a large ma- 
jority in fact, are so located that they 
do not draw much transient trade. 
They are thus unlikely to attract 
more than a trickle of additional vol- 
ume no matter how many signs they 
put up offering to accept all credit 
cards. Service station operators 
therefore, may sign up for a universal 
acceptance plan as an experiment, but 
will be inclined to drop the idea if 
the business gained is insignificant. 
Dealers are notorious easy marks for 
any novel business getting idea. They 
will try almost anything once. Be- 
cause a number of them have taken 
on this particular promotion idea, 
does not prove that it is here to stay. 


More important is the opinion of 
marketers who have had a plan in op- 
eration long enough to give it the test 


of time, and who are still using it. 
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For them it seems to serve a useful 
purpose, despite the obvious draw- 
backs. 

Those who are most interested in 
universal acceptance are the so-called 
private brand oil jobbers, and those 
refiners who do not issue credit cards, 
or whose credit cards are far less 
widely distributed than the major oil 
companies who also operate in their 
territories. These two grceups recog- 
nize that the popularity of credit 
cards has grown at a rapid rate in 
postwar years. 

Frontier Refining Co., Denver, first 
to authorize its dealers to take any 
oil company’s credit cards, is a fully 
integrated crude producer, refiner, 
transporter and marketer. Frontier 
instituted its universal acceptance 
plan in the fall of 1949. Within a 
two-year period, a number of large 
private brand jobbers followed suit. 
Included were True’s Oil Co., Spokane, 
Wash. (see Aug. 22, 1951, NPN, p. 
44); Sunset Oil Co., Los Angeles; 
Clipper Oil Co., Seattle; Elliott Oil 
Co., Pine Bluff, Ark.; Kent Oil Co., 
Salina, Kans. 

During 1952, Sovereign Service, 
Wichita, Kans., which is a marketing 
service organization owned and op- 
erated by three refiners, Kanotex Re- 
fining Co., El-Dorado Refining Co., 
and Vickers Petroleum Co., announced 


to its jobbers and dealers a plan for 
accepi.ng all credit cards. 

About the same time Deep Rock Oil 
Co., another integrated company, also 
offered a universal acceptance pian to 
its jobbers; and Brassfield Oil Co., a 
southern California distributor of Ken- 
dall motor oil, made a plan available 
to any dealers handling the Kendall 
brand. A unique feature of the “Ken- 
dall Plan” said to be in use by 200 
dealers, is the fact that Braassfield 
makes an 8% charge for billing and 
collecting, instead of the 6% used 
elsewhere. 

Deep Rock Cil Corp., Tulsa, is the 
largest marketing company yet to 
adopt universal acceptance of credit 
cards. Deep Rock discontinued issu- 
ing credit cards after the company 
went over to 100% jobber distribution. 
The universal acceptance plan was set 
up as a competitive aid to its job- 
bers, who may pass it on to their 
dealers if they wish. No membership 
fee is involved, but Deep Rock de- 
ducts 6% from sales tickets turned 
in from Deep Rock dealers via Deep 
Rock jobbers. The plan has been in 
operation only a few months, and the 
company is non-commita! so far about 
results. 

On the other hand, Sovereign Serv- 
ice, after less than two months opera- 
tion of its universal acceptance plan, 


LISTING OF COMPANIES whose credit cards will be honored is used by this Golden 
Eagle (Sunset Oil Co., Los Angeles) multi-pump in Saa Gabriel, Calif. 
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reported a volume of $30,000 billed di- 
rect to holders of other company’s 
credit cards. The difference could be 
due to the fact that Sovereign active- 
ly promoted its plan, and succeeded in 
having a large number of jobbers try 
it out. 

A Portland, Ore. jobber who sub- 

scribed to the National Credit Card 
plan for 10 of his stations told NPN, 
it out. 
“It’s a life-saver for us little fellows 
because we can offer customers the 
same credit convenience the majors 
do.” 

This jobber figures that the service 
costs his dealers 1.2c per gal. Their 
regular margin is 4.4c per gal., so the 
service charge reduces margin to 3.2c 
per gal. on gasoline sold on credit. 

Between $500 and $1,000 worth of 
gasoline per week is bought on credit 
at the stations. Actually that’s still 
a small part of total business—prob- 
ably 4% to 8%. 

Most of the customers buying on 
credit are residents, and most of them 
use major company credit cards—not 
the National Credit Card company 
card. This jobber speculated that the 
customers patronize his stations in- 
stead of major outlets because of lo- 
cation rather than price. His stations 
sell gasoline for about the same as 
the major outlets—a bit lower at some 
places and higher at others, he said. 

Others who are still using the plan 
after a year or two of trial, profess 
to be satisfied with results. Signifi- 
cantly, none are boasting about the 
gallonage developed for them by the 
plan, nor does universal acceptance 
appear to be any great blow to major 
oil competitors of tiiose companies 
following the practice. 

But major oil companies have shown 
some concern since National Credit 
Card started soliciting members 
among dealers everywhere. A lot of 
Soliciting was possible because Na- 
tional Credit Card established fran- 
chise representatives on a statewide 
basis in many parts of the country 
simultaneously. It is profitable to 
solicit new members because of the 
$62.50 membership fee. 


Originally National Credit Card 
was formed to organize its own list 
of general purpose credit card holders, 
In business a little over a year, the 
company is said to have upwards of 
150,000 cardholders entitled to charge 
their purchases at a variety of busi- 
ness establishments, chiefly hotels and 
restaurants. 


Many oil men are puzzled about the 
relationship between the all-purpose 
credit cards issued by NCC, and the 
universal acceptance plan. There is 
none. Universal acceptance can oper- 
ate independently, without resort to 
an all-purpose card. But in practice, 
NCC tries to interest holders of oil 
company credit cards in one of its 
own all-purpose cards. Applicants 
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pay $5.00 a year to obtain one of 
these cards thus providing another 
source of revenue for NCC. 


History — Retail charge accounts 
were first popularized on a large scale 
by department stores and installment 
furniture houses, Other merchants 
naturally turned to the charge account 
as a successful means of getting busi- 
ness. Once started in the oil industry, 
coupled with the use of a credit card 
for identification, retail credit became 
an established practice. 

Hotel chains began some 20 years 
ago to issue credit cards which have 
become increasingly popular, and are 
recognized by hotels outside of the 
chains which issue them. In recent 
years local groups of department 
stores have adopted a single credit 
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THIS SOCONY-VACUUM dealer in 

eastern Pennsylvania has signed up with 

National Credit Card and now displays 

this big banner on his driveway. A num- 

ber of similar signs have appeared in 

recent months on stations in and around 
Philadelphia 


identification plate for identification 
at any member store. 

The first national plan for an all- 
purpose credit card was launched in 
1950 by a commercial organization 
known as the Diners Club, in New 
York City. The Diners Club is sup- 
posed to have 80,000 card holders. A 
similar venture known by the name 
of Master Charge, started recently in 
Los Angeles. Both are said to solicit 
florists, haberdashers, liquor shops, 
and so on, but chiefly hotels and res- 
taurants. 

National Credit Card started with 
a similar plan, but later branched out 
into the petroleum field. Oil com- 
panies have been approached as well 
as dealers and jobbers. Also associa- 
tions of dealers and jobbers have 
been offered a proposition, usually in- 
volving some monetary return for the 
association. So far as is known no 
petroleum trade associations have 
signed up. 

Nor is there any known instance of 
a major oil company signing up with 
NCC, although NCC claims that one 


company has given its blessing to the 
solicitation of its dealers. An un- 
known number of oil jobbers have 
made contracts with NCC however, 
and have in turn extended the univer- 
sal acceptance program to their deal- 
ers. Under such contracts each deal- 
er is required to pay a membership 
fee. The only function the jobber 
Serves is as a channel through which 
sales tickets on “foreign” credit cards 
move from the dealer to NCC for bill- 
ing and collection. 

National Credit Card maintains a 
midwestern headquarters at 215 N. 
Michigan Ave., Chicago 1, Ill., and in 
the Chicago area a number of Inde- 
pendent jobbers have been signed up. 
Included among them are such firms 
as Wells Petroleum Co., Arrow Pe- 
troleum Co., and Bulk Service Sta- 
tions, Inc. Contracts have also been 
made direct with an undetermined 
number of service stations, including 
some handling major brands. 


Still Experimental—tInquiry among 
the jobbers and dealers as to results 
indicate that the universal acceptance 
plan is looked upon as an experiment, 
which is natural enough. Nothing in 
the marketing field can be said to be 
right or wrong until the customers 
either buy it or give it the cold 
shoulder. With but a few months 
experience, some dealers think the 
plan is bringing enough new business 
to show promise; others say it isn’t 
doing them any good. 

Among the former, one dealer re- 
ports new business on “foreign” cards 
began to drift in to his station within 
two hours after he put up his signs. 
In the first week he made sales to two 
customers for amounts above $15.00; 
volume for the first month was 
$150.00; some of the customers came 
from out of the state, and some from 
the home community. 


Another dealer who is optimistic 
reports a volume of $52.00 the first 
month; $168 the second month, and 
an apparent slight increase the third 
month. He intends to give it a year’s 
trial. He thinks it might be profit- 
able if it can bring in 2,000 to 3,000 
extra gals. a month, 

A dealer who doesn’t like it said 
the display of the sign only encour- 
aged some cash customers, who held 
credit cards from major oil companies, 
to make all of their purchases on their 
credit cards. As a result he said he 
has the bother of making out some 
additional credit card invoices, with 
no appreciable increase in gallonage. 

One dealer who is interested in 
building up a good community busi- 
ness, and who is spending some 
money continuously on premiums and 
local advertising, has an ingenious 
scheme. He keeps a permanent rec- 
ord of all who present credit cards of 
other oil companies, copying the 
names of the customers before he 
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sends the sales slips to National Cred- 
it Card for collection. He checks 
over the list every week, looking for 
repeaters. If the same name appears 
three times, he puts the man on his 
own charge account list, and there- 
after does his own billing and col- 
lecting. 


A dealer running a truck stop sta- 
tion on a main highway reports that 
credit card customers of other oil com- 
panies bring about 10,000 extra gal- 
lons a month out of a volume running 
well above 100,000 gals. a month. He 
thinks it will always be a good sys- 
tem for his kind of station. Another 
truck stop dealer reports that 7% of 
his gallonage is now billed through 
National Credit Card. 


Apparently during the experiment- 
al stage dealers are not doing much 
figuring regarding the cost to them of 
the 6% discount teature of these pro- 
grams, Possibly that is one reason 
why one major oil company went so 
far as to warn its dealers against the 
universal acceptance plan, pointing 
out to them that they cannot afford 
to give away that much of the dealer 
margin. 


The only other openly adverse ac- 
tion taken was that of the National 
Congress of Petroleum Retailers at 
its August meeting where a commit- 
tee reported unfavorably on universal 
acceptance of credit cards. The 
NCPR action was based entirely on 
the cost to the dealer. 


Of course it is obvious that a large 
major oil company with a widespread 
marketing area and several hundred 
thousand credit card customers of its 
own, has a good argument to present 
to its dealers. All the billing and col- 
lecting is done for the dealer without 
extra cost, and there is no member- 
ship fee. 


Reciprocity—In addition, all major 
oil companies have reciprocity agree- 
ments with other gasoline marketers 
outside their marketing areas, under 
which each company agrees to honor 
the credit cards of the other. Each 
marketer tries to make as inany ad- 
vantageous reciprocity arrangements 
as possible, for the obvious purpose 
of attracting as much tourist business 
as possible to its dealer stations. The 
issuing company takes full responsi- 
bility for billing and collecting, in ef- 
fect guaranteeing the credit of all its 
ecard holders. 


While the reciprocity features of 
credit cards are not advertised to 
consumers direct, it is one of the in- 
cidental advantages held out to deal- 
ers by marketers of widely adver- 
tised gasoline brands. And each credit 
card holder finds listed on his card the 
names of the other companies where 
the card will be honored. Often the 
trademarks of the other marketers 
are reproduced on the card, to make 
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their stations easy for the tuurist to 
locate. 

Many Canadian stations, where 
tourist business figures prominently, 
display signs indicating the credit 
cards they will accept, This practice 
has grown in the last year or two. In 
fact, Canadian Oil Companies, Ltd., 
erected outdoor boards at several of 
its stations this year bearing iarge- 
scale trademark reproductions of the 
U. S. oil companies with which Can- 
adian Oil has credit card reciprocity 
agreements. 

Near the Canadian border a number 
of U. S. station operators also display 
Signs indicating which credit cards 
they will take. In the East, for ex- 
ample, some Esso dealers hang out 
signs reminding Imperial Oil credit 
card holders that their cards will be 
accepted. Kellogg Petroleum’s Tide 
Water stations in western New York 
use window banners to tell Canadian 
visitors that Reliance, White Rose and 
Home Oil credit cards will be honored. 

The reciprocity deals reflect the 
natural pressure of competition for 
gasoline gallonage. It might be said 
that the major oil companies, by re- 
ferring to their cards as ‘National’ 
credit cards, or a phrase of similar 
import, have invited competitive re- 
taliation by those Independents who 
are unable to make good reciprocity 
deals. 

There seems to be nothing illegal, 





Credit Card Snare? 


It seems oil companies can’t 
escape unearned blame nor the 


necessity for furnishing ex- 
planations for episodes like 
these: A credit card customer 
of oil company A, while visit- 
ing distant places, used his 
credit card for a gasoline pur- 
chase from a dealer of company 
B, with which company A has 
a credit card exchange agree- 
ment. But the dealer, instead 
of turning the sales ticket in 
to company B, his gasoline 
supplier, sent it instead to an 
outside firm with which the 
dealer had an arrangement for 
handling credit card billing on 
a universal acceptance plan. 

When the customer received 
a bill from a strange company, 
along with a letter suggesting 
that he obtain an all-purpose 
credit card issued by the out- 
side concern, he was confused, 
suspicious and indignant. He 
is asking company A to ex- 
plain how his normal charge 
purchase wound up in strange 
hands. He holds company A re- 
sponsible because the purchase 
was made at an authorized 
station. 











unfair, or unethical about credit card 
reciprocity on the one hand, or about 
universal credit card acceptance, on 
the other. They are competition in 
action. Some credit executives, it 1s 
true, resent the fact that those using 
universal credit card accepiance, are 
in effect taking a free ride with 
charge account customers whose cred- 
it status has been established at a 
competitor’s expense. 


But the answer to that is really 
unimportant. When the public dem- 
onstrates by its patronage what kind 
of a credit card system it likes, and 
will use, everybody will have to fall 
in line. 


Weather Stays Cold 


In Two Heating Areas 


CLEVELAND—For the sixth con- 
secutive week, the temperatures in 
the Southeast area dropped to cold- 
er than normal or last year, while 
the East Coast area entered its 
fourth week of colder than normal 
or 1951 weather. 

The Midwest area was consider- 
ably warmer than last year, but 
colder than normal. The West 
Coast-Rocky Mt. area _ continued 
warm. 


Degree Day Summary 


Season Sept. 1-Nov. 15 


Nor- 

Fast Coast 1952 1951 mal 

Bostont 720 623 712 

New York .. 595 513 574 
Philadelphia ‘ 548 444} 
Washingtont ..... 564 439 
Average 607 505 

Midwest 

Chicagot . R66 924 
Cleveland .. 794 710 
Detroit? . , 919 872 
Minneapolist . 1126 1307 
Omahat ...... 791 949 
St. Louis .. 520 625 
836 R98 


Birmingham, Ala.t 432 330 

Charleston, 8. C.. 176 124 

Nashville, Tenn.+. 619 44 383 

Raleigh, N. C. ... 436 313 344 
Average ... . 416 315 275 

West Coast—Rocky Mt. 

San Francisco ... 419 401 337 

Seattle .. ... 532 695 803 

Denver? ... .. 743 1062 873 
Average ....... 565 719 671 109 


Degree days are on 65 deg. F. basis 

+ Readings at airport office. Readings in 
other cities taken at downtown (city) offices 

t Includes weather bureau correction 


FTC Delays Shell Reply 


NPN News Bureau 
WASHINGTON — Federal Trade 


Commission has given Shell Oil Co. 
until Dec. 15 to file an answer to the 
FTC complaint charging the com- 
pany with restraint of trade in its 
fuel oil contracts. 

Normally, the company would have 
20 days from the date the complaint 
was filed, but Shell asked for and was 
granted additional time. Thus far 
there has been no change in the Dec. 
19 hearing date. 
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OPS Weighs Plan to Let Local Offices 
Raise ‘Gas’ Ceilings in Hardship Areas 


NPN News Bureau 
WASHINGTON Office of Price 
Stabilization’s Petroleum Branch has 
forwarded to the Fuels Division a 
proposal that regional and district of- 
fices be granted authority to raise 
retail gasoline ceiling prices on an 
area basis to meet increased labor 
costs. 


It is not an official recommenda- 
tion from the branch, but is in the 
nature of the branch’s “thought” on 
how the problem might best be 
tackled. There appears to be no feas- 
ible solution through procedures es- 
tablished by existing regulations. 


If the proposal should be adopted 
by OPS policy officials, it would sup- 
plant the method suggested by Stand- 
ard Stations, Inc., and others to rem- 
edy the West Coast situation and 
would apply country-wide, Officials 
said the plan was in the formative 
stages before the West Coast problem 
came to a head. 

Actually, both contemplate the 
same general type of approach, utili- 
izing area surveys conducted by re- 
gional and district offices. Both 
would require amending Ceiling Price 
Regulation 13 (retail gasoline sales). 

Aim would be, by area-wide cost- 
profit surveys, to arrive at the proper 
per gallon amount of increase nec- 
essary to restore service stations to 
their earnings position for the six 
months ended June 30, 1951, as com- 
pared with the six months ended 
June 30, 1952. 

The branch believes that the in- 
creases would range between 0.1c and 
lc per gal., depending upon the area 
involved, and would affect some 200,- 
000 stations over the country. 


Station Records —- This view on 
proper method conflicts with that 
held by the division economist, who 
thinks the branch may be wrong in 
believing that station operators lack 
sufficient records for. application of 
the existing OPS Industry Earnings 
Standard. He has proposed that the 
insufficiency of records be “validated” 
before any such amendment to CPR 
13 is considered. 

He also has suggested, as a pos- 
sible alternative, that OPS exempt 
from price control stations doing an 
annual business of less than $50,000. 
He estimates that this would cover 
75% of all stations in the U.S. and 
50% of. the dollar volume of busi- 
ness. 

This viewpoint is not shared by in- 
dustry sources, who question per- 
centage estimates and who point out 
that the competitive nature of ser- 
vice station operation would nullify 
any exemption benefits for stations 
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doing a business of less than $50,000 
per year. 


Flood of Requests—Meanwhile, OPS 
is being snowed under by requests 
from individual operators in Califor- 
nia, Oregon, Washington, Nevada and 
Idaho that gasoline retail margins be 
increased around 1.4c per gal. Of- 
ficials say the individual applications 
now number “in the thousands” and 
they fear that move is “spreading.” 


They are notifying such operators 
that the matter is being considered 
on the basis of the formal petitions 
which already have been submitted. 

Other pricing developments in- 
cluded: 


Cost Survey—OPS has agreed to 
accept the findings of a cost-of-doing- 
business survey of Massachusetts deal- 
ers under the state’s below-cost sales 
act as a basis for adjusting service 
station ceiling prices. 

William R. Pierce, chief counsel for 
the Fuels Division, notified Frederick 
H. Moore, executive secretary, Retail 
Gasoline Dealers’ Assn. of Massachu- 
setts: 


“It appears that the proper course 
is the use of GOR 32. It follows that 
you should put in motion your survey 
of cost as prescribed by Masschusetts 
law. Costs should be determined 
strictly in accordance with that law 
and accepted accounting procedures 
used where law is silent. 


“In view of the impracticability of 
individual applications because of 
competitive forces, and because of the 
area method set up in Masschusetts 
law, it would appear that the filing 
should be made by the Massachusetts 
official charged with the responsibility 
of administering or enforcing the law 
. . . Every effort should be made by 
you to follow GOR 32 closely in fil- 
ing of any application.” 

Increase Denied—OPS has turned 
down a plea by the Metropolitan 
Washington Retail Gasoline Dealers 
Assn. for an adjustment of retail 
price ceilings in the Maryland and 
Virginia areas adjacent to the District 
of Columbia. 


The dealers requested the boost on 
the grounds that the recent increase 
of lc per gal. in the D. C. gasoline 
tax “distorted” the competitive pic- 
ture, since Virginia and Maryland 
dealers had previously absorbed the 
difference in higher taxes charged 
by those two states. 


LP-Gas Conference — The pricing 
agency has scheduled a meeting Dec. 
2 of its newly-constituted Liquefied 
Petroleum Gas Industry Advisory 
Committee to discuss the matter of 


expanding the underground storage 
program. 

Suppliers are contending that LP- 
gas stocks from such storage must 
bring a higher price in order to ex- 
pedite the expansion program and 
thus head off future winter-time local 
shortages. 


OPS Adjusts Tire Prices 
NPN News Bureau 

WASHINGTON — Office of Price 
Stabilization has issued an order re- 
quiring ceiling prices for second line 
low pressure tires sold to mail order 
catalogue customers to be 75% of the 
seller’s retail ceiling price for the 
same size of first line low pressure 
tires. 

The order removes discrimination 
which had previously required the 
75% factor to be applied to the pub- 
lished retail list price sellers had in 
effect during the 30-day period pre- 
ceding the effective date of Supple- 
mentary Regulation 118 to the Gen- 
eral Ceiling Price Regulation. 

This had the effect of reducing sec- 
ond line tire prices below 75% of cat- 
alogue ceiling prices, while retail list 
prices remained generally the same as 
during January, 1951. 


Independent Refiners Urge 


Across-the-Board Decontrol 
NPN News Bureav 

CHICAGO — Independent Refiners 
Assn. of America at its annual meet- 
ing here last week adopted as a basic 
policy the principle that when price 
controls are removed on crude oil and 
petroleum products, “decontrol must 
be effected simultaneously at all levels 
of distribution.” 

The association’s action was “a re- 
declaration of stand adopted last year 
and vigorously pursued that no in- 
crease in ceiling prices for crude oil 
should be made without concomitant 
adjustment in product price ceilings.” 

Lloyd Freese, Bell Oil & Gas, elected 
association vice president, stated: 
“The IRAA will continue to fight for 
the principle that any increases in 
the cost of the raw material must be 
passed through to the consumer. It 
is not just a matter of equity; it 
means the very existence of the inde- 
pendent refiner in this country.” 

The association laid plans for an 
expanded program in the coming year. 
Re-elected president was M. H. Robin- 
eau, Frontier Refining. 


Voters in Three States 
OK Anti-Diversion Rule 


NPN News Bureau 
CLEVELAND—tThree more states 
—Alabama, Arizona, and Georgia— 
have adopted constitutional amend- 
ments setting aside for highway pur- 
poses state gasoline tax revenues, 
making a total of 24 states with anti- 
diversion amendments. In Florida, 
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however, a constitutional amendment 
was passed permitting diversion of a 
substantial part of motor vehicle reg- 
istration fees for 30 years. 

Election results in other states in- 
cluded: 

Defeat of an initiative petition 
which would have increased the Mon- 
tana gasoline tax rate from 6c to 7c 
per gal. 

Defeat of a proposed 5% severance 
tax on the gross value of petroleum 
taken from the earth in Colorado. 

Defeat of a proposal which would 
have made unconstitutional Oregon’s 
ton-mile tax on trucks. Voters also 
approved an increase in rates ranging 
up to 60% passed by the legislature 
in 1951. 


Court Decision Postponed 
In Tire Discount Case 


NPN News Bureau 
WASHINGTON — At mid-week, 


tire companies and distributors were 
still waiting for a decision from 
U. S. District Judge Matthew F. 
McGuire on the motion by Federal 
Trade Commission to dismiss the 
suits which challenge the FTC quan- 
tity tire discount limit rule. 

The judge had said originally that 
he would have a decision by Nov. 
15, but on that day he said other 
matters had developed which had 
delayed his action on the tire mo- 
tions. 

There has been much interest in 
the case, not only by tire people but 
others also, because it is considered 
likely that should FTC succeed in 
limiting discounts to bulk purchas- 
ers of tires, it would then put dis- 
count limits on other products, too. 

At the close of the recent hear- 
ing, the judge gave each side per- 
mission to file an additional brief. 
One filed by counsel for the tire 
manufacturers and distributors put 
emphasis on the fact that the dis- 
count limit rule will have to be 
tested in court sooner or later, so 
the logical time to test it is now. 

FTC had argued that the proper 
time to test the case would be after 
the rule had been put into effect, 
and some company had been charged 
with a violation, or after a triple- 
damage suit had been filed by some 
“injured” dealer. In this way, FTC 
contended, each case could be studied 
on its individual merits. 


Company Viewpoint—Points made 
by the counsel for the companies in 
the recent reply brief included these: 

1. The proposed FTC limit rule ac- 
tually amends the existing law which 
permits discounts which can be cost- 
justified. The companies contend, 
also, that this kills incentive to bring 
about lower prices through mass 
distribution methods. 


NOVEMBER 19, 1952 


2. The FTC action “coerces” in- 
dustry into adopting an entirely new 
pricing system—one based on “a 
theory invented by the Commission 
and never before known to the in- 
dustry.” The companies pointed out 
that the traditional practice in the 
industry is to base discounts on an- 
nual sales rather than on freight 
earload delivery. The FTC rule 
would provide that discounts can’t 
be given greater than discounts on 
a single freight carload delivered at 
one time. 

FTC has argued all along that un- 
less it limits discounts, a few larger 
buyers will be able to monopolize 
tire manufacturing and distribution. 
The reply. by some of the manufac- 
turers and distributors is that the 
rule would force some companies 
out of business and would tend to 
create a vertical structure in the 
industry, with major distributors or 
retailers owning their own tire com- 
pany. 


Protective Tariff Asked 
For Canadian Antifreeze 


OTTAWA, Ont.—Canadian anti- 
freeze manufacturers have asked 
the Tariff Board for duties on U. 8. 
made ethylene glycol, propylene 
glycol and all mixtures. 


The request was made by Dow 
Chemical of Canada, Ltd., and Do- 
minion Tar & Chemical Co. Both 
filed briefs with the board and asked 
that arguments be permitted on the 
question. 


Dow and Dominion Tar contended 
that present U. S. production of 
ethylene glycol and other chemicals 
used for PT-antifreezes is very 
heavy and leading to a surplus. 
Pointing out that potential produc- 
tion in U. S. is still greater, the 
companies maintained that overpro- 
duction in U. S. is bound to come, 
barring unforeseen developments. 


Defense Orders for the Oil Industry 


(Issued Nov. 11-17, inclusive) 

This description of oi] defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 


Complete copies of the official text of these 


‘orders can be obtained from Platt’s OIL-Law- 


GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication -which reproduces and 
mails out the orders on oi] upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


NPA—National Production Authority 

CMP Reg. 2, as Amended—lInventories of 
controlled materials. 

NPA Reg. 2, as Amended—Basic rules of 
the priorities system. 

NPA Reg. 2, Dirs. 1 and 2—Revocation— 
Delivery orders, conversion and rating, 

Rev. CMP Reg. 6, Dir. 6, as Amended— 
Third and fourth quarter authorized controlled 
material orders. 

OPS—Office of Price Stabilization 

Organizational Statement, Amdt.—Field of- 
fice locations and boundaries. 

CPR 17, Amdt. 8—Prevention of increases 
in general levels of area ceiling prices. 

Del. of Auth. 79—Del. of Auth, to act 
under sec, 4 of SR 11 to CPR 17. 

CPR 34, Amdt, 7—Filing of apphcations for 
adjustment. 

CPR 22 SR 35, Amdt. 1—Adjustments to 
reflect increased outbound transportation rates; 
eorrection of coverage. 

GCPR, SR 118, Amdt. 1—Ceiling prices for 
mail-order sales of new replacement second 
line tires. 

CPR 105, Rev. 1, Correction—Used indus- 
trial and construction machinery and related 
equipment. 


What Orders Do 
National Production Authority 


INVENTORIES—-CMP Reg. 2 as amended— 
Prevents accumulation of excessive inventories 
of controlled materials by limiting quantities 


of materials ordered, received, delivered. Sec- 
tions 2, 3, 10(a) ere amended, Schedule I is 
added. 


BASIC RULES OF PRIORITIES SYSTEM 
NPA Reg. 2 as amended—States basic rules 
of priorities system to be administered by 
NPA. Makes minor changes for clarification, 
adds paragraph to require canteliation of 
ratings under certain circumstances. 

AND FOURTH QUARTER AU- 
THORIZED CONTROLLED MATERIAL OR- 
DERS—Dir. 6 as amended to Rev. CMP Reg. 
6—Permits the placement and acceptance of 
certain third and fourth quarter 1952 au- 
thorized controlled material orders, even though 
they call for delivery after the end of such 
quarter. Gives 3Q52 and 4Q52 preference 
over 1Q53, regardiess of sequence of order 
placement. 


Office of Price Stabilization 


FIELD OFFICE LOCATIONS AND BOUND- 
ARIES — Organizational Statement, Amdt.- 
Describes location and area of Regions X and 
XII—Dallas, Tex., and San Francisco. 


AREA CELLING PRICES—Amat. § to CPR 
17—Bars field-wide or areawide natural gas 
price increases based on escalation clause in 
contract of individual producer where such 
increases would pierce genera! ceilings; pro- 
hibits sellers from in-lining their prices with 
sellers whose prices may be increased under 
state minimum price regulations. 

AUTHORITY TO ACT UNDER SECTION 4 
OF SR 11 TO CPR 17—Del. of Auth. 79 
Delegates to director of Region 12 and 13, 
authority to disapprove or modify by order 
ceiling prices filed pursuant ta sec, 4 of SR 
11 to CPR 17. 

SERVICES—Amdt, 7 to CPR 34—Deletes 
certain services for which ceiling price ad- 
justment applications must be filed with the 
National Office of OPS, with result that all 
applications for adjustments of ceiling prices 
under section 20 (a) of CPR 34 must be 
filed with appropriate OPS District Office ex- 
cept in certain cases. 

OUTBOUND TRANSPORTATION RATES 
Amdt, 1 to SR 35 to CPR 22—Deletes ref- 
erence to SR 30 to CPR 22 in section 1 of 
SR 35. 

NEW REPLACEMENT SECOND LINE 
TIRES—Amdat. 1 to SR 118 to GCPR—Orders 
ceiling prices for second line low pressure tires 
to mail order catalogue customers shall be 75 
percent of seller's ceiling price for his sales 
of the same size first line low pressure tires 
to same class of customer. 

USED INDUSTRIAL AND CONSTRUCTION 
MACHINERY—Correction to CPR 105, Rev. 
1—Changes reference to paragraphs in original 
order, corrects typographical error. 
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Sparkman, FTC Huddle 
On ‘Cartel’ Hearings 


NPN News Bureau 
WASHINGTON—Senator Spark- 
man (D., Ala.) meets Nov. 19, with 
Commissioner Spingarn and other 
Federal Trade Commission personnel 
to discuss possible “oil cartel” hear- 
ings by the Senate Small Business 
Committee—particularly if the Jus- 
tice Department drops its “cartel” 
suit. 


Apparently moving fast to plan 
strategy in the wake of the Re- 
publican victory at the polls, Mr. 
Sparkman, who was Democratic 
nominee for vice president, made no 
public announcement of the meet- 
ing. It was described by a com- 
mittee source as “a more or less in- 
formal” session. 


He said its purpose was to “dis- 
cuss the oil cartel situation and pos- 
sible committee hearings on it.” 
However, he added that such hear- 
ings “would not coincide with any 
consideration by the courts.” 

In fact, he said, it was planned 
more as meeting to decide committee 
action if the case is dropped by DJ 
now that a GOP regime will take 
over next January. 

Busy in Case—Mr. Spingarn is 
credited in government circles with 
a major share of activity leading to 
the release of FTC’s “international 
oil cartel” report by Mr. Sparkman’s 
committee, and with behind-scenes 
maneuvering .to launch DJ’s grand 
jury probe based largely on that re- 
port. 

Mr. Spingarn’s FTC interim term 
expires next September. He is gen- 
erally regarded as one leader of 
FTC’s “liberal bloc.” 

The committee source said that 
any hearings decided upon probably 
would not occur until “next spring.” 

The “cartel” matter hit a dead 
lull elsewhere. No additional docu- 
ments or motions have yet been 
filed with courts in Washington. DJ 
reported it had no plans yet to call 
further grand jury sessions, and its 
answer to the oil company petition 
lodged with the Supreme Court had 
not been filed. 


National Oil Marketers Assn. 
Urges Percentage Markups 


NPN News Bureau 

CHICAGO—A _ resolution urging 
that the principle of percentage 
mark-up be applied to various stages 
in the distribution and sale of petro- 
leum products was adopted at the 
annual meeting of National Oil Mar- 
keters Assn. here last week. The 
association said individual jobbers 
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should be encouraged to negotiate 
contracts with suppliers based on 
such a system. 


In other resolutions adopted, the 
association: 


1. Requested the Justice Depart- 
ment to “proceed vigorously” in 
prosecution of divorcement _ suits 
against seven West Coast majors 
“and with the filing of additional 
suits against major oil companies in 
other parts of the country as prom- 
ised” by the Attorney General when 
the API suit was dismissed. 


2. Congratulated the Attorney Gen- 
eral for current efforts in the Dis- 
trict of Columbia to determine if 
antitrust laws have been violated 
by a group of large oil companies 
operating in both domestic and in- 
ternational trade. 


3. Cited a complaint against Shell 
Oil charging violation of the Clayton 
Act in the sale of kerosine and fuel 
oil, and urged the Federal Trade 
Commission to broaden its inquiry 
“so as to review similar marketing 
plans and policies of all the major 
oil companies.” 


4. Urged Congress to eliminate a 
fixed depletion allowance, substitut- 
ing a provision that depletion al- 
lowance be treated as is deprecia- 
tion under income tax laws. The 
same resolution urged that income 
tax laws be amended to require cap- 
italization of drilling and develop- 
ments costs in the oil and gas in- 
dustry in the same manner as such 
capital investments are capitalized 
in other industries. 


5. Urged Congress to remove all 
exemptions from taxation now en- 
joyed by co-ops and other groups 
that operate in business or industry 
in competition with other groups 
that are taxed. 


6. Requested the Defense Secre- 
tary to provide for Armed Services 
Petroleum Purchasing Agency “a 
properly qualified member to act as 
small business specialist to advise 
such agency.” 


7. Urged Congress to increase the 
tax exemption for corporations from 
$25,000 to $50,000. 


8. Called for repeal of state oil 
proration laws and enactment of 
“true conservation statutes,” repeal 
of the Connally “Hot Oil” Act, re- 
peal of congressional approval of the 
Interstate Oil Compact, and with- 
holding of appropriations for issu- 
ance of monthly forecasts of market 
demand for petroleum products by 
Bureau of Mines. 


John Locke of Locto Co., St. Paul, 
was elected president of association 
for ensuing year. tne 


hI Mf 


Ohio Jobber Secretary Dies 


Robert A. Warfel, 65, who for the 
past 20 years had been executive 
secretary of the Ohio Petroleum Mar- 
keters Assn., died Nov. 12 of a heart 
attack in his office at Columbus, 
Ohio. 

Mr. Warfel was a native of Indi- 
ana and worked on newspapers in 
Muncie and Marion before going to 
Columbus in 1912 as a reporter for 
the Ohio State Journal. In 1922 he 
left the Journal, where he was then 
city editor, to become publicity direc- 
tor for the Columbus Chamber of Com- 
merce. In 1925 he moved to New 
York City as an agent for the As- 
sociated Advertising Clubs of Ameri- 
ca and for the next seven years 
traveled extensively for this organi- 
zation. He returned to Columbus in 
1932 and joined the staff of the Ohio 
Petroleum Marketers Assn. 

Mr. Warfel was a former president 
of the Ohio Assn. of Trade Execu- 
tives and a 25-year member of the 
National Assn. of Commercial Or- 
ganization Secretaries. 

Surviving are his wife, Mrs. Mary 
H. Warfel; a son, Dr. John Warfel 
of Buffalo and a sister, Mrs. Edgar 
Branigin of Detroit. 


* * * 


MacLean Houston, director of 
United Refining Co. in charge of re- 
finery operations died in Warren, Pa., 
Nov. 14 after a long illness. He was 
a director of the Pennsylvania Grade 
Crude Oil Assn., and chairman of its 
technical advisory committee. He 
was also a counselor of the Ameri- 
can Petroleum Institute. 


Pipe Line Opens to Toronto 


TORONTO —First delivery of gaso- 
line to Toronto through Imperial Oil’s 
Sarnia products pipe line has been 
received, according to the company. 
Product is arriving from Sarnia re- 
finery at a rate of about 14,500 b/d. 
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JOBBER ADVISORY SUBCOMMITTEE held its first meeting during the API convention in Chicago last week. R. M. Bartlett of 
Gulf, committee chairman, is shown at far end of table (center), Walter Hochuli, Texaco, founding father of the group, is at ex- 
treme right in near end of table while opposite him at left is Roy J. Thompson, new chairman of the National Oil Jobbers Council 


AP! Pushes Aids for Independent Marketers 


CHICAGO—Long strides toward 
improving relations among the vari- 
ous marketing segments of the in- 
dustry were taken at last week's 
annual API meeting as the recently 
created Jobber Advisory Subcom- 
mittee held its first session and the 
Division of Marketing moved swift- 
ly to establish a similar subcommit- 
tee for dealers. 


Also, the meeting saw approval 
given to three major projects of the 
API’s Marketing Services Commit- 
tee for 1953. These are: 


1. Development of a simplified ac- 
counting system for jobbers. 

2. Rewriting and updating of a 
booklet published several years ago 
by the U. S. Department of Com- 
merce on “Establishing and Operat- 
ing a Service Station.” 

3. Writing of a pamphlet aimed at 
service station personnel on “How 
to Sell More Crankcase Oils.” 


These projects are in charge of a 
subcommittee headed by E. J. Mc- 
Clanahan, marketing vice president 
of Standard Oil of California. 


Jobber Committee—Jobber spokes- 
men agreed that a real start to- 
ward solving mutual jobber-supplier 
problems was made at the advisory 
subcommittee’s initial session. This 
was primarily an organizational and 
“get acquainted” meeting with ‘midst 


of the discussion concerning at- 
tempts to determine, within legal 
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limits, what subjects the committee 
should study. 


R. M. Bartlett of Gulf, subcom- 
mittee chairman and API's new vice 
president for marketing, presented 
a list of subjects which had been 





New Board Members 


CHICAGO — The new API 
board of directors, elected by 
the membership for 1953 at a 
general session, includes 13 
new names, as follows: 

Marketing group—Gage Lund, 
Standard Oil of California; 
James W. Liddell, Continental 
Oil; R. L. Milligan, Pure Oil; 
and James E. Dyer, Sinclair. 

Production group — Z. K. 
Brinkerhoff Jr., Brinkerhoff 
Drilling. 

Refining group—T. E. Swig- 
art, Shell Pipe Line. 

Supply group—Davis Bovaird, 
Bovaird Supply, and Otto Ham- 
mer, Security Engineering. 

Natural gasoline group—Paul 
Endacott, Phillips Petroleum. 

At-large group—W. K. White- 
ford, Gulf Oil, and M. J. Rath- 
bone, Jersey Standard. 

Also elected to board were F. 
Windfohr, Nash and Windfohr, 
and Roland V. Rodman, Ander- 
son-Pritchard, to fill unexpired 
terms. 











sent to him by jobber and supplier 
members and small subcommittees 
will be named to explore some of 
them. 


Consensus was that many of the 
problems listed could, and would, 
best be solved between the individ- 
ual jobber and his supplier. 


L. E. Ulrope, vice president of 
Esso Standard, revealed that his 
company is issuing a new manual 
for its jobbers titled “Good Sense 
in Marketing.” Mr. Ulrope empha- 
sized that his signature appears on 
the first page of the book as proof 
that top officials of the company 
understand jobber problems and 
are trying to solve them on a basis 
of mutual understanding. 


The Esso booklet covers such sub- 
jects as accounting methods, credit 
and financing, selection of service 
station sites and construction sug- 
gestions, truck routing and hauling 
expense, advertising and sales pro- 
motion, and personnel. 


Dealer Group—The move toward 
establishing a Dealer Advisory Sub- 
committee came after Samuel Rosen- 
wasser, Brooklyn service station op- 
erator, told the Marketing Division 
that dealers now feel they are “step- 
children” and “outcasts” of the API. 
Establishment of a dealer subcom- 
mittee would make dealers “feel that 
they belong,” he said. 


Mr. Rosenwasser was supported in 
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WAITING TO TAKE part in API Marketing Division group session are, left to right: 
W. Chalmers Burns, president of Hartol Petroleum Co., New York City; Ellis J. 
McClanahan, Standard of California marketing vice president, San Francisco, and A. A. 
Stambaugh, chairman of the board, Standard of Ohio, Cleveland. Appreciation certifi- 
cates were awarded to Messrs. McClanahan and Stambaugh. Mr. Burns participated in 
discussion regarding formation of a suppliers-retailers advisory committee 


COMPANY PRESIDENTS for coast to coast on hand for API board of directors 
meeting included, left to right: Charles S. Jones, Richfield, Los Angeles; H. S. M. 
Burns, Shell, New York, and W. Alton Jones, Cities Service 


CHATTING INFORMALLY after API board of directors meeting are, left to right, 
Walter Hallanan, Plymouth Oil, Hines Baker, Humble Oil, Houston, and B. Brewster 
Jennings, Socony-Vacuum 
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subsequent statements by B. L. Ma- 
jewski, Great American Oil Co.; 
Dwight T. Colley, vice president of 
marketing for Atlantic Refining, and 
Harry J. Kennedy, marketing di- 
vision chairman. 

Mr. Colley described the problem 
as “urgent” and as the result of his 
remarks, machinery for creating the 
dealer advisory group was speeded 
up. A mail vote will be taken early 
in the year to determine whether 
to establish the subcommittee. Once 
the returns are in—and all agreed 
they would be affirmative—members 
of the dealer advisory group will 
be named and it will hold its first 
meeting next May in Dallas at the 
Marketing Division session. 


Avgas—At an API general ses- 
sion, Interior Secretary Chapman 
warned that the shortage of avia- 
tion gasoline threatens to become 
grave unless the present industry- 
government impasse is broken quick- 
ly. 

In an address which he described 
as “a report to the public on my 
stewardship,” Mr. Chapman declared 
the subject of oil in defense “gives 
me concern because, while so much 
has been done, so much still awaits 
the doing.” 

Mr. Chapman said the industry's 
reluctance to build installations for 
alkylate manufacture for avgas is 
understandable because “as a strictly 
commercial proposition, it isn’t too 
attractive.” However, the military 
need is imperative, he said. 

“That is why PAD is now doing 
all it can to crack what has seemed 
at times to threaten to become a 
deadlock on this issue,” he stated. 

Regarding crude _ reserves, Mr. 
Chapman asserted, “We do not be- 
gin to have the reserve we should 
have in order to provide, not abso- 
lute security, but the minimum se- 
curity that would give us room for 
maneuver in the opening months of 
a war.” 

Disputing arguments that the “do- 
mestic industry is running out of in- 
centive to drill,” Mr. Chapman said 
applications for oil-country tubular 
goods exceed availability. Operators, 
he said, are “still willing to under- 
write their own plans for expansion 
with bard cash,” 

“I know as you do that eventual- 
ly—eventually—the present profit in- 
centive alone may prove inadequate 
to produce the results we must 
have,” he said. “Somewhere we are 
going to have to find something else 
to help do the job, some adjustment 
perhaps, some new technique—some- 
thing.” 


Tax Burden Dangerous—Frank M. 
Porter, president of API, told the 
general session that “our existing 
tax burden, if continued, is certain 
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to destroy the social and economic 
structure of this country.” 

“Our traditional form of govern- 
ment will not be restored until we 
limit the federal government’s access 
to the public pocketbook and reha- 
bilitate the integrity of state and 
local government,” he said. 


Mr. Porter asserted that when 
business and industry cannot retain 
sufficient profits to cover replace- 
ments and maintain production the 
processes of liquidation have set in. 

“This point has actually been 
reached in many units of industry 
already,” he said. “It is only a mat- 
ter of time, under present tax bur- 
dens, when all units of industry will 
commence to experience such eco- 
nomic decay. 


“In the past six years, the federal 
government has collected and spent 
more tax revenues than in the pre- 
vious 150 years. 


Mr. Porter explained that federal 
income taxes currently are consum- 
ing from 52% to 70% of corporate 
profits above $25,000 while “oppres- 
sive rates ranging from 24% to 
more than 90% are being paid by 
individual businessmen. 

“How much longer can oil com- 
panies and individuals continue to 
assume the extraordinary hazards of 
searching for new oil reserves and 
pay out such large proportions of 
their income to the tax collectors?” 
he asked. 

Lauds API Work—In another gen- 
eral session speech, L. S. Wescoat, 
API board chairman, likened the 
work of API to a great university, 
saying it has saved millions of dol- 
lars for the oil industry and pro- 
vided a repository of knowledge for 
the progress of petroleum. 


He explained that 700 petroleum en- 
gineers in 11 committees have 
worked 30 years to achieve nation- 
al and international interchangeabil- 
ity of standard parts. 

Oil Men in Government—A move 
to encourage oil men to participate 
in government gathered force dur- 
ing the session. H. S. M. Burns, 
Shell president, declared that oil men 
must take a greater direct interest 
in government as a self-preservation 
measure. 

Also voicing the suggestion that 
oil men participate in government 
was G. Everett Millican, Gulf south- 
eastern region marketing manager, 


Atlanta, Ga. He said there are four 
oil men in each house of the Georgia 
legislature and noted that business 
men have a good record in govern- 
ment office. 

Behind this sentiment was the 
feeling that industry cannot become 
complacent because of a change in 
national administration. 

OHC Funds Approved—The API 
board of directors formally approved 
a $2,900,000 budget for the Oi] In- 
dustry Information Committee for 
its 1953 program which will follow 
the pattern established during the 
past six years. 

Public relations and government 


GROUP OF JOBBERS and suppliers visit outside meeting room of API's Marketing 

Division. They are (seated, left to right), Willard Wright of Sun and Paul Caldwell 

of Shell; (standing, left to right), Herbert Willetts of Socony, W. R. Williams of 

Smith Oil & Refining, Rockford, Ill, and Sam Wilkes, Crown Petroleum Corp., Hart- 
ford, Conn. 


Among the API’s many contribu- 
tions, he said, is the saving of at 
least $50 million annually by stand- 
ardization of oi industry equipment. 


WARMING UP for full meeting of service station committee of API Marketing Division are, left to right: H. L. Porter, Standard 

(Indiana); G. L. Werly, Socony-Vacuum; F. N. Tarr, Sohio; J. W Daker, Sohio; H. G. Meador, Gulf, chairman; Dr. J. W. Frey, 

director of Marketing Division; Adam J. Rumoshosky, assistant director of American Petroleum Industries Committee, and Vern 
Smith, jobber, V. W. Smith Oils, Ankeny, lowa 
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relations are the two areas where 
the industry can do much to 
strengthen its defense line, Mr. 
Burns told API members. 

Three marketers who received 
“appreciation” certificates from API 
were Harry J. Kennedy, marketing 
vice president of Continental Oil, 
Houston, and retiring vice president 
of API’s Marketing Division; Ellis 
J. McClanahan, marketing vice pres- 
ident, Standard of California, San 
Francisco, and A. A. Stambaugh, 
chairman of the board, Sohio, Cleve- 
land. 

Total registration was the highest 
ever, with an unofficial count of 
6,350, exceeding last year’s figure by 
approximately 600. 

API’s 1953 and 1954 annual meet- 
ings will be held in Chicago and 
1955 annual meeting in San Fran- 
cisco. Specific dates are: 1953-— 
Nov. 9-12; 1954—Nov. 8-11; and 
1955—Nov. 14-17. 


Jobbers Will Battle Federal Controls 
lf They Can Trust Suppliers—Ellis 


By OTIS ELLIS* 


What are the views and positions 
of the Independent jobber in regard 
to retaining his individualism and in- 
dependence? The jobber sees two 
threats to his independence—the first, 
and foremost in his eyes, is the threat 
of the integrated companies within 
the industry, and the second is big 
government. The jobber has been so 
concerned with his feeling of instabil- 
ity and the uncertainty of his future 
in the industry, provoked by this in- 
dustry threat, that he has limited his 
defensive actions in preserving his in- 
dependence to battling with his sup- 
plier and his competition. 


In brief, the jobber feels that his 


API BOARD members get together for lunch. They include, left to right: Baird M. 
Markham, former APIC director, Coral Gables, Fla.; Amon Carter, Fort Worth, 
Tex.; R. L. Wheelock, Wheelock & Collins, Tex., and W. R. Boyd, Jr., Teague, Tex. 


ILLINOIS JOBBERS won prominent industry offices even though a fellow citizen, 

Adlai Stevenson, lost out during that week. Stanton K. Smith (left) Smith Oil & Re- 

fining Co., Rockford, Ill., 1953 national Oil Industry Information Committee chairman, 

and Roy J. Thompson, Apex Motor Fuel Co., Chicago, newly elected chairman of 
the National Oil Jobbers Council, chat during API meeting 


first line of immediate defense is 
against the integrated segment of 
the industry. Whether his fears and 
beliefs are real or imaginary is of no 
consequence. So long as they exist 
and produce uncertainty and a feeling 
of instability, then he will undoubtedly 
forbear action against nationalism 
other than through the ballot-box. 


The jobbers, too, have suffered 
from one of the afflictions common to 
small businessmen in that they, in 
the past, have felt compelled to seek 
legislative restraints of the big in or- 
der to preserve their own independ- 
ence. I am happy to state, however, 
that since I have been associated with 
the National Oil Jobbers Council, nei- 
ther I nor any official representative 
of the Council has ever filed a com- 
plaint, verbal or otherwise, with the 
Federal Trade Commission, the De- 
partment of Justice, or any congres- 
sional committee which would seek 
to impose restraints on any individual 
or segment of the petroleum industry. 


Further, we have never sought or 
advocated the enactment of one single 
piece of legislation that would ac- 
tually or by any strained interpreta- 
tion result in restraint of any indi- 
vidual or segment of the oil industry. 
We have, however, vigorously opposed 
the action of independent producers 
who sought unreasonable legislation 
restricting imports, and unless there 
is a policy change, we will continue 
to oppose such action. 


Jobber Viewpoint—If the industry 
will analyze these attitudes, actions, 
and feelings of the jobbers, I think it 
will lead to these conclusions. First, 
the jobber has finally recognized that 
restraining legislation, which gives 
him temporary relief, can also lead to 
encroachment on his individual liber- 
ties, and he, therefore, is now operat- 
ing on the basis of attempting to rec- 
oncile intra-industry differences with- 
in the industry. Secondly, he will 
oppose all efforts from within the 
industry which would impose _ re- 
straints on him, Thirdly, and of more 
importance, he does not feel justified 
in vigorously opposing nationalism so 
long as his battle for independence 
within the industry hangs in the bal- 
ance. 


Thus, it can be seen that before 
the jobber can join forces with the 
remainder of the industry to oppose 
the forces of nationalism, there are 
differences which have to be adjusted. 
Since I have discussed these differ- 
ences from over 30 platforms during 


* General counsel of National Oil Jobbers 
Council. Article is partial text of address 
given at American Petroleum Institute mar- 
keting session in Chicago Nov. 10. 
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REVIEW OF 1952 activities and discussion of 1953 budget occupied API agricultural advisory committee during Monday after- 

noon session. At work are, left to right, M. C. Enright, Gulf, chairman of API committee on agriculture (working committee); Sidney 

A. Swensrud, Gulf president, chairman of agricultural advisory committee; Ladd Haystead, working committee counselor; Lowell A. 

Kern, executive secretary; J. W. Pew, Jr., Sun Oil; R. P. Frey, Imperial Oil Co., vice-chairman of committee on agriculture, and 
J. S. Bridwell, Bridwell Oil Co. (Wichita Falls, Texas) 


the past two years, there is no neces- 
sity for further discussion here—they 
are well known to big and little alike. 
I would like to point out, however, 
that the day for mere policy-making 
and programming is over for, as you 
well know, there is oftentimes a wide 
gap between policy and effectuation 
of policy. 

I would also like to suggest that if 
these differences should ever come to 
the attention of the presidents and 
boards of directors of the respective 
supplying companies, they should not 
consider evidence that the jobber is 
breathing as being conclusive evi- a? 
dence that he is in a healthy, stable ae ih. 
condition. 


AWAITING START of API's Marketing Division general session (left to right) F. O. 
Koontz, vice president of Quaker State; A. D. Eubank, Quaker State division manager, 
Kansas City; Horace Davenport, Pocahontas Fuel, Salem, Mass.; and Marc Braeckel, 


Big Company Action—Now, what 
have the integrated or so-called “big 


business” units in the oil industry 
done to combat nationalism and to 
preserve their corporate individualism. 
Their spokesmen have been vocal, but 
not vocal enough. They have de- 
fended themselves in the courts 
against proper as well as strained in- 
terpretations of the meaning of the 
antitrust and fair trade laws. Through 
the medium of the American Petro- 
leum Institute, they initiated and fos- 
tered the Oil Industry Information 
Committee, which has been of consid- 
erable assistance in placing before 
the government and the public at 
large a true picture of what the in- 
dustry does, how it does it, and its 
value to the general public. 
Unfortunately, the good objectives 
of OIIC have by no means been com- 
pletely accomplished, nor will they be 
completely accomplished until every 
Independent in the oil industry enters 
into the spirit of the movement and 
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gives his time and effort to selling the 
industry to the last grass root. 

Here, again, we are confronted with 
the proposition that the Independent 
marketer is failing or refusing to pull 
an oar in the same boat with his sup- 
plier. There are reasons for his fail- 
ure to support OTIC. In general, the 
jobber has felt that the objective of 
selling the industry to the public was 
not designed to preserve his independ- 
ence, but rather to offset the encroach- 
ment of federal regulation on the in- 
tegrated companies and, therefore, it 
was not his battle. It is gratifying to 
know that this sentiment is slowly be- 
ing worn away but, unfortunately, not 
fast enough. I hope to see the day 
when every Independent marketer in 
the United States is spouting the vir- 
tues of this industry from every ham- 
let and crossroads, with the firm be- 








Chapman Lauded 


CHICAGO—“If we can be of 
any help to you after Jan. 20, 
we will be glad to do so,” said 
API Board Chairman L. S. Wes- 
coat to Interior Secretary 
Chapman after the latter ad- 
dressed the API general session 
last week. 


Mr, Wescoat paid tribute to 
Secretary Chapman and com- 
mented that he had “kept some 
things from happening to us” 
during his tenure in Washing- 
ton. A group of company heads 
gathered around secretary Chap- 
man after his address to shake 
hands and chat with him, 
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lief that there is a place for him in 
the industry if he is willing to work 
and be deserving. I hope to see the 
day when the smallest filling station 
operator will defend the big against 
the loose accusations of an unin- 
formed public who still believe that 
the oil industry is dominated by mon- 
opolistic interests. 

Insecurity Is Foe—From the analy- 
sis I have made or attempted to 
make, I can only arrive at the con- 
clusion that if this industry is to pre- 
sent a solid front in the preservation 
of individualism, it must first work 
to preserve the place of the Independ- 
ent within the industry by the elim- 
ination of his feeling of instability 
and uncertainty as to his position. It 
is understood that the integrated com- 
panies cannot be expected to render 
aid, assistance, and comfort to Inde- 
pendents who refuse to help them- 
selves, purely on the basis of humani- 
tarianism. I am not talking about 
subsidization of the weak—I am talk- 
ing about a brand of assistance which 
helps those who are willing to help 
themselves, all of which will in turn 
produce dollars for big and little 
alike. 

So long as the Independent busi- 
nessman can preserve his individual 
liberties, then it will naturally follow 
that so-called “big business” will also 
be preserved, since the corporate in- 
dividual, as a general proposition, en- 
joys the same liberties and freedoms 
as a person. 

It might be argued that the mak- 
ing of peace between the petroleum 
jobber and his supplier is a far cry 
from preserving individualism and de- 
feating nationalism in this country. 
While this may be true, it cannot be 
denied that it might prove as a bul- 
wark against nationalization of this 
particular industry and, if the meth- 
ods which were used to achieve this 
unity were emulated by other indus- 
tries, then it possibly could spread and 
achieve some results of national sig- 
nificance. 


The job to be done within the in- 
dustry will require new approaches, 
new understandings, and a continu- 
ous brand of industry statesmanship 
heretofore unknown. It may require 
an unwritten, but uniformly observed, 
code of conduct that falls far short 
of the circumscribed boundaries of the 
antitrust and fair trade laws. 


The thinking Independent market- 
er will be quick to realize that the 
big business he once felt to be a foe 
is a friend and a helpmate, and, once 
this realization is established, you 
may be assured of his co-operation in 
a united industry effort in battling 
nationalism. There is no person in 
the world that reveres independence 
more, and there is no person who 
would fight harder to preserve that 
independence, than the jobber of pe- 
troleum products. 
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COAST TO COAST flavor at API Marketing Division group session as marketers chat 

in lobby; left to right, Roy Linden, sales manager and vice president, Union of Califor- 

nia, Los Angeles; Ben Symon, Shell, New York, and R. Cubicciotti, L. Sonneborn Sons, 
Inc., New York 


API Lube Men Hear Oil-Change ‘Rules’; 


Industry Pushes Service Designations 


By HOLGER RIDDER 
NPN Staff Writer 


CHICAGO — Operating conditions 
which determine the proper inter- 
vals for oil changes were pin-point- 
ed in more specific terms than ever 
before at a meeting here last week 
of the API Lube Committee. 


Discussing “Motor Oils—Life Ex- 
pectancy,” W. G. Perriguey, Esso 
Standard, tied together “typical” 
trip mileages and operating condi- 
tions to come up with an easily in- 
terpreted set of circumstances from 
which service station personnel and 
or motorists can determine more 
intelligently and accurately the 
proper interval for changing motor 
oil. 

He spelled out three sets of op- 
erating conditions in this manner: 

“Favorable Operating Conditions— 
Long motor oil life expectancy. En- 
gines in good mechanical condition 
and adjustment, where typical trip 
length is more than 14 miles in the 
winter and more than 6 miles in the 
summer; where operation is over 
paved roads reasonably free from 
dust; and where ambient tempera- 
tures are not appreciably below 
freezing. 

“Unfavorable Operating Condi- 
tions—Average motor oil life ex- 
pectancy (normal or average condi- 
tions for more than one-half of the 
driving done). Engines in good me- 
chanical condition; where the typ- 


ical trip length is below 14 miles in 
the summer and between 3 and 6 
miles in the winter; where atmos- 
pheric temperatures are not appre- 
ciably below freezing; and opera- 
tion is over paved roads reasonably 
free from dust. 

“Adverse or Severe Operating 
Conditions—Low motor oil life ex- 
pectancy—very frequent drain pe- 
riods are advisable. Where engine 
mechanical condition or adjustment 
is poor; where the typical trip length 
is less than 3 miles and ambient 
temperatures are below 50° F; where 
atmospheric temperatures are below 
zero for most types of operation; or 
where operation is over unpaved 
roads or in a dusty atmosphere.” 

(Ed. Note: A partial text of Mr. 
Perriguey’s paper will be published 
in a subsequent issue of NPN.) 

Progress Report—George Round of 
Socony reported that a mid-October 
survey on adoption of the new API 
system of service classifications and 
designations for motor oils shows 
that 16 oil companies already are 
marking containers or in some other 
manner informing resellers concern- 
ing the types of service for which 
their various brands of motor oil 
are suitable. Six other companies 
have indicated they plan to do so. 
He pointed out these 22 companies 
represent about half of all service 
station outlets. 

On the automotive side, Mr. Round 
said General Motors passenger car 
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divisions are using or will use the 
new API system in making motor 
oil recommendations in their 1953 
instruction books and service litera- 
ture. Ford already has prepared 
copy for its instruction books, and 
it will be used in the next printings, 
probably after New Year’s. Chrys- 
ler’s policy will be to defer using 
the system until it has been pub- 
lished in the 1953 SAE Standards 
Handbook, due to appear in the 
spring of 1953. 


Most other car manufacturers, he 
said, never recommended any specific 
type of motor oil or indicated the 
needs of their engines beyond say- 
ing, “Use a good oil supplied by a 
reputable refiner,” and _ specifying 
SAE viscosity. gradess..Whether: fu- 
ture developments may lead. these 
manufacturers to eventually adopt 
the system remains to be seen, he 
stated. 


In the commercial truck, bus, 
tractor and industrial power units 
field, Mr. Round said builders are 
discussing the system. He indicat- 
ed progress in this field will be slow 
and will depend very largely upon 
what individual oil companies do to 
make the system work satisfactorily. 

API Pamphlets—The first printing 
of API educational pamphlets on 
the new system is nearly exhausted, 
Mr. Round said. So-far nearly 80 
companies have ordered supplies, and 
of these, 18 ordered 500 copies or 
more. Information regarding the 
new system will be directed to 
equipment manufacturers. through 
SAE Standards Handbook and SAE 
Journal, In addition there are tenta- 
tive plans for discussion of the sys- 
tem at future oil industry and tech- 
nical society meetings. 

Regarding the new API system, 
Mr. Round declared: 


“Each oil company is completely 
free to adopt or reject the system as 
it chooses. . . . If adopted by a com- 
pany, that company, in applying it to 
its own products, is free to make 
its motor oils in whatever way it 
chooses to meet specific engine de- 
sign requirements and service needs. 
It is privileged to make them as 
fine as possible, as cheaply as it 
dares, or as improperly as ignorance 
of the requirements may lead it. 


“The automobile manufacturers— 
many of them—are waiting to see 
what course of action the oil com- 
panies will follow in exercising this 
individual freedom of action. Some 
apparently fear that the smaller 
companies lack the source of infor- 
mation and facilities for develop- 
ment and testing which the big com- 
panies have. Some believe that the 
system must be modified to meet 
their particular needs. Others feel 
that it needs clarification in its re- 
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NEW DESIGNATIONS for motor oils 
were discussed by George Round, 
Socony-Vacuum 


lationship to the old API system, 
and to former classifications and 
specifications. This they propose 
should be done through the SAE 
Standards Handbook.” 

Mr. Round then pointed out that 
the information needed to make sat- 
isfactory motor oils for any service 
can be obtained by smaller com- 
panies from their suppliers of blend- 
ing stocks and companies from 
which they buy the additives re- 
quired to make “premium” and 
“heavy duty” motor oils. 

As to proposals that the system 
be modified, especially to include 
three classes of Diesel engine service 
instead of two, Mr. Round explained: 

“After full consideration of all 
the facts by both the API and 
ASTM panels, only two Diesel serv- 
ice classifications were set up for 
two reasons: First, to encourage 
design and manufacturing improve- 
ments which would narrow the range 
of requirements and, second, to make 
it possible for oil companies which 
wished to do so to reduce the num- 
ber of their brands of oil—thus elim- 
inating waste, reducing costs, and 
benefiting consumers. 

‘The consumer who operates a 
wide variety of equipment . . . needs 
to simplify his lubrication setup. He 
knows that if he stocks two or three 
different kinds of motor oil, sooner 
or later there is going to be a mix- 
up, with resultant trouble in the 
critical units. Hence, he wants just 
one type in a single seasonal grade. 
We, in the oil business, know how 
positive he is about wanting one en- 
gine oil, one gear lubricant, even 
one grease. ... 

“Finally, as every oil man knows, 
each additional product costs money. 
By reducing those costs, the oil com- 


_Ppany is in a position to compete 


more aggressively by sharing those 
savings with its customers.” 

Reparding success of the system, 
Mr. Round declared, “In our indus- 
try, we should understand the sys- 
tem, know the service requirements, 
produce quality oils to meet them, 
and identify brands clearly. 

“For the equipment manufacturer. 
five the system a tryout in its pres- 
ent form; consider seriously whether 
design and manufacturing changes 
which would make your engines less 
critical from a lubrication standpoint 
might be in the future to the best 
interest of your customers and. 
hence, yourself. 

“We are certain that, if the fine 
betweem tite two indtts- 


co-operation. 
* tries. which evolved the new system 


is continued in its applicationy there 
will be no question about its suc- 
cess.” 

Drum Specifications’ Adopted - 
API-NLGI Joint Container Commit- 
tee has adopted specifications for a 
standard 120-lb. grease drum, ac- 
cording to a report made to the 
committee by R. Cubiccioti, L. Son- 
neborn & Sons, chairman of the 
packaging group. These specifica- 
tions were approved by the API 
Lube Committee several months ago. 

Standardized drum _ specifications 
call for: 20 lug cover; container 
14% inches in diameter, 25% inches 
high; and full open head. Container 
has a volume of 16.2 gals. 

Preliminary estimates indicate the 
new drum will cost about 7% more 
than the 100-lb. drum, but due to 
increased capacity, will cost 11% less 
on a per pound basis. Filling, sten- 
ciling and handling costs of the 
larger drum will run about 17% less 
than for the 100-Ib. unit. 

Mr. Cubicciotti told the commit- 
tee the new drum can be adapted 
for immediate use at a cost of about 
$2 per retail outlet. Of 16 drum 
manufacturers, 11 report they can 
now manufacture drums to the new 
specifications. 

Other Speakers—Others who ad- 
dressed the Lube Committee session 
were: Donald C. O'Hara, National 





Daugherty Is Chairman 
CHICAGO—New chairman of 


the API Lube Committee is 
G. T. Daugherty, Indiana Stand- 
ard, who will succeed B. G. 
Symon of Shell Jan, 1. R. Cubi- 
cciotti, L. Sonneborn & Sons, is 
the new vice chairman, and P. 
W. Zumbrook, Sinclair, is secre- 
tary. 

The next Lube Committee 
meeting is scheduled at Detroit 
Feb. 15-18. 
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Petroleum Assn. (see*-NPN Nov. 12, 


p. 63, for partial next), and H. G.’ 


Moock, lecturer and sales counselor, 
who spoke on “Selling Is Every- 
body’s Business.” 

Petroleum Packaging Committee— 
A. Douglas Murphy, Esso Standard 
Oil, committee chairman, at a meet- 
ing of oil company buyers Nov. 11 
reported 10 subcommittees currently 
are working on specific phases of pe- 
troleum packaging: 

(1) metal drums and pails; (2) 
motor oil cans; (3) grease cans; (4) 
export shipping cases; (5) wax pack- 
ages; (6) substitute packages; (7) 
military petroleum packaging; (8) 
overfill of motor oil cans; (9) pro- 
gram; (10) special labeling and 
marking of containers. 

Mr. Murphy summarized the work 
and progress of each group as fol- 
lows: 

Metal Drums and Pails—Recom- 
mended standard completed for re- 
conditioned 55-gal. oil drums and 400- 
lb. fully removable head grease 
drums. Copies of recommendations 
available by contacting Mr. Murphy 
at Esso in New York. 


Recommendation made for an “all- 
United States” grease keg with net 
content of 120 Ibs. and permitting 
shipment of 20% more grease at 
increased cost of 7%. Description 
and drawings furnished to joint API- 
NLGI Container Committee for sub- 
mission to membership before adop- 
tion. 


Specification submitted for tight 
head drum with 16.2-gal. capacity, 
and which can be made from same 
sheet and on same line as grease keg. 
Drum can be made of 20-gage mate- 
rial and will weigh between 5 and 6 
Ibs. less than the 19-gage so-called 
“stubby drum.” This will reduce cost 
of the package and increase the gal- 
— shipped, Mr. Murphy pointed 
out. 

Next problem to be worked on will 


be standardization of the 55-gal. 
drum. 


Motor Oil Cans — Standardization 
of i-qt. motor oil can is accom- 
plished (see NPN April 9, p.. 24 and 
Sept. 17, p. 34). 

Subcommittee now working ~ on 
standardization of 5-qt. can and other 
cans in this category. 

Grease Cans — Tentative recom- 
mendation made to Petroleum Pack- 
aging Committee for an 8-oz. tube, 
and a 1-Ib. and 5-lb. can eliminating 
intermediate sizes. Group not yet pre- 
pared to make specific recommenda- 
tions. 

Cases for Export—Questionnaire 
submitted to member companies as 
to sizes and types now used. 

Wax Packaging—Recommendation 
made to Petroleum Packaging Com- 


as 


mittee for a standard for an expend- 
able pallet for shipping refined and 
other waxes. Group also has recom- 
mended adoption of 55-lb. net-weight 
eartons for shipping wax in slabs. 
Recommendations not yet submitted 
to joint API-NLGI Container Com- 
mitte. Companies urged to consider 
elimination of burlap bags for ship- 
ping refined wax in slabs. 


Substitute Packages—Review be- 
ing made of packages which could 
be used at time of material short- 
age, as well as packages which are 
more economical than those now in 
use. 

Military Establishment — Progress 
reported in simplification of some of 
the military specifications. 


Overfilling—Study on overfilling of 
motor oil cans completed. In report 
to Petroleum Packaging Committee, 
group says it finds no reason why 
motor oil cans should be overfilled 
because of legal requirements. It 
adds that only reason for filling more 
than the marked contents would be 
to allow for the accuracy tolerance 
of filling equipment. 

Labeling and Marking—-New sub- 
committee appointed to study special 
labeling and marking of containers, 
“because there seems to be a trend 
toward the requirement of special 
markings on the part of municipal, 
state and federal laws.” 

Mr. Murphy, in his report, point- 
ed out that “the specifications and 
standardization of petroleum pack- 
ages are strictly in the form of rec- 
ommendations and in no way inter- 
fere with the individual companies’ 
choice in their packaging program.” 


Oil Packaging Committee 
To Meet in Port Arthur 


NEW YORK — Petroleum Packag- 
ing Committee of the Packaging In- 
stitute will be guests of The Texas 
Co, at its next meeting, Dec. 8, 9, and 
10, at Port Arthur, Tex., as part of 
the company’s 50th anniversary cele- 
bration. Gulf Refining Co., Pure Oil 
Co., and Magnolia Petroleum Co. also 
will serve as hosts to the group. Ar- 
rangements are being made by F. L. 
Wallace, general manager of The Tex- 
as Co.’s Port Arthur refinery. 


An all day business session will be 
held at the Goodhue Hotel Monday, 
Dec. 8. The following morning the 
committee will visit The Texas Co.’s 
case and package division and Port 
Arthur terminal. The afternoon of 
Dec. 9 will be spent observing Gulf’s 
packaging operations. 

The morning of Dec. 10 will be de- 
voted to a tour of Pure’s grease plant, 
and in the afternoon committee will 
visit Magnolia’s wax packaging plant 
at Beaumont. 


Major Oil Company Earnings 
Drop 3.4% First 9 Months, °52 


NPN News Bureau 
CLEVELAND—tThe combined net 
earnings after taxes of 24 leading 
U. S. oil refiners and marketers de- 
clined 3.4% in the first nine months 
of 1952 as compared with combined 
figures for the same companies in 
the first nine months of 1951, ac- 
cording to an NPN tabulation. 
Among individual companies in- 
cluded in tabulation, only five showed 
increases. These ranged from 1.7% 
for Socony-Vacuum to 13.1% for 
Phillips. Decreases for 19 companies 
ranged from 0.1% for Standard of 
California to 77.4% for Deep Rock. 


Net Earnings 
Leading U. S. Oil Refiners 


Ist 9 mos. 
1952 
Atlantic ... $31,149,000 
Cities 
Service 
Continental 
Deep Rock 
Gulf Oil ... 
Lion Oil .. 
Mid- 
Continent 
Ohio Oil... 
Phillips ... 
*Plymouth. 
Pure Oil... 
Richfield .. 
Shell Oil... 
Sinclair ... 
Skelly Oil.. 
Socony- 
Vacuum. . 
South Penn. 
8.0. Cal- 
ifornia 
8.0. Indiana 
8.0. New 
Jersey .. 
8.0. Ohio.. 
Sun Oil ... 
Sunray .... 
The Texas 
Co. ..... 128,888,504 
Tide Water 24,828,000 
Union Oil.. 19,493,746 


36,596,690 
27,995,000 
407,000 
97,802,000 
7,528,068 


42,005,235 
31,304,000 
1,797,000 
93,612,000 
8,305,246 


11,739,036 
30,425,562 
56,292,149 

7,150,951 
20,195,000 
17,992,514 
62,656,651 
64,085,436 
19,855,983 


13,281,652 
30,950,402 
49,751,662 

7,471,236 
24,375,000 
21,214,503 
68,770,651 
58,431,456 
22,036,961 


121,000,000 119,000,000 
** *s 


130,364,015 
86,794,000 


130,460,780 
105,404,000 


391,000,000 
12,667,693 
** 


403,000,000 
15,045,494 
** 


18,572,393 17,999,880 


132,063,133 
26,771,000 
19,859,455 


Totals... $1,425,479,391 $1,474,898, 746 


* Includes Republic Oi] Refining. 
** Issues only annual and semi-annual! re- 
ports, 


Pipe Line Is Expanded 
NPN News Bureau 
WASHINGTON — Defense Produc- 
tion Administration has approved a 
plan by Plantation Pipe Line Co. of 
Atlanta, Ga., to increase the capacity 
of its existing products pipe line from 
Baton Rouge, La., to Greensboro, N. 
C. Most of the proposed $7.9 million 
expenditure will be for a North Caro- 
lina leg of 82-mi., 14-in. line from 
Charlotte to Greensboro to parallel 
the present 10-in, line. The remain- 
der will be for tanks at Baton Rouge, 
Helena, Ala., and Bremen, Ga.; new 
pumping units on the 18-in. line be- 
tween Baton Rouge and Bremen, and 
booster stations between Bremen and 
Charlotte. 
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Oil Needs Real Leadership in Next 4 Years 


The change in administration at Washington will mean 
for the oil industry the beginning of a period of many 
complex and difficult problems, but none which cannot 
be met and overcome with great credit to the industry 
and to the everlasting benefit of the country. 


In the size and character of the annual meeting of 
the American Petroleum Institute at Chicago last week 
—the largest ever—the industry showed that in the API 
it has the organization, the manpower and the training 
to justify this industry’s believing that here is the fa- 
cility that can do the job properly of leading oil men 
through the next four years with success. 

That the coming Eisenhower administration will not 
be anti-business, will not be dedicated to unfair and 
even illegal attacks, will not smear business on be- 
half of the social reformers and the pinks, does not 
mean, however, that the oil industry, and other big 
industries, will not be faced with troubles that will 
be most difficult to handle. No matter how fair and 
honest Eisenhower and his associates may be, there will 
be situations beyond his control, especially in the first 
term of his office (and most people, we hope, will want 
him to serve a second term). 


Eisenhower's difficulties in a second term would be 
largely determined by what he and business do in his 
first term and by any success that the “loyal opposition” 
may have in its political and economic attacks. Those 
attacks will undoubtedly be more severe and vicious 
than any in the past 20 years, because so many will 
want to get back not just to the public trough but to 
regain their positions of power over this country, in 
which they will, of course, be aided in every way by all 
the subversive forces of the world, whose march to 
world conquest has at least been halted by Eisenhower's 
election. 


But in addition to and what will be more important 
than the missiles that will be hurled at oil and other 
industries from the sidelines, are the “time bombs” that 
will be left by the departing administration. We un- 
doubtedly do not know all of them yet but it is to be 
expected of an administration that is as shysterish and 
destructive of American principles as the present one, 
that more time bombs will be planted between now 
and the day of its departure than we have seen explode 
so far. They undoubtedly will be most difficult to handle 
not only from a legal but from a political standpoint. 

Some of the more important questions and problems 
that the oil industry thus faces and for the proper han- 
dling of them will need all the skill and strength rep- 
resented by the API, and all other industry associations, 
are: 


1, The “cartel” attacks by the Truman administration 
and the “New Deal’s” Federal Trade Commission. 

It is not the responsibility of the API or of the whole 
oil industry to prove the innocence of the companies in- 
volved. But it is very much the province of the oil in- 
dustry and all Americans to see that the government 
conducts its investigations, hearings and any suits strict- 
ly according to law and fair play, which the government 
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and the FTC and Department of Justice and the Senate’s 
Select Small Business Committee certainly have not 
done to the present time. If these agencies of govern- 
ment are allowed to get away with the totalitarian and 
utterly illegal tactics they have used to date, then no 
business and no citizen is safe in his liberties; 

2. The submerged lands dispute, about which the truth 
has seldom if ever been told by the administration, even 
from the time when Ickes started the fight to grab 
these lands after failing in his attempt to seize all con- 
servation enforcement power over the oil industry. 

The big question here, which has been completely ob- 
scured by the lies that the present administration has 
told, is whether this country wants to place more power 
in Washington, where it has been gathered so success- 
fully these last 20 years, or does the country want to 
decentralize it? In the case of oil conservation, the 
states pioneered conservation. The states have developed 
highly successful machinery and sound laws for han- 
dling it. Ickes and Roosevelt only tried to cut in after 
the hard work had been done and to divert the royal- 
ties from the schools and other activities of the oil 
states to a national fund which would make Washington 
a still bigger Santa Claus. 


So, in addition to this being a direct steal by Washing- 
ton, there is the basic question which should be de- 
termined by Congress and the state legislatures, and 
not by a Roosevelt-Truman hand-picked court, of whether 
honest and efficient conservation of oil and gas can 
better be administered by the states or by the far dis- 
tant Washington bureaucrats. Oil men believe the states 
can do a far better job. 


There is also this further question before the whole 
ol industry, that if the Washington crowd are success- 
ful in thus grabbing the submerged lands, especially by 
downright falsehoods and specious arguments, will they 
and their successors return to grab absolute power over 
the oil industry in all its activities, as Ickes and Roose- 
velt proposed in the Cole Bill of the mid-1930's? 


3. The “depletion” allowance on oil and gas, and 
with it should be coupled the whole subject of “quick 
charge-offs” and “depreciation” for all equipment and 
productive facilities everywhere. 


Here again on this “depletion” allowance in oil and 
gas, there has been much that looks like deliberate lying 
as well as ignorance, but the principle involved is basic 
to all industries. It is that of getting the government 
to recognize, in allowing expense deduction from taxes, 
not only the depletion of a natural resource, but the true 
obsolescence of all industry facilities. It should be the 
government’s aim to aid industry to get its money back 
from investment in declining resources, whether under- 
ground or in the shop, and for such fair treatment seek 
the most rapid adoption of the most modern equipment 
and methods which will benefit all by lowering costs 
and hence prices. 


The attitude of the Washington bureaucracy has been 
to be niggardly on these allowances, presumably in order 
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to reduce industry’s profits, or even to force industry 
into losses which would make it easier for government 
agencies to take over. 


4. Another important problem that the present Wash- 
ington crowd have not been at all helpful on despite 
their talk, is that of aiding and strengthening real com- 
petition. 


The great complaint of “small business,” for which 
the current administration claims so much affection, is 
that it is not allowed enough relief from taxes to build 
up its investment in additional and new and more effi- 
cient facilities in order to meet the ever greater com- 
petition of the large companies who, by virtue of the 
tax laws, are not penalized by the high brackets as 
are their smaller competitors. 


In the fight for the preservation and growth of com- 
petition, one must remark, there seems to have been a 
lack of support from major oil companies and the API 
and the producers and refiners’ associations. Yet, if 
this fight for more and better competition is not won, 
the majors can find themselves alone in the field as 
true “monopolies” and hence just the proverbial sitting 
ducks for attack from Washington bureaucrats. 


An important part of this fight for the preservation 
of competition by the small business man is the govern- 
ment’s continuing subsidy to the co-op oil companies 
which relieves the co-ops of taxes for the support of 
the government by which they live. This tax money the 
co-ops invest in continued expansion and improvement of 
their businesses while their tax-paying competitors are 
having increasing difficulty today in getting any capi- 
tal—if at all—for their natural growth and necessary 
replacement of worn and obsolete facilities. 


This subsidy is drying up the businesses of the small 
business man when it should be fundamental that all 
competitors stand on an equal base before their govern- 
ment. 


The bulk of the fight for equality of taxation in oil 
has been made by the smaller companies who are the 
immediate and chief sufferers from: this tax preference. 
Now, it appears, these small sufferers in oil are being 
sold down the river by some oil producers because the 
prospective new chairman of the House Ways and Means 
Committee is from the section of New York state where 
the co-ops are the strongest in the country and he 
does not like the criticism the smaller marketing com- 
panies must necessarily make of him because of his 
hard stand for tax exemption of their competitors while 
he supports the depletion allowance to the oil producers. 


These oil producers seem still to be trying to hush 
up the criticism of this New York state congressman 
by the small Independent marketers. Just last week 
it was reported in Washington that a critical editorial 
in NPN did not “represent the industry’s View but 
there have been signs recently that the congressman 
is not mollified.” 


Both the oil producers in question and the New York 
state congressman would do well to get their facts 
straight. Many Independent oil jobbing associations 
have spoken against exempting the co-ops, one just the 
other week. These jobbers make no secret of their 
firm belief that if the producers can get special tax ex- 
emption through their depletion allowance the least the 
government can do is to allow the small Independent 
oil man an exemption, since that small oil man is now 
deprived of needed capital that he has already earned 
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with which to grow. If the new chairman of the Ways 
and Means Committee accepts the one exemption he 
should accept the other also. 


At all events, the jobbers are not going to have their 
capital traded off by the producers’ associations in favor 
of capital for the producers. 


5. This gets to the conflict between producers and 
marketers that was vigorously noted by Otis Ellis, gen- 
eral counsel of the National Oil Jobbers Council at the Chi- 
cago API meeting last week. He criticized the producers for 
their narrow point of view that all things seemingly 
must be resolved in their favor. He noted that the mar- 
keters are interested, and justly so, in imports of petro- 
leum which some producers have been vigorously opposing. 


Imports are of increasing importance to this coun- 
try’s necessary oil supply, so necessary that it is no 
secret that the Military have viewed with dismay the 
shutdown of operations in Iran and more recently the 
lack of confidence being created abroad by the wholly. ex- 
parte charges of the Federal Trade Commission against 
the oil companies operating abroad. The fear is that 
radical elements may cause more oil shutdowns, thus 
throwing still more of the burden of supplying friendly 
governments with oil from this country. 


These are some of the major problems that lie before 
the oil industry and which are not solved by a favor- 
able change in the administration at Washington. They 
are problems that should be worked out so far as pos- 
sible within the industry. They are problems of such 
importance as to invite the American Petroleum In- 
stitute to consider going a step further than it has in 
the past and study an undertaking to settle problems 
within the industry, these particularly. 


They are problems that strongly suggest the API 
try and get industry support nationally and from all 
its divisions for a united front against the forces that 
would damage the industry to such great extent as 
these problems indicate. 


The institute has been growing stronger every year 
and now extends its operations in more directions than 
members realize, as was well pointed out by Chair- 
man Lee S. Wescoat in the chairman’s annual address 
last week. He called attention that the institute now 
has more than 100 committees actively at work in as 
many different directions all to the great benefit of 
the industry, all to lower its costs and to improve and 
increase the product to the customer. 


The new president, Frank M. Porter, a native of 
Brooklyn and an oil well driller from Oklahoma, has 
in his two years on the job, made excellent contacts with 
the factions in the industry. It is well within the truth 
to say that his is now on a good first name basis with 
many oil jobbers. And it is these jobbers who are most 
vitally concerned with some of the vexing problems of 
the next few years. 

It would seem possible that President Porter and the 
API can supply such friendly and acceptable leadership 
to the industry as to cause it to attack these major 
problems in a way successful to the industry and to 
the best interest of the country. Otherwise, the oil in- 
dustry is liable to be harassed beyond the capacity of the 
Eisenhower administration to protect it; harassed in a 
way to contribute to the possible defeat of Eisenhower 
for re-election, and harassed to the extent of giving the 
industry still more serious problems to face four years 
from now at a time when it is in the weakest strategic 
situation yet. 
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Quit Giving Away Profits to Farmers, 
Jobber Tells Midwest Oil Marketers 


By Leonard Castle, Midwest Editor 


John L. Bero 
c of Duluth, one of 
the nation’s best known jobbers, ap- 
peals to all Midwest marketers to 
halt the practice of granting dis- 
counts to farmers, pointing out that 
“in this day of high costs, high taxes 
and ever mounting expenses, you 
need all the margin you can get in 
the: sale of your merchandise and 
service.” 

In a letter sent to every Minnesota 
jobber, Mr. Bero warns that a com- 
plete breakdown of the consumer 
tank wagon margin is imminent un- 
less the historical price structure is 
restored. He explains he is not sug- 
gesting that marketers set a price, 
he is only recommending that they 
retain a needed margin. 

Mr. Bero, president of the John 
L. Bero Oil Co., is a former chairman 
of the National Oil Jobbers Council, 
and former president of the North- 
west Petroleum Assn. 


“I admonish all who receive this 
note to stop immediately and re- 
examine our own participation in a 
competitive activity that is tolling 
the bell announcing the doom of an- 
other element of profit for the job- 
ber,” he writes. “How many elements 
of profit can the jobber afford to 
lose ?” 

Mr. Bero comments that he realizes 
that jobbers have not made the en- 
tire contribution toward the trouble, 
noting that some commission agents 
are practicing methods and combina- 
tions that are materially affecting 
the breakdown. But, he says, the ma- 
jors recognize this weakness and are 
out to cure it. The question then 
arises, he continues, of what are the 
jobbers going to do? 


* * * 


Describing the discount practice 
as a violation “of established business 
ethics and failure to use common 
sense in the servicing of the farm 
trade with gasoline,” Mr. Bero com- 
ments: 

“Unfortunately, some jobbers and 
some commission agents do not real- 
ize that in this industry, those who 
consume gasoline fall into certain 
oil trade categories, and these cate- 
gories have been established by usage 
and tradition through the years. 


“Good business practice has taught 
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most of us how many rungs there 
are in the marketing ladder. For in- 
stance, a farmer is certainly not en- 
titled to a dealer status in anybody’s 
thinking. But the practice has grown 
and is still growing, of qualifying 
the farmer as a dealer. 

“This short sighted plan is produc- 
ing a price colossus that will break 
down the last remaining vestige that 
we have, as jobbers, of a decent profit 
for the delivery to the consumer tank 
wagon account. Is there a man among 
us who can say that this type of de- 
livery does not cost more to make 
than the larger dumps to our service 
station and dealer accounts? 

“Are we forgetting the long hauls, 
small dumps, snow, mud, slow pay, 
etc., that make consumer tank wagon 
deliveries cost more? If one is to 
deny this, it means that he has no 
idea of his cost of doing business 
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and he has no permanent interest in 
a profit. He is functioning to make 
a quick buck, not to establish jobbing 
on a permanent basis.” 


= * . 


Why any jobber or agent wants 
to deny himself the advantage of a 
reasonable consumer tank wagon 
price goes far beyond reasonable un- 
derstanding, Mr. Bero says. He notes 
that the price cutter quickly is de- 
tected by his competitors, who are 
able to obtain written evidence of 
the practice, and then are forced to 
meet the competition. 

The net result is, Mr. Bero ob- 
serves, that no one has increased 
his volume, but everyone is selling 
to the tank wagon consumers at a 
low price, and consequently with a 
low profit. 

“In the final analysis, it is you 
and you alone who will have to pay 
your own bills,” Mr. Bero asserts. 
“Stable markets and a decent margin 
are probably your only source of in- 
come. Being brothers under the skin 

influenced by much the same fac- 
tors, why don’t we act like such, and 
work to preserve stable markets, de- 
cent margins, and the things we know 
to be good for all of us. We will be a 
happier, more useful group to our 
industry.” 


Taxpayer Big Loser in Financing 
Of Government's Oil ‘Cartel’ Case 


By Raymond E. Bjorkback, Eastern Editor 


Consider the 
matter of footing 
the over-all legal bill for the govern- 
ment’s “international petroleum car- 
tel” proceeding, and you can wind 
up on the probability that the tax- 
payer will shoulder a greater part of 
the burden than you'd think, offhand. 
It goes without saying that what 
the government will spend on the 
case will come out of the taxpayer’s 
pocket. And, of course, the cited 
companies will be able to “expense” 
their costs on their tax returns— 
barring the chance of conviction and, 
besides that, a decree of a nature clos- 
ing the door to expensing. 

But the full measure of the impact 
on the taxpayer doesn’t come clear 
until you put some figures on paper. 

Then—well, you have to make an 
assumption or two to arrive at it, 
but, if you do, it is possible to dis- 
cover that the taxpayer is in a fair 
way of having to meet about 80% 
of the total bill. 


For easy figuring, start with $1 
million as the sum one of the com- 
panies will spend defending itself. If 
all that $1 million could have been 
among the company’s profits, and 
if the company pays its income taxes 
on a basis of consolidated earnings, 
54% of the money would have been 
paid in taxes. There's $540,000 lost 
to the taxpayers—-or $540,000 the 
company would have been “out” any- 
way. 

If the remainder of the $1 million, 
or $460,000, then, would have been 
paid out to stockholders, in dividends, 
the stockholders would have had to 
pay income taxes on it. 

It might be reasonable to assume 
that their average tax rate is 25% 
that they’d be a cut above the 22% 
minimum being paid by some 90% 
of individuals. 

Knock 25% off the $460,000, and 
you have $115,000 which the stock- 
holders would have paid in taxes. 

That makes a total of $655,000 lost 
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to the taxpayers, and which parties 
of the industry side would have been 
“out” in any event. And it leaves 
just $345,000 of the $1 million, repre- 
senting the net loss to the stock- 
holders, and the only part of the 
$1 million that might be regarded as 
given up from the industry side in 
“support” of the “cartel” controversy. 

Again for the sake of convenience, 
assume that the government’s costs 
amount to $1 million, bringing the 
total legal bill to $2 million. That, 
less the $345,000 “net payment” by 
the company’s stockholders, gives you 
$1,655,000, the amount of the tax- 
payers’ bill. And it’s slightly more 
than 80% of the $2 million. 

That’s an arbitrary way of arriv- 
ing at the measure of the burden on 
the taxpayer. But that burden can’t 
miss being substantial, even if the 
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General Petro- 
leum had the un- 
comfortable experience of “sitting” 
on a big story for two weeks, hoping 
there wouldn’t be a _ premature 
break. 


The big story was announcement 
of plans to build a $35 million, 35- 
000 b/d refinery at Ferndale, Wash. 
After making the decision this past 
summer to put up a refinery in the 
Pacific Northwest, preliminary plan- 
ning and preparations proceeded 
quietly. 

By the time GP had acquired the 
site, discussed the possibiities of an 
extension from the Edmonton-Van- 
couver crude line, explored the 
transportation, processing and mar- 
keting aspects and studied the legal 
involvements, a lot of people inside 
and outside the company knew some- 
thing or much about the project. 
For months, Seattle has been a 
source of recurrent rumors that 
such-and-such a company was going 
to build a refinery on Puget Sound. 


Finally, GP decided to announce 
its plans. The week before the Nov. 
4 election, the public relations de- 
partment was busy writing press re- 
leases, doing much of the work after 
hours to avoid detection by office 
visitors. After that came a problem 
in timing. 


GP wanted to get good “play” in 
the newspapers, but it faced com- 
petition from the election. Robert 
L. Minckler, president, wanted the 





taxpayer gets by with something less 
than 80%. 

It can’t because the bill will be 
higher than $2 million. 

In fact, one New York attorney 
familiar with antitrust proceedings 
says he “won’t be surprised if the 
oil companies’ legal expenses, chiefly 
in terms of attorneys’ time, aren’t 
$10 million before it’s over.” 

The government will be spending 
substantial sums, too. It had 10 at- 
torneys in court the other day on 
this case. Say their salaries aver- 
age $10,000; there’s $100,000 a year. 
It will have numerous clerks and 
stenographers engaged in supporting 
activity. Right there might be $50,- 
000 to $100,000 a year. 


And antitrust proceedings have a 
way of taking years to be concluded. 


General Petroleum Hopes to Build 
Good Will Along with New Refinery 


By Frank Breese, Pacific Coast Editor 


local Bellingham, Wash., newspaper 
to have an even break with all other 
newspapers and magazines on the 
announcement. 

So, GP decided to defer the re- 
lease until three days after the Nov. 
4 election, figuring by then some 
edge would be off the vote, and that 
its story wouldn’t be buried. Then 
came the long second week of wait- 
ing, hoping there wouldn’t be a 
“leak” that would foul up the sched- 
ule aimed at giving a local news- 
paper an even break on the story. 

» * * 

In telling about his company’s 
venture, Mr. Minckler was obviously 
influenced by his awareness of pub- 
lic relations. When the refinery goes 
on stream, it will employ 350 people 
and will have a $2 million annual 
payroll. 

“We hope to fill as many jobs as 
possible with local people,” said Mr. 
Minckler. “Most of the positions 
call for skilled personnel.” 

Regarding the site, he commented, 
“We have chosen the Ferndale site 
in the Bellingham area because it 
provides the broadest possible bene- 
fits to all people of the Pacific 
Northwest. The site meets the many 
complex technical requirements, is 
as close as possible to the Trans 
Mountain (crude oil) line and makes 
possible efficient distribution of 
products by water transport.” 

Local labor and supplies will be 
used on the construction as much 
as possible, he said. 


Regarding the future, Mr. Minck- 
ler stated, “We anticipate that we 
will probably become the biggest 
employer and the biggest taxpayer 
in the area. But we want to be 
known as more than just big. We 
want to be good enough in every- 
thing we do here to earn the last- 
ing friendship of all the people in 
this area. 

“To the people in the Pacific 
Northwest, the new refinery will 
mean that an even higher per cent 
of each dollar spent for petroleum 
products will stay in Washington.” 

GP noted that it is an old settler 
in Whatcom County, site of the re- 
finery. A distributor in the Pacific 
Northwest since 1924, GP has had a 
distribution plant in Bellingham 
since 1926 and now supplies 31 In- 
dependent dealers in that county. 


+ * * 


Independent jobbers and distribu- 
tors, hard-put to get ample gaso- 
line supplies, found little to cheer 
them. Said one, “That refinery 
won't be ready for two years. What 
are we going to do now? That’s 
my problem. 

“That crude oil line will be finished 
next year, they say. Then there'll 
be more crude. But that’s a year 
away. It looks like we'll be starv- 
ing until then. Then if we survive, 
we'll run into a sloppy situation, 
with gasoline running out our ears.” 

* + * 

An economic forecast supports 
the claim that Alberta crude will 
wipe out the West Coast shortage. 
The economic study, released by the 
Trans Mountain Oil Pipe Line Co., 
states that 170,000 b/d of Alberta 
crude will be available for the pipe 
line when GP’s refinery is finished 
in 1954. Deducting 45,000 b/d for 
Vancouver’s refineries, that will 
leave 125,000 b/d for the American 
side of the border. 

That figure represents the West 
Coast crude oil production § short- 
age. Incidentally, it’s also half of 
Oregon and Washington’s total re- 
quirements. 

All this means that the Pacific 
Northwest will be taking a big step 
toward self-sufficiency. 

*” + - 

Now the Serve Yourself and Multi- 
ple Pump Assn. is teaming up with 
two other petroleum marketing trade 
associations to campaign for a gaso- 
line tax refund covering evaporation 
losses and shrinkage. The California 
Petroleum Distributors Assn. and the 
California Gasoline Retailers Assn, al- 
ready had agreed to work together. 

The self-serve association’s board of 
directors passed a resolution to offer 
to co-operate with the others in pre- 
paring and sponsoring refund legis- 
lation at next year’s legislative ses- 
sion. 
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Distillates Backing Up as Demand Still Lags 


Mid-November oil market reports indicated that heat- 
ing oils were backing up at the nation’s refineries, 

In the Mid-Continent, refiners said that tank car dis- 
tillate sales were “extremely slow” because of warm 
weather in the upper Midwest. 


Smog from forest fires slowed inland waterway travel 
over long stretches of the lower Mississippi, and partially 
as a result of reduced barge liftings refinery runs were 
cut slightly at some plants on the Gulf Coast. 

One large East Coast marketer relet three clean T2 
tankers, a development trade sources said reflected fairly 
full distillate storage along the Atlantic Seaboard. 

At New York Harbor, bids for No. 2 fuel continued to 
be sensitive to the weather—moderately active when the 
weather was cold, but “drying up” rapidly on a mild day. 

In spite of a general lack of interest in spot distillates 
in many refining districts, prices for principal products 
were unchanged and steady. Government liftings of jet 
fuels served to draw off accumulations of gasoline and 
kerosine at the Gulf Coast. In the upper Midwest, calls 
for gasoline at pipe line terminals still were relatively 
heavy. Heavy fuel prices continued “soft” in most areas, 
and West Coast residual inventories, at 19,681,000 bbls. 
API basis, were up about four million bbls. over Novem- 
ber, 1951. 

Reductions ranging from 1 to 2c in prices for solvent 
refined lubricating oils were made by several refiners 
in the Mid-Continent. According to Western Petroleum 
Refiners Assn. report for September, stocks of solvent 
bright at 12 plants were up 25,669 bbls. during the month, 
and solvent neutrals up 33,620. 

Retail gasoline markets showed new developments. 
Service station prices on Long Island, N. Y., were higher, 
while the trend was still downward in Omaha, Neb. (see 
below for details). 


At Washington, D. C., the increase of 0.1c in Esso 
Standard’s tank wagon prices for heating oils—to 14.3c 
for kerosine and 13.5c for No. 2 fuel—was effective 
Nov. 14, the company said, and not Nov. 8 as originally 
reported (see Nov. 12 NPN, p. 38). 

Trading in bulk quantities continued quiet in principal 
primary supply markets. Buyers showed little interest 
in spot distillates so long as their own terminals were 
well stocked and waiting for cold weather. 

“About 10 days of cold weather are needed,” was the 
consensus of refiners in the Midwest. While distillate 
prices were firm along the East Coast, it was pointed 
out by trade sources that the “large differential” between 
Gulf Coast and New York Harbor No. 2 fuel prices (1.65c) 
made prices at the latter point readily subject to “dis- 
counts.” 

The Gulf Coast was the only area where most products 
continued to be closely held. However, there was wide- 
spread opinion that inventories generally were building 
up, and also that export sales of principal products were 
small in comparison with other years. 
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Were it not for the continued demands of countries 
cut off from supplies in Abadan, the export business would 
be negligible, one major said. 

The Argentine Government was in the market for 16,- 
000 metric tons of Diesel oil, with minimum d.i. of 40, 
for lifting last half of December. There also were 
Canadian inquiries for a cargo of “low pour” No, 2 fuel 
and a cargo of 93 oct. premium gasoline, the latter still 
a “hard-to-find” product at the Gulf. 

While there was no improvement pricewise in heavy 
fuel at seaboard refineries and terminals, Gulf Coast 
stocks were said to have been reduced somewhat through 
increased shipments and reduced crude throughput. In 
the Caribbean, also, bunker oil was said to be at a more 
manageable level than recently. At the same time, how- 
ever, it was reported that residual inventories in the 
Persian Gulf have grown to “unwieldy proportions.” 

Foreign demand in the U. S. for specialty products 
continued to lag. In addition to the weakness in solvent 
lubricating oils, export scale wax sales FOB Western 
Penna., generally were at “shaded” levels below 3.75c Ib., 
the low reported refinery quotations. 

In LP-gas markets, there was an inquiry for a tank 
steamer load of propane for export. At most plants 
in the Mid-Continent and the Southwest, liquefied pe- 
troleum gases continued freely available (see page 59). 

Details of retail gasoline price developments follow 
Prices are exclusive of taxes, the amount of which is in- 
dicated in parentheses. 

Long Island (6c)—Approximately 180 Nassau County 
dealers have joined the newly organized association, 
Service Station Operators, Inc., and the area of “im- 
proved” retail gasoline prices has fanned out considerably 
from central part of this area in past two weeks, A. F. 
Brodie, spokesman for the dealer group told NPN. 

Dealers as far east (of Floral Park-Mineola section) as 
Hicksville have joined association, Mr. Brodie said, adding 
that Merrick Road area is “next goal” Principal aim of 
association, Mr. Brodie declared, is to get dealers to elim- 
inate “circus” signs advertising price cuts. 

Majority of service stations in the area handling major 
brand gasolines now post 20c for regular-grade, or within 
1.5c of so-called “normal,” according to Mr. Brodie. “A 
few” major brand outlets are still selling at 17.9c, and 
while many private brand stations have gone up to 17.9c, 
some still are posting 16.9c. 

Omaha, Neb. (7c)—-Retail gasoline prices were off 
another 1.5 to 2.5c from late October levels and now are 
4c below so-called “normal” in dealer fight which has 
been going on here for several weeks. 

No change has been made in dealer tank wagon price 
of 15.5c for regular-grade gasoline as posted by principal 
suppliers, and retail price of most dealers handling major 
brands is only 0.4c higher—15.9c, NPN sources said. Mar- 
gins of dealers, however, are being “protected” by various 
types of “assistance” plans, it was said. Private brands 
of regular reportedly are retailing at 13.9c. 
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Summary of Daily Gasoline Prices (Nov. 11 through Nov. 17) 


Motor Gasoline 93 Oct, (Premium): 


N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex. snpt} 


E. Tex. (Truck Tnsp.) ...... 
Cent. W. Tex. (Truck Thsp.) Cecceses eoee 
Motor Gasoline 90 Oct. (Premium) : 


Monday 

Nov, 17 
13.2-13.25(2) 
a 





Friday 

Nov. 14 
13.2-13.25(2) 
12.5 


(6)10.375-10.625 


Thursday 
Nov. 13 


13.2-13.25(2) 
12.5 
12 


Wednesday 
Nov. 12 


13.2-13.25(2) 
12.5 
12 


see 


(6)10.375-10.625 


Tuesday 
Nov. Il 
13.2-13.25(2> 
12.5 


(6)10.375-10.625 


N, Tex. (Texas & New Mex. shpt.) 12.75(2) 75 
. ia aa . .75(2) 12.75(2) 12.75(2 12.75(2) 
Ww. 7a. {Zemes § Rew Mex. shpt.) .. 125-1275 12.5-12.75 12.5-12.75 12.5-12.75 12.5-12.75 
Set W. fe tee tees | — = sala ma ~~ 
Motor Gasoline 88 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.) (3)11.5-11.875 (3)11.5-11.87 
BaP undoes .5-11. .5-11.875 (3)11.5-11.875 (3)11.5-11.875 (3) 11.5-11.875 
Gils. Group 3 (Northern shpt.) (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 
tae | ae 2 be sis) va eetsee + (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 
i, em. (Temas & We ex, shpt.) .. (2)12-12.75 (2)12-12.75 (2)12-12.7 (2)12-12.75 (2)12-12.75 
E. Tex. (Truck Tnsp.) ne aey agi (2) 11. 43-12 2) 14 7-12 2) 17 7-12 2) 11 ¥o-12 2)11 75-12 
Cent, W. Tex. (Truck Tnsp.) ........ 12 On On Or me 
Motor Gasoline 86 Oct. (Premium) : 
N. Tex, (Texas & New Mex. shpt.) .. 12 12 3 12 12 
YW. Tex. (Texas & New Mex. shpt.) <: 12 12 2 12 12 
. Tex. (Truck Tnsp.) .............. 11.75 11.75 11.75 11.75 11.75 
ae Gasoline 84 Oct, (Regular): 
, Tex. (Texas & New Mex, shpt.) .. 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 
BE fen. (tree Beier crasctere.: 10.7e-1i ae 30 75-11-38 10.75-11.25 10.75-11.25 10.75-11.25 
Cent. W. Tex. (Truck Baap cic... —— coe ass 3 me =e 
— Gasoline 82 Oct, (Regular): 
la., Group 3 (Okla. shpt.) ... (4) 10.5-10.87: 4 8 * 
Okla., Group 3 (Northern ahpi:) (8310-375 40-025 gers 10.375-10- ($}i0.375-10.6 (S)10.375+10.6 | 





aenters (Group 3 basis 
























(4) 
(6) 10.375-10.625 
(5) Y 


yong 2. (5)10.375-10.5 (5)10.375-10.5 10.375-10.5 (5)10.375-10.5 (5) 10.375-10.5 
Wy. Axx: (Texas & New Mex. shpt.) . 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
E. Tex’ (Truck Tnsp.) se es ese.) (2)10tSAL (2) 10-46-41 (2)10. 48-11 (2107-41 (2) 10-78-11 
Cent, W. Tex. (Truck Tnsp.) ::::.:.: 10.75 10.75 0.75 10.75 10.75 
Motor Gasoline 80 Oct. (Regular): } 
Okla., Group 3 (Okla. shpt.) ........ ail ata saeaial ou woe H 
Okla., Group 3 (Northern shpt.) .... ones aeee venue woes bas i 
tog | (cromp 3 basis) Tae aga RE Pate - tiee ata ee 
. (Texas ew Mex, shpt.) .. 10.75-11.5 10.75-11.5 10.75-11.5 10.75-11.5 10.75-11.5 / 
W. Tex. (Texas & New Mex. shpt.) |: 10.75-11 10.75-11 10. 75-11 * 10.75-11 10.75-11 / 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.) ........ 9.625-10.125 9.625-10.125 9.625-10.125 9.625-10.125 9.625-10.125 
Okla. Group 3 (Northern shpt:) 9.5-9.875 9:5-0.815 9.5-9.875 9.5-9.875 9.5-9.875 : 
idwestern (Group 3 basis) .......... 9.625-9.75 9.625-9.75 9.625-9.75 9.625-9.75 9.625-9.75 ' 
N, Tex. (Texas & New Mex, shpt.) .. 9.75-10.8 9.75-10.8 9.75-10.8 9.75-10.8 9.75-10.8 ' 
Bey, (React Poop nee he) 2. BABS pat weiss weiss weiss 
Cent. W. Tex. (Truck Tnsp.) ........ 10 ’ 0 2 10 10 10 ‘ ; 
Motor Gasoline 92 Oct. (Premium) : 
OP TN BOTROR ois 5:0 08 ¢ 00:00 43 60.0:5 0 85-1 85-1 13.85-1 13.85-15 13.85-15 
New York harbor, barges ...........- 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 
DD: sd000 06.6 6h004600 5e08 0's tH 15.15-15.2 15.15-15.2 15.15-15.2 15.15-15.2 5.15-15.2 
perateiphia, net iavesenncasd 05 15.05 . Oe sce x sca) 8.6 as 
DT RAS xo hGbhSG aces ee eh 400 0 bac le 2.9- B= ) ‘ -B- ) 
Baltimore, barges ..................0- 3 i2s _— 12.8 12.8 
ne Gasoline 90 Oct, (Premium) : 
ew York harbor ....... 13.85-14.35 13.85-14.35 13.85-14.35 13.85-14.35 13.85-14.35 
| ant, harbor, barges 13.75-14.25 13.75-14.25 13.75-16.35 13. 75-24.35 38 75-16.28 
Philadelphia, barges... : ; 13.05 13:08 15.05 15.05 15.05 
EY ‘sch WaGi-ue ciewcaducewsadse <x 12.9-13.25 12.9-13.25 12.9-13.25 12.9-13.25 12.9-13.25 
Baltimore, barges .......... Web waeibes 12.8-13 12.8-13 12.8-13 12.8-13 12.8-13 
— ong 85 Oct, (Regular): 
ew York harbor .......... paiva .. (3)12.85-13. 12.85-13.6 (3) 12.85-13.6 (3)12.85-13.6 (3)12.85-13.6 
New York harbor, barges ............ ; ett wi Oia a 12.5-13.4 12.5-13.4 12.5-13.4 
UE 645 bb 5k Sasbadiedespees ces 13.7-13.9 13.7-13.9 13.7-13.9 13.7-13.9 13.7-13.9 
iad Pidaccdivcacedess 13.7-13.8 13.7-13.8 13.7-13.8 13.7-13.8 13.7-13.8 
SENS kc dhhb tn dias Gnbdcues'es.o4 11.9-13. 11.9-13.5 11.9-13.5 11.9-13.5 11.9-13.5 
. Pekdesiashendposs cas 11.8-12 11.8-12 1.8-12 8-12 1.8-12 
Western Penna., Bradford-Warren: 
NE, SD hc iakc ccnis cocesae its 13.75-14 13.75-14 13.75-14 13.75-14 13.75-14 
0 SD. O. CIMBMBRED 6 vc cciccccincccsscc 12.75(2) 12.75(2) 12.75(2) 12.75(2) 12.75(2) 
Western Penna., Oil City: 
ER ers vsbreo oct acaws 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 
TS ORE, CGM) ccccccccocebsccoens 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 
Western Penna., Pittsburgh: 
Oe We, MUD a cah ds tccuescccanneds 13.9(2) 13.9(2) 13.9(2) 13.9(2) 13.942) 
OP Oa, CPD. vinds cvevseccdseeces 12.9(2) 12.9(2) 12.9(2) 12.9(2) 12.9(2) 








GULF COAST 
Prompt Offerings Continue Light 


Except for heavy fuel, few offerings for last half 
November cargo lifting were made at the Gulf the past 
week, according to reports of refiners and traders. There 
was widespread opinion, however, that inventories were 
piling up, but refiners apparently were waiting for fur- 
ther indications of the weather up north before offering 
heating oils to other than their regular customers. 

Prices generally were firm, and spot trading—one 
cargo of 48-52 d.i. gas oil sold for export at an undis- 
closed “premium” (over the low reported price)—-was said 
to be quiet. On the other hand, arrangements reported- 
ly have been made for export of considerable quantities 





of gas oil during 1953. While the prices on these trans- 
actions were not disclosed, the buyer in the past consist- 
ently has refused to pay “premiums” on material 
slated for forward lifting. 


Considering the dearth of heating oil offerings, demand 
has been relatively slow, according to reports. The 
weather has been fairly warm in the upper Midwest, thus 
cutting down orders for No. 2 fuel, and many barges en 
route to the Gulf have been delayed by smog on the 
lower Mississippi. Indications also that demand gen- 
erally has been below expectations were seen in reduc- 
tions in refinery runs made at a number of plants. 


Contrary to seasonal expectations, gasoline offerings 
have not appeared in large volume, traders said. Some 
grades still were in tight supply, principally 93 oct. 
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premium, and two offerings of less-than-cargo lots of 
83 oct. regular-grade were held for 10.875c per gal., 
0.125¢c over the “low.” 

The heavy fuel price position was unchanged in that 
ample supplies could be purchased at $1.50 per bbl., the 
generally posted quotation. Residual supplies, however, 
are said to have been reduced to more manageable levels 
at a number of plants, and one large refiner said that 
he had an “indicated shortage” of bunker fuel for the 
first quarter of 1953. 


Low sulfur bunker fuel, held by some refiners for 
$1.55 per bbl., was said to be available at this price for 
lifting through the end of December. 


ATLANTIC COAST 
No. 2 Fuel Prices Unchanged 


For the first time in several months, No. 2 fuel prices 
were firm at generally posted levels, although trading in 
all products continued along quiet lines at East Coast 
points the past week. Quotations of suppliers were re- 
ported unchanged. 


Highlights of the week were a few small sales of No. 
2 fuel at 9.65c at New York Harbor—no “discounts” in- 
volved. However, heating oils generally along the sea- 
board still were susceptible to the weather, and bids for 
spot product tended to disappear, or at least be scaled 
down, on warm days. Bids at 9.55c for No. 2 fuel at 
New York failed to bring out appreciable supplies, how- 
ever. 

Trade sources said that improvement in clean ocean 
freight rates for Gulf-New York voyages had much to do 
with the firming of No. 2 fuel prices. On the other hand, 
kerosine, another clean product, could be purchased at 
“discounts” ranging up to 0.25c at a number of points. 
Gasoline, while not pressed for sale, also could be ob- 
tained at “0.25c off at New York,” traders said. 


The trend in heavy fuel prices, as with No. 2, appeared 
to be firmer. For spot cargo deliveries to New York, 
material no longer could be found at prices below $1.95 
per bbl., the price at which most contract deliveries are 
being made. At the barge level, however, it still was 
possible to shade $2.10, the prevailing quotation, at New 
York and Philadelphia. 

At the latter point, an inquiry for No. 5 fuel for a 
number of industrial concerns, which in aggregate came 
to about 30,000 bbls. per month over 1953, finally found 
supply, but only after at least two large marketers said 
they were unwilling to make sales commitments on this 
product for more than six months in advance. 


Availability of heavy fuel will be more easily estimated 
by the end of the month, trade sources said, for many 
marketers still are in the process of drawing up supply 
contracts with their industrial and marine customers for 
1953. When these are completed, suppliers will have a 
better idea of how much material they can offer to new 
customers, it was pointed out. 


MID.CONTINENT 
Warm Weather Keeps Market Quiet 


Open market trading in the Mid-Continent was quieter 
than usual the past week, with most refinery sales 
managers and marketers attending the API annual con- 
vention in Chicago. Regular-customer shipments of fuel 
oils, meantime, remained light due to warm weather in 
northern states, while gasoline sales locally continued 
good. Lows of price ranges generally were unchanged. 

Oklahoma refiner said most trades were just “marking 
time,” waiting for at least a week to 10 days of cold 
weather to stimulate fuel oil market. Some reports in- 
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dicated distillates were “backing up,” with regular-cus- 
tomer withdrawals at northern pipe line terminals de- 
scribed as “just fair.” Tank car shipments of all prod- 
ucts north continued very light, according to reports. 

Heavy fuel continued in probably worse shape than 
other products. No. 6 was still selling to railroads gen; 
erally at $0.90, Group 3 basis, but reports of this prod- 
uct being offered at $0.70 and up for resale were num- 
erous. 


While refiners generally look for more strength in 
heavy fuels once severe cold weather hits the Midwest 
and Mid-Continent, those in Oklahoma and Kansas are 
keeping a close eye on efforts of inland Texas refiners 
to secure new contracts with Gulf Coast heavy fuel 
buyers for 1953. If material currently moving to coast 
is dumped on already weak Mid-Continent market at 
first of year, things could go from bad to worse, trade 
sources believe. 


So far, most reports indicate that refiners in East and 
West Texas are having little success in getting these 
new contracts. It is said that most coastal buyers are 
refusing to pay more than $1.35, delivered Houston, for 
No. 6, while the refiners generally are unwilling to sign 
contracts at less than $1.50, delivered. 


Gasoline, while not in much demand at northern pipe 
line terminals, continued good locally in most areas. In 
Kansas, dry weather was still hurting farm demand to 
some extent, and most other areas of the Mid-Continent 
were still too dry for much fall plowing. However, gen- 
eral rain over much of Kansas, Oklahoma and Texas 
early in week helped to stimulate farm sales. Local 
gasoline and Diesel fuel sales in Texas, especial- 
ly, picked up following the rain. 


Heavy fuel tank cars continued scarce, according to 
reports. Refiner in West Texas said slow return of cars 
from Gulf Coast was delaying his shipments, and he was 
trying to rent extra equipment. Clean transportation 
generally contir~~4 in good shape. 


WESTERN PENNA. 


Lube Prices Continue Firm 


Prices for base Penna. lubricating oils for most part 
were reported firm the second week in November. De- 
spite some reports of increasing supplies and general 
slump in lube oil demand, steady shipments to contract 
customers have prevented any great surplus of Penna. 
oils from accumulating, refiners said. 


Scale wax prices remained weak despite fairly heavy 
domestic shipments. All refiners reported good demand 
for gasoline .and distillate fuel oils. Prices were un- 
changed. 

Bright stock reportedly was firm at 30c, the low quoted 
price to the trade. While recent inter-refinery sales 
were said to have taken place at 29c, refiner-buyer late 
in the week disclosed purchase at 30c. 

Reports varied concerning status of heavy neutral oil 
with some refiners reporting prices easier while others 
said this grade was firm. Inter-refinery purchase of 
200 vis. oil was reported at 28c, same as the low quoted 
price to the jobbing trade. Light neutrals continued easy. 

Prices for cylinder stocks were steady, according to 





Crude Oil Prices 


No changes were reported in crude oil prices 
during week ended Nov. 15. For complete crude 
prices schedules see p. 46-47 in Oct. 29 NPN. 
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NPN Gasoline Index 


Nov. 17 Rwam 
Month Ago ah d 
Pr errr: 5.26 11.67 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities, 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 

* Previgus weeks figures revised to read: Oct, 20 & 27, 15.30; 
Nov. ee 15.32. 











most reports, although demand for these oils was es- 
pecially slow. 

Scale wax shipments were in fairly good volume to 
domestic buyers, and while most reports said export 
demand remained slow, inquiry was in the market for 
“several hundred tons” for export shipment. Domestic 
sales of crude scale at 3.75c were disclosed, and some 
trade sources said this price could be shaded. No lower- 
priced domestic sales were confirmed, however, and most 
refiners said they couldn’t “touch” the foreign business 
because of heavy domestic commitments and also be- 
cause of “keen competition” from suppliers on the east- 
ern seaboard. 


Export sales of a “very large” quantity of snow white 
petrolatum to European buyer at “less than 7.25c,” FAS 
New York, was disclosed by one refiner. Other petrola- 
tum sales were reported as follows: snow white at 7.25c, 
lily white at 6.75c, cream white at 6.25c, and amber at 
5.25c; all prices FAS Atlantic Seaboard. Far East buyer 
reportedly was in market bidding 6.5c, FAS New York, 
for snow white. 

Distillate fuel demand was brisk and most refiners 
said they were drawing on inventories. Prices to refiner- 
buyers in some instances were said to be same as prices 
quoted to jobbers. Heavy railroad demand for Diesel 
fuel has put pinch on heating oil supplies, according to 
one refiner. 


CENTRAL MICHIGAN 
Gasoline Still Most Wanted Product 


Gasoline continued to be most wanted product in Cen- 
tral Michigan last week as retail demand kept refiners 
from building up plant inventories. Price ranges were 
unchanged for all products although one more refiner 
reported 0.75c reductions in his residual fuel quotations. 

Warm weather tended to retard demand for light fuels; 
nevertheless, refiners kept a firm grip on inventories. 
Residuals showed no improvement as more refiners re- 
ported they were meeting “low prices” of their competi- 
tion. 

Three refiners said they were entering start of deer 
hunting season (Nov. 15) with “bare working stocks” 
of gasoline. While two were buyers of prompt gasoline, 
a third said he was shipping from daily production but 
at same time was not a buyer even though he “might” 
run out of product. 


MIDWESTERN (Chicago-E. St. Lovis Area) 
Light Fuels Steady Despite Big Stocks 


Although there was considerable speculation among 
Midwest refiners last week as to what would happen 
if warm weather continues much longer, prices for light 
and heavy fuels were steady despite high stock positions. 

Gasoline’s position for mid-November was described as 
“unusually strong.” In addition to a continued good de- 


mand for product at pipe line terminals, refiners said 
product had become tight in St. Louis, where a temporary 
shortage at the primary level of supply brought on local 
buying and borrowing. Close supply position of gasoline 
in this area ever since the refinery strikes, was brought 
into the open by poor barging conditions on the Missis- 
sippi River for past two weeks. Although quantities in- 
volved in this trading and prices paid were not dis- 
closed, one buyer said he found gasoline prices “very 
strong.” 


Demand for light and heavy fuels was slack. A tank 
car marketer disclosed sales of “a few” cars of No. 1 
fuel at 8.125c, Group 3; quotations ranged from 8.125 
to 8.75c. Slow movement of light fuels caused some 
refiners to express concern that continued delay in arri- 
val of cold weather may bring easing of prices for light 
fuels later this month, or sometime late in the heating 
season because of big carry-over inventories. If weather 
remains mild, one source said refiners have the “choice” 
of lowering crude runs or cutting prices. 


Offerings of No. 6 fuel to resellers ranged from $0.70, 
Group 3, with bulk of product offered to resale agents 
at $0.75. Quotations reported by refiners for No. 6 to 
the trade ranged from $0.90 to $1. 


CHICAGO DISTRICT 
Warm Spell Retards Fuel Oils 


Warm weather during API convention week continued 
to retard demand for light and heavy fuels in Chicago 
District. Gasoline gained an even stronger position be- 
cause of adverse river shipping conditions due to smog. 
Prices were unchanged for all products. 

Because of protracted mild weather, light and heavy 
fuels were readily available in open market, but trade 
sources said there was no indication of discounts being 
granted to buyers taking immediate shipment. Several 
sources said demand was behind that of last year and 
how long prices would remain steady depended entirely 
on how long high temperatures prevailed and present 
crude runs maintained. 

Large refiners said their gasoline inventories were 
in balance with their own local requirements and lake 
terminal needs and they were not in market as buyers. 
Nevertheless, product was indicated as “tighter over-all” 
because of adverse barging conditions on the Mississippi 
River. 

Trading reports were confined to sales of No. 6 fuel 
at 5.6c, FOB Chicago District; quotations ranged from 
5.6 to 6.175c. 


Lube Oil Prices Decrease 


WASHINGTON — Decreases in lubricating oils price 
index of 1.0% and gasoline index of 0.6% dropped Bureau 
of Labor Statistics over-all price index 0.4% to 108.1 for 
week ended Nov. 11. Complete index, based on Platt’s 
Oilgram quotations, is shown below for weeks ended on 
dates indicated (1947-49 equals 100): 


% Change 
Nov. 4 to 
Nov.4 Nov.13 Nov. ll, 
952 1951 1952 
Crude and products > ‘ 110.9 —0.4 
Crude R te 109.0 ‘eum 
Refined petroleum 0 bs 111.4 —0.5 
Gasoline \ ‘ 115.0 —0.6 
Kerosine . > 113.5 dav 
Distillate fuels . ' 113.5 
Residual fuels . 99.5 ashe 
Lubricating oils bs a 102.4 —1.0 
Natural gasoline ............ . 101.5 101.5 es 


Bureau’s wholesale price index for other commodities 
was 110.0 with no change from preceding week (which 
was corrected by BLS from 110.1). 
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Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT NOV. 17 


Prices herewith are reproduced from Pilatt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker termina] operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


OKLA., Group 3 (Okla. shpt.) 


88 Oct. (3)11.5-11.875 


82 Oct. (4)10.5-10.875 
80 Oct. 
60 Oct. 


Bradford-Warren: 
90 Oct, Prem. 

86 Oct. Reg. 

Oil City: 

90 Oct, Prem. 

86 Oct. Reg. 
Pittsburgh: 


90 Oct, Prem, 
86 Oct. Reg. 


9.625-10.125 


OKLA,, Group 3 (Northern shpt.) 


88 Oct. Prem. - (6)11.375-11.75 


82 Oct. Reg. ....... 6000+ +(6)10.375-10.625 
60 Oct. M & below 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


90 Oct, Prem, 
86 Oct. 
84 Oct. 
82 Oct. 


MIDWESTERN (Group 3 basis) 
88 Oct. Prem,. ...?. 
82 Oct. Reg, Mere 
60 Oct. M & below 


ee ee es  (4)11.375-11.75 
oe ee ee «€5)10.375-10.5 
9.625-9.75 


N, TEX. (Texas & New Mex. shpt.) 


93 Oct. 13.2-13.25(2) 
90 Oct. Prem. 12.75(2) 


88 Oct. (2)12-12.75 
oe ~ 12 
ct. A . ° } 
82 Oct. a 5 ° ae 
80 Oct. Los Angeles dist.: 
60 Oct. 9.75-10.8 90 Oct. Prem. 
80 Oct. Reg 


Ohio points: 
86 Oct. Reg. 


shpt.) San Fran. dist.: 


90 Oct. Prem. 


12.5 
12.5-12 75 80 Oct. Reg. 


a San Joaquin Valley dist.: 


90 Oct. Prem. 


10.75-11.25 80 Oct. Reg. 


x 10.75-11 
eg. 10.75—11 
& 


> M & below 10.25-10.5 


WESTERN PENNA, 


OHIO—Quotations of 8.0. Ohio for delivery to 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Platt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


Bright Stocks 
145-155 vis. at 210°, 540-550 f. No. 8 col 
13.75-14 BD BGS! es ccucccdéatewed ve 32.! 
12.75(2) BD Pits Sec acceceseeuseus te 31.5 
25 p 


ts t. eeees : (4)30-31 


13.75-13.9 


12.75~-12.9(2) Oylinder Stocks 


— » eee 
GOD Bes occ cons voce 
600 flash 

630 flash .. 


13.9(2) 
12.9(2) 


MIDOONTINENT LUBES 


FOB Tulsa basis, for domestic shipment only 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 


(2)13.5-14.75 
13.25-13.75(2) 

(2)12.5-13.25 

(2)12.25-12.75 Neutral Oils—Conventional 


Pale Oils 

60-85 vis 12-13.5 

6-110 vis 12.5-13.5 

150 vis. 13-14 

180 vis. 14-14.5 

14.0 200 vis. errr TiyeT 14-15 
250 vis. Be ccaee cece 14.5-15.5 
280 vis. 15-16 
300 vis. 15.5-16.5 


Bright Stock—Conventiona! 


200 vis, D: 
10-25 p.p 
150-160 vis. D: 
0-10 p.p 
10-25 p.p 
120 vis. D: 

0-10 p.p 


13-16.5 
11.5-14(2) 


16.25-17 
14.25-14.5 


16.25--17 


14.25-14.5 Bright Stock—Solvent 


150-160 vis. 0-10 p.p., 95 v.i 30(4)x 


Neutral Olls—Solvent (95 v.i.) 


E, TEX. (Truck transport lots) 


OB Cot, PREM. co. cccccccccs 12 
Oct. 11.75-12.75 

(2)11.75-12 
11.75 


> 10.75-11.25 

(2)10, 75-11 
. Reg. eces 
M & below 9.875-10.5 


W. TEX. (Truck transport lots) 
88 Oct. 


12 
82 Oct. Reg. ° 10.75 
60 Oct. 10 


ARK. (For shipment to Ark. & La.) 


11.75 
10.75 
9.625 
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LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


31.5 
30.5 


170-180 Vi8, ...6. eens 19(2)x 
200-210 ViB. 2.0... -eseeess -20(3)x 
BOO WERs. ove ccesensess’ 2113) 


Cylinder Stocks 
600 s.r., olive green 


LUBRICATING OILS 


for 
Tank Car 
Buyers 


UNIFORM 
HIGH QUALITY 


DEEP ROCK Oil CORPORATION 
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GULF COAST—Solvent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—Vis. at 210° 

150-160 vis., 0-10 = 

test, 95 v.i. . .. (€2)29.5-30(3)x 
Neutral Olls—Vis. at 100°; 95 v.i.; 0-10 p.t. 
100 vis (2)16—17(2)x 
200 vis. (2)18-20(2)x 
300 vis (2)19.5-21(2)x 
Me Ty Akg bet cnweanees (2)21-23.5x 


SOUTH TEXAS LUBES 


(Vis. at 100° F, FOB 8. Tex., refineries for 
erry —s export shipment. ) 


(4)12-12,5(2) 
(3)13-13.5(3) 


16(6) 
(3)17-17.5(2) 
(3)18-19(3) 


(3)12-12.5(2) 
(3)13-13.5(3) 
14(6) 
15(6) 
16(6) 
(3)17-17.5(3) 
(3)18-19(3) 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 
FOB GROUP 3 
Grade 26-70 .........ss6. 6.875( Quotations) 


6.375 (Quotations) 


Philadelphia 
Baltimore .... 
Hastings ........ 
New Orleans .... 


INDUSTRIAL 


FUEL OIL 


SPECIALISTS 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT NOV. 17 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okia. shpt.) 


41-43 w.w. 
42-44 w.w. 
Range oil 

58 & above D.I. (3)8. 5-9(2) 
8.125-9 


7.625-8.5 
. (2)7.625-7.875(2) 
(2)$0.90-1.20 


OKLA., Group 3 (Northern shpt.) 


41-43 w.w. (4)8.75-9(2) 
42-44 w.w, (5)8.75-9(5) 
Range oil 8.75(2) 
58 & above D.I. Diesel.... (6)8.5—-9x 
8.125-8.75(3) 
7.625-8.125(2) 
.. (2)7.625-7.875(2) 
. (3)$0.90-1.15 


MIDWESTERN (Group 3 basis) 


(2)8.75-9 
(4)8.75-9(2) 


58 & above D.I. Diesel....  (4)8.5-8.75(2) 
No. 1 fuel 8.125-8.75 
No. 2 fuel 


7.625-8.125 
No. 6 fuel - (3)$0.90-1.00(2) 


N. TEX. (Texas & New Mex. shpt.) 

41-43 w.w. eee veanonedt ‘pial 

42-44 w.w. 

58 & above D... Diesel. ... 5025 

We, BONE « cccsccccccscece 8.25-8.5 
Steccseocce e+es (2)$1.00-1.50 


W. TEX. (Texas & New Mex. shpt.) 

41-43 WLW. . 2.2055. eoee 8.75 
9.25-10.25 
875-0. '25(2) 


No. 6 fuel ........ eeeeeee 


9-9.25(2) 
9(3) 
8.25-9.25 
9.125 


$1.15-1.85 


$1.40 


KANSAS (For Kansas destinations only) 


42-44 w.w, (2)9-9.875 
52 & below D.I. Diesel. . \. 

58 & above D.I. Diesel. (2)9-9.3 
BO. B ORE ccc cvcccocscecece 8.7-9.625 
No, 2 fuel 7.875-9.25 


No, 4 fuel cece 
$1.45-1.475x 


Bee DB OOS ce etasasicrdcesdes 
Bee. CO GU 2 oss ctedccd Jace'e $1.05—1.40 


ARK. (For shipment to Ark. & La.) 


Tractor fuel . 

Diesel fuel 52 & below.... 
Diesel fuel 58 & above.... 
No. 1 

No, 

No, 

No. 

No. 


RRADHO HOO 
2 bo 
pt 
BS 


see 8 


WESTERN PENNA. 
Bradford-Warren:(*) 


fuel 
36-40 gravity fuel .... 


Ol City: 

Kerosine DesGecteone 
Dh we Wancust seeds ¢% 
ey” 5S 
No. 3 fuel 

36-40 gravity fuel . 


. €2)11.25-11.65 
10.75-11.15 
10.5—10.9 


(2)11.4-11.65 
. 11.35 
(2)10.65-10.75 


36-40 gravity fuel . X 

(*) Prices of some Bradford-Warren District 
sellers to bulk commercial consumers are 0.15 
higher than prices shown above. 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


Range 11.55~-12.2 

2 e 11.55-12.4 

P.W. distillate ° 11.4-12 

No, B TUG ..cccccccccce nee oo 
ye 1(2) 


eek Saelaiea aes (2)6-8.25 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Diesel (hight & Med.). 


CALIFORNIA 


San Jogquin Valley: 
40-43 w.w eee 
Heavy fuel (PS 400) ..... 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


San Francisco: 
40-43 w.w. 

Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) . 
Stove dist. (PS 100) 11. 9-13 
Los Angeles: 
40-43 w.w. 


(2)12-12.5 
Heavy fuel (PS 400) . 00 


$1.75-2. 
$2. 15-2.20(4) 
8.25-11.4 








New York 





Marketer of Petroleum 


NEW ENGLAND PETROLEUM CORPORATION 





REPUBLIC OIL REFINING CO. 
Refiners of 
and Petroleum 
Marketers Products 
Maia Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 
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CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inlend waterway barge 
terminals. 


Motor Gasoline 


90 Oct. Prem. 
88 Oct. Prem. 
84 Oct. Reg. 
82 Oct. Reg. 


Light Fuel Olis 
Range oil ... 
No, 2 fuel . 


12.85-13.75 
(3)12.1-12.75 


(3)10.9-11.375 
(3)9.9-10.375 


Heavy Fuel Oils 
No. 5, low sulfur 
No. 5, high sulfur 
No, 6, low sulfur 
No. 6, high sulfur 


6.8 
(2)6.8-7.15 
(2)5.9-6.175 

5. 


WAX 


WESTERN PENNA, (7.C., in Bulk) 
White Crude Scale: 

122-124 A.m.p. 
124-126 A.m.p. 


SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose, Export prices 
are FAS; scale in "pags or bbis., fully refined 
in bags or cartons. 


(3)3.75-3.875 
(3)3.75-3.875 


Crude Scale N.Y. Domestic N.Y. Export 


Refinery & Terminal Prices (Continued) 


PRICES 


FOB their terminals. 


District 


N. ¥. Harbor 
do barges . 
Albany 
Baltimore 
do barges . 
Baton Rouge. 


Charleston .. 
Corpus Christi 
Houston F 

do barges . 
Jacksonville . 


New Orleans. 
do barges . 
Norfolk .... 
Pensacola ... 
Philadelphia 
do barges . 
Pt. Everglades 
Portland .... 
Providence .. 
Savannah 
Tampa 
Wilmington, 
BH. CG. cece 


IN EFFECT NOV. 17 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators, 


92 Oct. 


90 Oct, 
Prem. Gasoline Prem. Gasoline 


13.85-15 
13.75-14.9 
14.2-15.2(3) 
12.9-15(2) 
12.8 


13.85-14.35 
13.75-14.25 
14.2-15.2 
12.9-13.25 
12.8-13 
14.95-15.7 
13.3-14.475 
12.5-13.5 
12. 25-13.3 
12.25-13.3 
13.6(4) 
13.4(3) 
a 


12.5 
12.25-13.3 

(2)12-12.25 
13.3-13.6(2) 
13.6 


12. $ 
12.9-14.6 

13.4 
45.15-15.2 
15.05 
13.6(3) 
15.05-15.3(3) 
14.95-15.2(3) 


13.6(3) 
13.4(3) 


13.05-14.55(2) 


13. 
15.05-15.3 
14.95-15.2 
13.3(2) 
13.3-13.4 


13.05-13.2 


14.95-15. 2(2) 
13.3 


Ships’ bunkers prices are exclusive of lighterage. 


85 Oct. 83 Oct. 
Reg. Gasoline Reg. Gasoline 


(3)12.85-13.6 
12.5-13.4 
oo 7-13.7(5) 

9-13.5 


i. ‘B12 cos 
11.1 
11 
13. 1) 
12.3-12.475 
11.5 11.5 
(2)11.25-11.3 
11.25-11.3 
12.6(7) 
12.6 sees 
12.4(2) 12.4 
13.5(2) 


12.7-13. 
11.9-13. 


12.7-13. 
12.3-12. 


7(2) 
5 


7 
45 ( 


11.25-11.5 
11.25-11.5 
12.3-12. 


11.25-11.3 


11.2-11. 


11.9-12. 


13.7 

13.6 

13.8 
12.3-12.6(4) 
12.4(4) 


12.05-12.55 


13.7 

12.3-12. 
12.3-12. 
12.05-12.65 ( 


25 
6 


6 
4 


Kerosine 
No, 1 Fuel* 
10.75(19) 
10.65(19) 
'11.056(9) 
10.85( 10) 
10.75(5) 

9.7 


i0. 95(16 ) 
3)10.7-10.9(2) 


9.25-9.75 
9-9.25 
11.4(11) 
11.5(2) 
10.4(4) 
10.95(8) 


10. 75(10) 
11.5(5) 

11.05(9) 
10.95(9) 
11.45(7) 
11.1518) 


3)10.7-10.9(4) 


Light Diesel 


Diesel OU 
Gas House No. 5 Fue No.5 Fuel Shore Piants* 


124-126 white 5.6(2) 


(2)4.8-5.6(2) 


No. 2 Fuel* 


Gas Ol* 


(0-10 p.t.) 


7.45 
7.45(3) 
7.45(3) 
7.55(3) 
7.55(3) 
7.55(3) 
7.55-8.3 
9.55 


*"7-8.15(3) 
7-8.15(3) 
1-8.25 


7.1-8. 
7.1-8.25(2) 
7.25-8.4 
7.6-8.75 
7.8-9 
11.2 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard solvent 
Cleaners naphtha 
V.M.&P. naphtha 
Mineral spirits 
Rubber solvent 
Lacquer diluent 
Benzo] diluent 


11.375(3) 
11.875(2) 
11.875(4) 
10.875(4) 
11.875(3) 

(2) 12.125-12.375 

(2)13.125-13.625 


WESTERN PENNA, 
On Clty: 
Stoddard solvent 


Pittsburgh: 
Stoddard solvent 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 

V.M.&P. naphtha 7.0 
Mineral spirits & stoddard solvent 16.0 
Rubber solvent 14.875 
E, TEXAS (Truck Trnspt. lots) 


Stoddard solvent .......... 11.25 


CENT. W. TEX. 
Stoddard solvent 


(Truck Trnspt, lots) 
10.5 


KANSAS (For Kans, Dest’n, only) 


Stoddard solvent 11.8 


ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 


16(5) 
(4)15.5-16 
15.5(3) 
16.5(5) 
16.5(4) 


Harbor 17(4) 
Philadelphia . .(3)16.5-17 
Baltimore 

17.5(4) 
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9.75(19) 
9.65(18) 
10.05(12) 
9.85(11) 
9.75(6) 
8.4 
9.95(16) 

Charleston .. 9.9(5) 

Houston .... 8.625-8.75 

do barges. (2)8-8.5 

Jacksonville. 10.4(8) 

10. 


Philadelphia. 
do barges. 
Pt. Everglades 
Portland 
Providence 
Savannah 
Tampa 10. 25(5) 
Wilmington, 
FS a 


9.9(7) 


No. 6 Fuel 
No Sulfur 
Guarantee 


N. Y, Harb.. 
Albany ... 
Baltimore 


$2.10(13) 
2.45 
2.13(6) 
1.63 
2.15(7) 
Charleston . 2.03(2) 
CorpusChristi 
Houston 
— 
Mia 


New Orleans. 
Norfolk 

Pensacola .. 
Philadelphia . 


2.11- 2.12(3) 
2.03(5 


‘ampa 1. 9018) 
“— a 
N, . 


(10) $3.06-3.56 
(11)3.03-3.46 
3.75 


3.06(3) 
3.03(3) 


9.85 
10.45 
9.95 
8.8 
10.35 


3.195 
3.01 
(3)3.08-3.10 


No. 6 Fuel 
No Sulfur 
Guarantee 


Barges 
$2.10(13) 


2.10(4) 
1.60 


No. 6 Fuel 
Max. 1% 


2.28 
2.15(5) 2.30 
2.00(3) eens 
1.60 

1.60(4) 
1.97(6) 
1.92(2) 
1.65 

2.12 

1.60(3) 
2.05(4) 


1.85 
2.10(8) 
1.92(2) 
2.15 
2.12 
2.00(4) 
1.87(4) 


$2.61 
58 


$2.20-2.25(3) $2.20-2.25(4) 


10. 45(4) 
10.25(5) 


8.8 
10.35(6) 


8.7-9.1(2) 
10.15(4) 
9.5 
10.25(8) 
10.5(5) 
10.45(4) 
10.35(4) 


10.45(5) 
10.25(6) 


10(2) 


No. 6 Fuel 

Max. 1% Fuel 
Sulfur Ships’ 

Bunkers 


2.25 2.1014) 
1.60(2) 
2.15(5) 


2.30 
rats 2.00(3) 


-60(2) 
oe 
1.97(6) 


= — and 


23312) 
1.60(4) 
e 2.05 (4) 
a 1.85 
2.25(5) 2.10(7) 
esse 1.92(3) 
2.27 

i 1.87(5) 


Bunker © 


$2.10(11) 


(15-60p.t.) (50 cet.,554.1,) (45 cet., 45 €.4.) 
(8) 10.15-10.25 apenas 


4.24(4) 
3.49 
4.27-4.28( 2) 
4.18(2) 
3.49(6) 
4.43145) 
4.4732) 
3.49(3) 
4.19-4.24(2) 
4.24(4) 
4.473(3) 
4.28 
4.452(5) 
4.368(5) 


4.18(3) 


Heavy 

Diesel 

Ships’ 
Bunkers 
$3.91(4) 


3.91(2) 
3.24 


3.15 
3.24(5) 


3.24(2) 


3.9144) 


«*) ih ‘Atlantic Coast refineries and terminals, and at Albany and —— peices of geome eaters to 
bulk commercial consumers are 0.15¢ higher than prices shown above. 








Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT NOV, 17 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 

Aviation Gasoline (MIL-F-5572) 

Grade 115/145 ......... . - 17.75 

Grade 100/130 ........ 16-16 .75 

Grade 91/96 ..... 15.75 
Motor Gasoline 


92 Oct. Premium . 12-12.25(2) 


coccccocosce 22.90-29-18.25 
ke eee eevescccoce + 11(2)-11,.25-11.5(2) 
Cy M6 dnevndkevuecaeese ° 10.75—-11-11.25 
79 Oct ° 10.5~-11(2) 
70-72 Oct. M Leaded 10-10. 25~-10.75 
Kerosine & Light Fuels 
41-43 w.w. kerosine ... +» 9(3) 


8(5)-8.25 


43-47 BONES ORO asi cece cocccecceseadeedee «+s. 8-8.125-8.25 
48-52 Diesel index .. 8.125-8 . 25-8 .375-8.5 


53-57 Diesel index . 8 .25-8 .375-8 .5-8.625 
Heavy Fuels—C 
$2.35(2)-$2.50 


argoes 
No. 5 Fuel, 0-10 p.t. 
$1.50(5)-$1.75-$1.85(2) 


Bunker C Fuel . 
MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale-in Cargo Lots. 
(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price 


Crude FOB Point 

Arabian ° Ras Tanura, Saudi Arabia 
Qatar ° Umm Said, Qatar 

Arabian Sidon, Lebanon 
Iraq-Kirkuk Tripoli, Lebanon 
Araq-Basrah $1.67 Fao, Iraq 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at og I ce by schedule shown below less ic per ‘bbl. 

Effective 

Orude Gravity API §/narrel FOB Date 

Bachaquero ..... eee . 1.66 Las Piedras or Amuay Bay Oct. 11, 1952 
Tia Juana Heavy estes Amuay Bay \ , 1952 
Lagunillas Heavy ..... Las Piedras or Amuay Bay - 11, 1952 
Tia Juana Medium .... Amuay Bay » 1952 
Tia Juana 102 L.P. ... Amuay Bay » 1952 
Tia Juana Light ...... Amuay Bay 1952 
SEORE «5.0 cb ceccsccccced Las Piedras or Amuay Bay » 1952 
Cumarebo ......cescees Tucupido 5 1952 


San Joaquin .......... Puerto La Cruz » 1952 
Oficina 


. 1952 
Mulata ee 35.9 


API Effective 

Gravity Date 
36-36.9 
39-39.9 
36-36.9 
36-36.9 
32-32.9 


Nov. 1, 
Nov. 1, 


P 
Dec, 24, 1951 


Temblador 
Pedernales ...... Sept. 1, 


a GASOLINE PRICES 

(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted. ) 

District Grade 100/130 Grade 91/96 


SOO BR, Ty De acc tcvecsccescsce 17.6-18.6 16.1-17.2 
EOE, RENO, ace cvectebeesocces ° ° 16.7 
Philadelphia, Pa. éeeeee esesee wwebes 
Baltimore, eta: ° 16.46 . 
SUE, Wile Coecevavncsvedbneshbsiese ‘ 16.35 
BA: Oy cktenns koe désodeesee 18 16.5 

, a heer Rouge) ...... 


Grade 80 
15 .6-16.2 
15.95 


15.5 
15-15.75 


Tee ee eee eee eeee 


Sdwatbilemaedeneicin: =, MOD 
Bs hee ko beUedehc ce ewsdisecon: asee 

WO, B DU wis icccvedvcceccsessce. S080) ° 
Bes: ©: OE 0 ewhedd icscenaviecnse dad sees 

Oe OPO a dscvcccccvcccvsccscss OG) 

(a) Delivered Cleveland. 





mtd. ‘| = ve 
SCULLY SIGNAL COMPANY Comtetien St tans. 


Canadian Licensee: EMPIRE BRASS MFG. CO, LTD. Toronto, Ontario 


fesaer tnt 


PETROLATUMS 


WESTERN PENNA. 

(Bbis., carloads; tank car, 1 to 1.5c less.) 
Snow white .... ees €2)6.875-7.375 
Soft white . . (3)6.625-7.25 
Lily white . . (2)6.375-7 
Cream white (2)6-6.75 
Soft yellow 5(3) 
Light amber (3)5-5.25 

(3)4.75-5 


(2)4.5-4.75 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker O Fuel 
or Deep Tank Lots) (P.S. 200) 

San Pedro, Calif. $3.44(5) 

San Francisco .. 3.65(4) 

Portland, Ore. .. 3.86(4) 


Seattle, Wash. .. 3.86(4) $2.00(4) 


MEXICAN BUNKER PRICES 


U. 8S. DOLLARS PER BBL, OF 159 LITERS 
Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 
TRMINED 6 oc ccceses F $3.75 
Veracruz -65 : 
Minatitlan 


Guaymas pear 
Manzanillo ........ 
Salina Cruz 











29 YEARS OF RELIABLE 
OIL PRICE REPORTING 


This, in just a few words, is the story of 
Platt’s OILGRAM Price Service. 
Since 1923, it has been recognized 
throughout the industry as the foremost 
daily oil price reporting agency. It has 
constantly been the major source of oil 
price information, and with good reason. 
. OILGRAM has the largest staff of 
oil price experts employed by any oil 
price reporting agency. 
. . « « OILGRAM is the most complete 
price report available to the oil man. 
. . « « OILGRAM has the complete con- 
fidence of its subscribers. More than 
ninety out of every one hundred oil men 
who once subscribe renew their subscrip- 
tions year after year. 
If you are dependent upon daily oil prices 
in your marketing operation, you should 
be an OILGRAM Price Service subscriber. 
We invite you to accept a week's Trial 
Subscription with our compliments. There 
is no obligation on your part whatsoever. 
A letter of request on your company 
letterhead is all that is required. 
Write today to: 


Platt’s OILGRAM Price Service 
1213 W. 3rd St., Cleveland 13, Ohio 
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OIL PRICE SECTION 





Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, Seeinte 
Gasoline tazes, 


imspection fees as shown in next 


column. shown 
separate column, include Ay A federal, and e tazes; also city ee 


county tazes as indi 





prices 
aiso do not include tazes ; All... taxes b levied are indicated in 
f Di ts, if any, are shown in footnotes. These prices in 





Atlantic 

Gasoline Kero.& 

(Regular Grade) No. 1 
ir, Cons, Fuel 
T.W. T.W. Taxes T.W. 
Allentown, Pa. 15.3 15.3 . 
Altoona ...... 15.6 15.6 7.0 
Erie oee eee 
Greensburg ... 15.6 15.6 
Harrisburg .... 15.3 15.3 
Philadelphia .. 14.7 14.7 
Pittsburgh .... 15.6 15.6 
Reading 3 15.3 
Scranton 3 15.3 
6 


ATLANTIC 
REFINING 


hd 


Wilkes Barre .. 
Ww ee 
i 
w iimington, 

Del. 


15.6 
0 15.0 


ae el 

Stor? crore 

23, A2PAAR. 
coo- oooooo: 


~ 


14.7 


— 


Hartford 
New Haven ... 
Boston, Mass. . 
Fall River .... 
Springfield 

Worcester 

Prev., BR. I. . 
Camden, N. J.. 
Newark 


PPP POO ee. ee 


Do PAA ARADUDAABRSHACOH: Or 


Binghamton ... 
Buffalo 
Elmira 
Rochester 
Syracuse 
Watertown .... 
Baltimore, Md. 
Richmond, Va.. 
Charlotte, N.C. 
Jacksonville, 
Fla. 


ee ea atk ft pk tt ett 


-T-.-_). 
A AR RAAAAAR 


Pe 
CO COAMMMAPAMRANFSARAD, Or 


S SeSSoSoO OOOO OO SOwWWMWO: OS 


Philadelphia, Pa. .... 
Pittsburgh 


Heavy Fuel Oils—T.W. 
No. 5 
Philadelphia, Pa. P 
Notes: 

Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w, deliveries of less than 25 gals. 
at one time, Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current selling 
OIL prices may vary from those shown 
because of local conditions.) 
Conoco 
N-tane (3rd Gaso- Kero- 
— Grade) line sine 
Wagon Taxes T.W. 
Denver, Colo. 
Grand Junc. 
Pueblo 
Casper, Wyo. 
Cheyenne 
Billings, 
Butte 


Muskogee, Okla.. 
Oklahoma City .. 


wanunounsccooooooosco 
Uke wONENH NUDE: 


Gasoline tax column includes these city taxes: 
Albuquerque & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, ic. 

Discounts: 

Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gais., deduct 0.5c; 
wo gals. and over, deduct ic. 

Notes: 
T.W. prices are to consumers and dealers. 


NOVEMBER 19. 1952 


effect Nov. 
their 


tank wagon 


CHEVRON 
STANDARD OF — Av. Stagg 


CALIFORNIA 


San Fran., Cal. ... 
Los Angeles 
Fresno 

Phoenix, Ariz. 
Reno, Nev. 
Portiand, Ore. 
Seattle, Wash, 
Spokane 

Tacoma 


fF 


Honolulu, T. H. 
Fairbanks, Alaska. 
Juneau . 


CotootsBotBonae B 


San Fran., 

Los Angeles 
Fresno 

Phoenix, Ariz. 
Reno, Nev. 
Portland, Ore. 
Seattle, Wash. 
Spokane 
Tacoma . 
Boise, Idaho 
Salt Lake, U. 
Honolulu, T, H. . 
Fairbanks, Alaska 
Juneau 


ee oe er 


Taxes: 

Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c¢ state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers, 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢c gal. higher. For less than 40 gals, de- 
liveries, add 4.5c gal. to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T.T, prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Ojfl1 & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 


HUMBLE Suatte 

Gasoline 

OIL Regular 
T.W. Retail 

Dallas, Tex.. 14.0 19.0 
Ft. Worth .. 14.0 19.0 
Houston ....14.0 19.0 
San Antonio. 14.0 19.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 


oooo Be 
eooo 2 8 
Loon 
Eee F 
a 
oe 
aAaNn ef 
oooo 


rters offices, 
Inspection fees per gal., 
unless otherwise specified 
Ala. 1/40c on gasoline; Ark. 1/ 
2/25c; Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; 
Nev. 1/20c; N. C. 1/40; N. D. 
1/40c; Tenn. 2/5¢c; and Wisc. 3/100c. 
Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich, 1/5¢ 


17, 1952, as posted by principal marketing conipanies at 
correction. 


but subject to later 
included in both gasoline and kerosine prices, 
» @re as follows: 
/20c; Fila. 1/8¢; TL 3/100c; Ind 


1/20; Okla., 2/25e; 8. CG, 1/8e; 8. D 


Esso Gasoline 
(Regular Grade) 
Gasol 


ESSO 
STANDARD 


Dir. 


Atlantic City, N. J. 
Newark 

Baltimore, 
Cumberland és 
Washington, D. r™ 
Danville, Va. 
Petersburg 

Norfolk 

Richmond 

Roanoke 
Charleston, W. Va. 
Fairmont 
Parkersburg 
Wheeling 
Chariotte, 


Salisbury 

Charleston, 8. C. . 

Columbia 

Spartanburg 

New Orleans, 

Baton Rouge 

Alexandria 

Lake Charles 

Shreveport 

New Iberia 

Knoxville, Tenn. 

Memphis 

Chattanooga 

Nashville 5 

Little Rock, Ark. .x°°16 
Naphthas-T.W. & 

Min. Spirits 


: ee CheaaneeouwnwwNnrwoo: 


Heir Om DM IWOCUWOODMOOHHwUHORONVOS BI 


Q POGSOOO OOOO OOO OS OOS YTAIISHHHH a i¢ 
Fecaervounow: - 


Newark, N. J. 
3,600 gals, & over... 17 
“Steel bbis. 23. 

Baltimore, Md. 

3,600 gals. & over... 

Steel bbis. . 
Washington, D. C. 

100-499 gals. 

500-3,599 gals, 

3,600 gals. & over... 

Steel bbis. . 
FUEL ons tw 

No, 1 No. 3 No.4 Neo, 6 

Atlantic City, N.J. 14. 

Newark, N. J. ... 13. $3. "584 $2. 656 

Baltimore, Md. ..x13 3.52 2.59 

Washington, D. C. 14 3.68 x°2.64 

Norfolk, Va. ereve TT 

Danville 

Petersburg 

Richmond 

Roanoke .... 

Charlotte, N. -:. 

Hickory 

Raleigh . 

Charleston, 3. c.. e008 


wo. aa. OM RGCO 
4-44 
Canwawnovrwso, 


wn 
a 


Columbia 


al 
BBe: 
ene 


Spartanburg ..... 12. Tr noe 
Taxes: Louisiana kerosine prices do not in- 
clude ic state tax. 

Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals 
price is $2.58 per bbl. 

Per company correction: In effect on and 
since, x July 1, x° Aug. 14; xt Effective Nov 
14 instead of Nov. 8, x°° Effective Oct. 20. 


IMPERIAL (Prices are per imperia] gal.; to 
arrive at price per U. 8. gal., 


OlL subtract 1/6th.) 
Esso 


- . 


St. John’s, Nfld. .. 
Halifax, N. 8. .... 
St. John, nm, & » 
Charlottetown,P. E. I. 
Montreal, Que, ... 
Toronto, Ont. 
Hamilton, Ont. 
Winnipeg, Man. ... 
Brandon, Man. 
Regina, Sask. 
Saskatoon, Sask. 
Calgary, Alta. 
Edmonton, Alta. 
Vancouver, B. C. . 
(*) Price is for Esso Extra (Premium). 
Taxes: Gasoline taxes are provincial taxea 


te oe & =9 00 be he Wy 2a Oo 
ecoooeoocooeosoo 
eee eerie tt ts 














OIL PRICE SECTION 
Tank Wagon Prices (Continued) 





SOCONY VACUUM 
Mobet s/v s/¥ 
Alreraft te Mobilfuel MOBILHEAT No.4 Ne.6 
Grade Grade Grade Mobilgas (Regular Grade) Mobile Kerosine Diesel (No 2 Fuel) Fuel Fuel 
Gasoline 80 91 00 Cons. Dir. Cons. Dir T.C. Yard T.W. T.C. T.W. T.C. Yard T.W. T.W. T.W. 


1 . . \< a 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. 









Cccccccoses 0 eese cove eoce eoee 14.7 14.7 anne pens 14.4 eeee 13.6 esse eeee 13.2 10.69 5.97 
ED Seances . 6.0 coos ose6 coves eoee 14.7 14.7 eace 11.6 14.6 eee 13.6 eeee 10.4 13.3 10.69 5.97 
GD ccaccesescen 6.0 cove cece coe eee 14.7 14.7 10.85 11.4 14.4 10.4 13.6 9.85 10.3 13.2 10.69 5.97 
Queens ........... 6.0... oeee es cose coe 14.7 14.7 Jess doce 14.4 eee 13.6 wes eee 13.2 10.69 5.97 
Richmond ........ 6.0 ese Perr es eee 14.7 14.7 10.75 11.2 14.2 10.3 13.3 9.75 10.2 12.9 10.69 5.97 

Ye le AEROS 6.0 21.5 22.5 13.7 13.7 14.7 14.7 11.05 11.4 eee 10.6 13.4 10.05 10.4 13.0 9.42 6.36 

Binghamton ........ 6.0 Saee cece abe 14.7 14.7 15.8 15.8 12.45 12.8 15.7 12.0 14.8 11.35 11.7 14.3 tear eese 

SEED nob cdeess-co's 6.0 21.0 22.0 24.2 14.5 14.5 15.5 15.5 12.45 12.8 15.9 12.1 15.2 11.45 11.8 14.7 es 10.2 

Jamestown ......... 6.0 sees cece cece 14.7 14.7 15.8 15.8 12.45 12.8 16.1 ecee 15.1 11.85 12.2 14.6 cove oeee 

Mt, Vernon ........ 6.0 oes eoee see eos ee 15.0 15.0 11.35 11.7 14.7 cece 13.9 es 10.5 13.5 10.71 cess 

Plattsburg ......... YY ior Spee Ui » see ee SS Tw" ee ae Sct ees (Re SRD BEM wcee: cde 

Ee 6.0 ; 21.9 23.9 14.4 : 15.5 15.5 12.55 12.9 16.0 Cee Yaa Ss eye oe eee ee 

SD he ache doen é 6.0 eos cove eeee 14.4 ° 15.4 15.4 12.25 12.6 eee 11.9 14.8 11.25 11.6 14.3 e ee 

Bridgeport, Conn. * Se say Ties Ska one BS MS 10.95 10.95 . 64a)’ ~ yee 9.95 9.95 13.1 . eee 

Danbury ....... 6.0 hoe oes o- eee 15.3 15.3 -_ webs ° coos cbeos oes des bead ° ° 

FER 6.0 ° opee 13.8 3.§ 15.1 13.6 11.35 11.5 ° 10.9 13.8 10.35 10.5 13.6 ° ° 

New Haven ........ 6.0 20.5 Seve 13.5 ° 14.8 14.8 10.95 10.95 ... 10.5 13.5 9.95 9.95 13.1 ° e 

Bangor, Me. ....... 8.0 Soe eoee 14.5 ° 16.2 16.2 22.78 ccce 15.9 11.3 14.4 10.75 ee 14.0 ° ee 

EL. ‘vawaancowk 8.0 22.4 23.4 13.8 ° 15.0 12.4 11.05 15.2 10.6 13.7 10.05 13.2 ° 

Boston, Mass. ..... 6.3 19.0 20.0 22.0 13.7 3.7 14.9 14.9 10.95 15.4 10.5 13.8 9.95 13.4 e 

Concord, N. H. ..... 7.0 3 ee ess 16.0 16.0 oe ° ade eeee 14.3 ee 13.9 . 

Lancaster .......... 7.0 . oe ese 17.4 17.4 - os 15.8 M.3 ° 

Manchester ........ 7.0 see eos 15.7 15.7 eeu 16.1 ces 14.4 14.0 . 

Portsmouth ........ 7.0 21.2 22.2 14.4 14.4 15.3 15.3 11.55 11.1 13.9 1 5 13.5 ee 

Providence, R. I. 6.0 19.8 20 22.8 13.7 13.7 14.9 14.9 10.95 .... 15.0 10.5 13.7 9.95 13.3 ° cove 

Burlington, Vt. 7.0 14.6 14.6 15.6 15.6 12.25 12.25 ... 11.9 14.5 11.35 11.35 14.1 eee cece 

EE ins 6 Kaa'e no gi 7.0 eene cove Seco eevee eevee 16.3 16.3 eee 12.9 coee cove 15.0 eeee 11.9 14.6 cose cove 

Tank Wagon Prices Buffalo N. ¥. City Rochester Syracuse Boston Hartford Providence 

NE scacovadils ovcsdccespectees cove 18.5 17.0 20.0 21.0 18.0 19.0 18.5 

i OE a ui ccs vncesnncedelansad ewe 20.5 18.5 21.5 27.5 19.5 20.5 20.5 

Taxes: ae prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 

Mobil Kerosine—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals, or more. Nt 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals, or more. } 


o Mobilheat—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or mire. 


Syracuse V.M.&P. price is in stee) barrels. Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators; tank car prices to commercial consumers are 0.15c¢ higher. 
Mobilfuel Diesel tank car prices are to commercial consumers; tank car prices to bulk plant operators are 0.15¢ less, 





OHIO STANDARD 
Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular-Grade) Naphthas & Solvents—Cons. T.W. 
Schio Sohio Sohic Re- 8.R. D.C. V.M.&P. Sohio 
Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- Naph- Varno-_ Sol- No, 1 No.2 ,; 
Taxes 30 91 100 T.W. ers 8.8. vent tha tha vent T.W. Sohio- Sohio- Heat 
BEE -20cnccctbasne 6.0 22.0 23.0 26.0 18.2 14.7 18.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
NO: 6 héeneseeduee 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati ....... +» 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Cleveland <........ 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus cocesse 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
EOD canes comttia 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Sebesedceuvce - 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Marion .... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Portsmouth 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Toledo ..... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Youngstown 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zanesville . 0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21. 21.5 20.5 20.5 13.9° 13.9° 12.9° 
basa 1 ony — can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
° pplier. 


Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w, or drum deliveries of 100 gals. or more; less than 100 gals., 0.5c higher. Prices at 
other points are for t.w. or drum deliveries of 50 gals, or more; less than 50 gals., 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagor price, 50 to 249 gals., 0.5c; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 























Indiana bulk plants where the company’s prices are publicly posted. Kentuc 
Red Crown (Reg. Grade) Standar 
Red Cr’n. Red Cr’n. 8 lex Furnace Oil———————_ 
ou. = Gasoline Kerosine 1-99 100 gals. 100-174 175-999 nar gals. — . — 
Chicago, Ill. ... 17.3 15.3 6.0 is _— — = — meng Dealer Taxes T.W. 
South Bend, Ind. 18.0 16.5 6.0 16.6 15.3 14.3 ae aa Covington, Ky. ........ 14.4 9.0 14.5 
Detroit, Mich... 16.3° 14.8° 6.5 15.5 14.6 13.6 o<ee cmp, _nnaklt PUREE TTT Oe 16.5 9.0 15.1 
Mpls.-St. Paul . 17.5 15.5° 7.0 16.4 15.0 dben 14.0 13.3 Louisville .........++++ 15.2 9.0 14.4 
Des Moines, Ia.. 16.9 15.4 6.0 15.8 14.2 13.2 as eve Paducah ... 14.7 9.0 14.1 
St. Louis, Mo... 16.7 15.2 6.0 15.5 13.6 12.6 osee eto eooe Jackson, M 15.7 9.0 14.3 
Wichita, Kans, . 14.4 14.0 7.0 14.0 12.2 11.2 igi A Vicksburg 15.2 9.0 13.8 
Omaha, Neb. .. 17.0 15.5 7.0 15.5 13.9 12.9 eele we Birmingham, Ala. 15.7 9.0 14.6 
Fargo, N. D. .. 18.3 16.8 7.0 17.3 15.6 14.6 bie i in Mobile ........ eteedeee 15.0 10.0 14.3 
Huron, 8. D. .. 18.2 16.7 7.0 17.2 15.5 14.5 soe eves aeaee Montgomery .......... 15.8 10.0 14.7 
Milwaukee, Wisc. 17.6 16.1 6.0 16.5 15.0 14.0 eves esos eoee Atlanta, Ga. .........+ 15.9 8.0 14.3 
eT eTETETET Ty 16.4 8.0 16.0 
Fuel Olls—T.W.—Chicago, Il, BOD cicrnsecsec deen s 15.9 8.0 14.4 
Stanolex Savannah ....... eovcse SBS 8.0 15.1 
Heater Oil Furnace Oil Jacksonville, Fla. ..... 15.2 9.0 15.05 
1-9 gals. ......... n 15.8 14.8 ee EEE 15.2 9.0 15.15 
100-149 gals, ........ 14.8 eS .0 6.0 Pensacola ........+++++ 15.0 10.0 14.0 
150 gals. & over .... 14.3 con 0 6.0 TAMPA ... cece cecseses 15.0 9.0 15.0 
100-399 gals. .......- ss 13.8 0 6.0 
400 gals. & over .... ies 13.3 0 6.0 Taxes: 
3 2 Gasoll tax 1 includes these city & 
Fuel A Fuel C 7 6.0 county taxes: Mobile, 2c city; Birmingham, ic 
1-749 gals. ......... 10.15 9.0 ‘o 6.0 county; Montgomery, lc city & 1c county; Pen- 
750 gals. & over .... 9.4 8.25 ‘o 6.0 sacola, ic > taxes not ng Ay 
Taxes: St. Louis, Mo., gasoline tax includes 1c 0 6.0 prices: Geocgia, Revesine, 10; Montgomery, Rer- 
city tax. Des Moines, Ia., kerosine and ft .. 14.0 6.0 osine 1c; Mississippi, kerosine 0.5c. 
oil prices do not include 4c state tax. State Port Arthur .... 14.0 6.0 12. N t 
sales, occupation, consumer & use taxes to be Notes: Dealer t.w. prices apply also to all otes: 
added where applicable. classes of consumers with minimum delivery Consumer t.w. prices are same as net dealer 
* “Temporary’’ price. of 50 gals. — 
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$13.50 per column 


CLASSIFIED 


DISPLAYED: Advertisements set in special type or with border— 





: “For Sale“, “Wanted te Buy’ ae Wanted", eceding date of issue. 
“Business r. Miscellaneo classifica- * 


tions set in type this size witkoat border—30 cents a weet. Minimum 


charge $7.50 per insertion. 


“Positions Wanted’’—15 cents a word. Minimum charge $3 pe 
Box number counts 2 words. Copy must reach us by P Wednesday 


r insertion. 


All classified advertisements are oayuite in advance. 
No agency commission or cash di on cl 





ified advertisements. 





For Sale 


FOR SALE: 5400 gallon Standard Steel Reyco 
Tandem 2 cpt. 10 x 20 tires. Excellent 1950 
Model $4250.00. BRUCE E, HACKETT Co., 
621 West 58th St., Kansas City, Mo., HI 1385. 


For Sale 








STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They’re heav- 
ier, safer, cheaper. 

Also complete tank cars 
8,000 and 10,000 gal. cap. 
solicited 


Your inquiries 


Marshall Railway Equipment Corp. 
50 Church St., New York 7, W. Y. 
Phone: COrtiandt 7-8090 





Representation Wanted 





Established New York petroleum do- 
mestic and export sales company, per- 
sonnel thoroughly experienced in lubes, 
fuels, waxes and al! other petroleum 
products, seeking for representation ad- 
ditional oil and allied lines including 
specialties. 





BOX 723 


FOR SALE 


For Sale 


FOR SALE—KS5 International Truck with S00 
gallon, 4 compartment Progress Streamlined 
tank. Price $1,295.00 GLEN GRAVES, 722 
N. Third Street, Rochelle, Hl. 





Oil distributorship, Major Oil Company 
connection. A going and growing 
business, completely equipped. Located 
in the South, best farming area in the 
United States, on prominent highways 
and railroads. Also in good fishing 
and hunting section. If interested, con- 
tact us at once for details. 


BOX 724 














Immediate Delivery 
HEIL 


5000 galion—5750 gallon 
Tandem Axle Petroleum Transports 


STEEL DRUMS 


We can furnish you with bung 
type and full open head steel 
drums and pails suitable for 
lubricating oils, greases, fuel 
oils, etc. At any point. Let us 
have your inquiries. 


BUCKEYE COOPERAGE COMPANY 
3800 Orange Ave. Cleveland 15, Ohie 
UTah 1-8833 





Here's your chance to get all-new Heil 
standard transports without delay All 





are tandem axle, three compartment 
units built to LC.C. specifications. 
Available in stock are 5, 5000 gallon 
single head tanks with 10x20 tires; 1, 
5750 gallon double head tank with 
10x20 tires; 3, 5750 gallon single head 
tanks with 10x20 tires; 8, 5750 gallon 
single head tanks with 10x22 tires. 
Subject to prior sale, of course, 80 
contact us at once for prices and fur- 
ther details 


THE HEIL CO. 


Tank Division Milwaukee 1, Wis. 





An advertisement in NPN’s 
Classified Section will bring 
you quick, effective results 
at low cost. 


NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 














Demand for LP-Gas Lags 


TULSA—Liquefied petroleum gases continue avail- 
able at generally quoted prices with supplies of most 
grades ample, according to reports in Mid-Continent Nov. 
12. Weather as yet has not been severe enough to sop up 
current production and producers in most instances say 
they are now able to fill fairly substantial orders prompt- 
ly which at later date probably would be delayed some- 
what. 

Major reported receiving order for 30 tank cars of pro- 
pane from Midwest with customer asking for shipment 
within next 15 days. But most suppliers say demand 
currently is only “routine” and smaller operators are be- 
ginning to feel storage pinch. Propane was described 
by one source as “very sloppy,” especially in lower 
coastal Texas area. Normal butane is tight in some dis- 
tricts with iso-butane said to be “almost nonexistent.” 

Group 3 prices of principal producers afe unchanged at 
4c for propane, 4.5c for butane-propane mix, and 5c for 
butane. 


IPAA Price Spreads Unchanged 


WASHINGTON—Spreads between crude oil and re- 
fined products price averages as computed by Independent 
Petroleum Assn. of America were unchanged for second 
consecutive month in October—$1.02 per bbl. for nine re- 
finery markets and eight crude petroleum areas, Cali- 
fornia included, and $0.88 bbl. for eight refinery markets 
and seven crude petroleum areas, California excluded— 
but continued well under spreads reported by association 
for October last year. 

October crude price averages were unchanged from 
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September. Gasoline, kerosine and heavy fuel averages 
also were unchanged, and while light fuel averages were 
up slightly, increases were insufficient to alter four-prod- 
ucts averages. 

October spread of $1.02, including California, compares 
with $1.14 for same month last year. With California 
excluded, October spread of $0.88 compares with $1.03 
for October 1951. 

IPAA’s averages for October 1951, and September and 
October 1952, compare as follows: 


Table 1—California Included 

Refined products in 9 Oct. 
Refinery Markets: 1951 

Motor Gasoline (c gal.) ....... beosa’ £8.06 
MOGO 46 GRE.) cca: 00 c00c ss teoesesed 9.81 
Light Fuel (c gal.) ....... ohaewe seeba 8.58 
Heavy Fuel (c gal.) .... wed “s 4.43 
Average above 4 products: 
Comte POF GOl. onc cececcces . : 8.82 
Dollars per bbl. 3.70 
Crude Pet. in 8 areas “3s bbl ) paewbicowes 2.56 


Table 2—California Excluded 

Refined products in 8 Oct. Sept. Oct. 

Refinery Markets: 19651 1952 1952 
Motor Gasoline (c gal.) sows 11.27 11.30 11.30 
Kerosine (c gal.) ..... aot 9.26 9.43 9.43 
Light Fuel (c gal.) .... . . 8.47 8.36 8.39 
Heavy Fuel (c gal.) os 4.50 3.26 3.26 
Average above 4 products: } 
Cents per gal. ...... oéBes ‘ sa 8.72 8.35 8.36 
Dollars per bbl. . ead 3.66 3.51 3.51 
Crude Pet. in 7 areas cs bbl.) Nn beedn 2.63 2.63 2.63 


Prices shown above are weighted averages based on 
low quotations as published in NATIONAL PETROLEUM 
NEWS, and prepared by IPAA to reflect trend in oil prices 
and should not be interpreted as showing actual sales 
realization for producers or refiners. 

(See Oct. 15 NPN, p. 63 for weights allotted by IPAA 
to the various refinery districts, products and crude). 
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Reducing Storage Tank Evaporation Losses 


The study of evaporation losses from oil storage tanks is an im- 
portant continuing project of the Division of Marketing of the Amer- 


ican Petroleum Institute. 


The API appointed, within its Depart- 


ment of Technical Services, a Program Committee on Evaporation 
Loss Symposium with J. H. McClintock, Esso Standard, New York 
City, chairman; and E. O. Mattocks, of the API in New York City, sec- 


retary. 


The Program Committee organized three groups—with H. C. 
Packard, Shell, New York; E. L. Hoffman, Socony-Vacuum, New 
York; and L. S. Wrightsman, Humble Pipe Line Co., Houston, serv- 


ing as chairmen. 


The work of each of these three groups was presented at the 
annual meeting of the API last week. 

Due to the length of the symposium, NPN is publishing a series 
of articles containing partial texts of the views of the three API 
groups. First in the series follows: 


»* 


The tank temperature changes of 
particular interest in a study of 
evaporation losses . . . are those which 
result during the day from heat in- 
put by solar radiation and by high 
atmospheric temperatures, and those 
which result during the night from 
heat loss to the atmosphere and by 
nonluminous radiation into space. 

Wide temperature variations will 
increase the volumes of vapor or air 
which flow through the tank vents 
and, conversely, anything which can 
be done to minimize temperature 
changes within the tank will reduce 
such flow. Although control of solar 
radiation and weather conditions is 
not possible, there are a number of 
other things which can be done to 
minimize heat transfer, with result- 
ant temperature change, as follows: 


a. Painting the tank with white 
paint of the so-called “self-clean- 
ing” type: There is ample evi- 
dence that this kind of paint gives 
the lowest heat absorption and 
greatest reflectivity of any of the 
common tank paints. 


b. Applying heat insulation to 
the tank roof: This will reduce 
heat input through the roof, thus 
decreasing temperature change in 
the vapor space and heat radiated 
to the oil surface. However, this 
will not affect heat input through 
the shell which, according to sev- 
eral investigators, is the principal 
source of heat input to the liquid 


* 


* 


body, and which may be a signi- 
ficant source of heat input to the 
vapor space when the tank is only 
partly filled. 


c. Water sprays on the roof, or 
the use of a water-deck roof, will 
produce results similar to roof in- 
sulation. 


d. Installation of pressure and 
vacuum breather valves on the tank 
vents, although not actually a 
means of limiting temperature 
change, produces a similar result 
of reducing flow through the vents 
by requiring that a low but defi- 
nite pressure be developed in the 
tank before out-breathing of vapor 
will occur, and by requiring a slight 
degree of vacuum be developed be- 
fore inbreathing of air takes place. 
A more important function of these 
valves is the complete elimination 
of windage losses. 


Wind 


On tanks equipped with breather 
valves the effects of wind are lim- 
ited to the extent to which heat in- 
put to, or heat loss from, a tank is 
affected by wind. . . Multiple open 
vents are particularly objectionable, 
but a form of windage can occur with 
but one open vent. Gusts and other 
wind variations can cause small, rapid 
pressure fluctuations at a single vent, 
thus producing inflow and outflow in 
“puffs” which, although small in 
individual volume, become large in 


the aggregate and can constitute 
serious losses. 


Vapor-Space Volume 


In any given tank with a fixed roof, 
vapor-space volume is at a minimum 
when the tank is full, and at a maxi- 
mum when the tank is empty—with 
an infinite number of possible vari- 
ations between. 


Obviously, at a given temperature, 
more liquid will evaporate into a 
large space than into a small one. 


Tank Size and Proportions 


Discussions presented so far have 
considered only a typical fixed-roof 
tank of unspecified size. If evapora- 
tion-loss results are obtained on tanks 
of certain sizes, and if it is desired 
to extend those results to the predic- 
tion of possible losses from tanks of 
other sizes, it becomes necessary to 
ascertain what may be the effects of 
variations in tank size and propor- 
tions. For example, if two tanks of 
the same capacity may be considered, 
one of large diameter and low height 
and the other of smaller diameter 
and greater height, it seems prob- 
able . . . that the lesser loss would be 
sustained with the latter tank. 


Losses From Cone-Roof Tank 


Effect of Paints 


It is generally recognized that 
heat-reflective paints have an im- 
portant effect upon temperature 
changes inside the tank. However, 
only four companies reported infor- 
mation from which paint factors may 
be derived. 


Based on these averages, chalking 
white will reduce breathing losses 
about 25%. Light gray is slightly 
inferior to aluminum. Black, no 





Equipment and Literature 


Descriptions and illustrations 
of new oil marketing equip- 
ment will be found on p. 67 in 
this issue. Literature on equip- 
ment is published on p. 77. The 
check list for obtaining more 
information appears on p. 68. 
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Highway’s more circular oval strengthens tank, 





reduces vibration and prevents leaks at welds 


Highway tanks perform better because they are 
butle better and they are designed better! When 
Highway engineers designed the oval cross- 
section of the Highway tank trailer they made it 
rounder than others. This roundness prevents 
the vibration that causes welds to come apart 
and leak. Just like twisting a wire back and forth 
until it breaks ... a tank that vibrates will start 
to leak at the welds in time. Highway craftsmen 
take this advanced principle of eshan and build 
the tank trailer of tough, hi-tensile steel. Then 
you've got the maximum in strength. That’s why 
operators everywhere are swinging to Highway. 
See your friendly Highway distributor or factory 
branch today ... challenge them to prove to 
ou that Highway trailers are better for all your 
hauling needs. 


HIGHWAY TRAILER COMPANY 



































PLANTS AT 
Edgerton, Wisconsin 
Stoughton, Wisconsin 


HIGHWAY 
TRAILERS 


























The Shorter Radius is the Secret 


In the tank’s coupling area, Highway’s oval has only 
a 90” radius while other tanks have a 120” radius. 
From the drop-section back, Highway uses an oval 
with a 62%" radius while others use a 90" radius. 
This difference in radius gives the Highway tank 
greater strength, lack of vibration, and welds that 
won't leak ... even after hundreds of thousands of 
miles of road service. 


* Headquarters: Edgerton, Wisconsin 


MANUFACTURERS OF 


Commercial Trailers, 
Trailerized Tanks + Pub- 
lic Utility Truck Bodies + 
Earth Boring Machines - 
Pole and Cable Reel 
Trailers * Winches + 
Power Take-Offs + Serv- 
ice Accessories 


DESIGNED, BUILT, SERVICED — “ways a Little better 
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ILLINOIS 








INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiano 











OFFERING THE OIL INDUSTRY THE 
FINEST IN OL EQUIPMENT 


@ BULK PLANTS 

@ SERVICE STATIONS 

@ TRUCK TANKS 

@ ENGINEERING & SERVICE 


COFFIELD SUPPLY CO. 


1626 So. Main St. South Bend 24, Ind. 








LOUISIANA 








SERVICE EQUIPMENT CO. INC. 


The House of Service 
Exclusive Agents—Brodie Meters—Ever- 
tite Quick Couplings—Gorman Rupp Oil 
Pumps—Hewitt Oil Hose—Joyce Lifts 
ond Jacks—A. Y. McDonald Brass. 


726-28 Girod St. New Orleans, Loa. 
Cable Address—Serveco 











MICHIGAN 





R. V. SEAMAN CO. 


Michigan's largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 


SAGINAW—DETROIT— 
GRAND RAPIDS 








THERE'S A 


Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


R. V. SEAMAN CO. 


410 James Ave. Saginaw, Mich, 





rea mle 


SERVICE SPECIALTIES INC 


1 >T ERSEY 


EQUIPMENT 





Table 1—Paint Factor F, for Breathing Losses 


Paint 


EE hb. octave vk sausdhweds 
SO. wo0de cwkweletbeawe 


Needs repainting kn 
New aluminum .... 0.80 


Company 


Company 
B 

1.00 

0.75 

1.10 


repr oes ges 
RERSAS SS 


* Company “pe factors are for roof only. All other facters ‘are for entire ‘roof and shell 


painted as stated. bo 
- t Entire roof and shell painted as stated. 


paint, or paint in poor condition will 
increase breathing losses about 25%. 
One company reported that new 
aluminum is considerably better than 
weathered aluminum, but this is of 
no practical importance because 
aluminum paint weathers in a few 
days to a surface of intermediate 
heat reflectiveness. Furthermore, in 
some corrosive and dirt-laden atmos- 
pheres, any paint will revert to 
“black-body” heat absorption, thus 
very quickly increasing the paint fac- 
tor to about 1.25. 


Tank Condition 


Open vents result in enormously 
higher losses from tanks which store 
volatile liquids. Any leak in a tank 
roof or accessory is equivalent in 
some degree to an open vent. Gusty 
or turbulent winds across an open 
vent cause rapid pressure variations 
at the vent. In brisk winds, pres- 
sure variations in the order of \% in. 
of water have been observed. This 
causes a rapid breathing in the form 
of short puffs, with resulting high 
evaporation loss. 


Open vents and leaks are also high- 
ly undesirable, in any tank which con- 
tains flammable liquids, from a fire- 
protection standpoint. 


Conservation-Type Tanks 


One of the earliest of the conser- 
vation-type tanks presented to the 
industry is the floating-roof tank, in 
which the roof floats on the surface 
of the product. The floating-roof 
tank has several advantages, the 
most important of which is that it 
minimizes evaporation losses, par- 
ticularly when the turnover rate in 
the tank is high. Furthermore, it 
minimizes the fire hazard, and re- 
duces corrosion by sour crude and 
other sour petroleum products. It 
has found its principal application in 
the storage’: of crudes*™"gasolines, 
naphthas, and related products. 

The floating-roof tank reduces the 
fire hazard by removing the conditions 
which might allow the contents of 
the tank to burn. The steel deck 
rides directly on the oil, covering all 
but a 12-in. or smaller ring at the 
edge of the deck. Air cannot reach 
the oil under the deck when»the roof 
is afloat. Consequently, the oil can- 
not be ignited. In addition, no explo- 


_ Sive mixture is held above it in nor- 
- mal service.’'The space between the 


deck and shoes of the floating roof 
is covered with a fire-resisting, flex- 
ible material. If the vapors within 
the seal should be ignited, the pres- 
sure would be released through the 
vents and the flames would be snuffed 
out when the vents closed. If a flame 
from either inside or outside should 
burn a hole in the seal, this flame 
does not seriously damage the tank, 
and is easily extinguished. 

On any type of floating roof the 
problem of snow removal can be seri- 
ous and, for this reason, these roofs 
sometimes are not used where se- 
vere winter conditions are apt to be 
experienced. 

For the purposes of this diseussion 
it has been found expedient to classi- 
fy the floating-roof tank in two prin- 
cipal types as follows: 

1. Pan-type 


2. Pontoon-type 
a. Single-deck 
b. Double-deck 


Description of Types 
Of Tanks to Be Considered 


1. Pan-Type Roof 


The original floating-roof tank of- 
fered to the industry some $3 years 
ago was with the pan-type roof. A 
cross-sectional view of one type of 
pan roof is shown in Fig. 1. The pan- 
type floating roof is comparatively 
simple in design—corresponding es- 
sentially (as the name implies) to a 
pan floating on the surface of the 
liquid. The roof is pitched slightly 
to the center in order to provide for 
drainage of water which collects on 
the roof. 

It is generally recognized that a 
floating-roof tank, to be desirable, 
must not be subject to sinking due 
to imposed loads of rain or snow. 
As the pan roof has poor buoyancy 
characteristics, it represents a rather 
unstable design. 

The lack of stability of the pan- 
type roof is shown by the fact that 
by 1927 a large number of pan float- 
ing roofs had been built, and there 
were enough sinkings of this type of 
structure to make it evident that a 
non-sinkable roof was necessary. 
This was the major reason for the 
development of the pontoon roof. 

Besides the undesirable feature of 
poor stability in the pan-type roof, 
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Fig. 1—Pan-Type Floating Roof 





wf 


TRUSS 


ScREEN 


oe 








WATER 


Se: f ORAIN 


DECK 


GATE VALVE 








PENNSYLVANIA 





E. 0. HABHEGGER CO. 


Fairmount Ave., ot 24th St 
PHILADELPHIA, 30 


HABHEGGER 
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For The Petrolewm Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 





there is a tendency toward boiling of 
the more volatile stocks. 


It is not recommended for gasoline 
stocks, because boiling may occur as 
the result of solar heat on the single 
deck which is forcibly maintained in 
contact with the oil. 


In view of the relatively low cost 
of the pan-type roof, it is not sur- 
prising that such roofs are still being 
built, especially on the Gulf Coast 
and West Coast sections of the coun- 
try. In other sections of the coun- 
try, however—particularly for gaso- 
line storage—the pan-type roof is 
gradually becoming obsolete. 


NEW JERSEY 


PRICE SIGNS 
On Gas Pumps Show 
State and Federal 
Taxes Separately. 
Remind Motorists that 
Taxes are high. 
Send for Circular. 
TEN HOEVE BROTHERS 
359 McLEAN BLVD. 
PATERSON 3, N. J. 














NEW YORK 





RENICK & MAHONEY, INC. 
380 Second Avenue 
New York 10, N. Y. 
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2. Pontoon-Type Roof 
a. Single-Deck Type 


The most important development 
from the pan-type roof was typified 
by the pontoon roof which contained 
annular pontoons. 

The annular pontoon roof was de- 
veloped by constructing enclosed air 
spaces within the roof to add buoy- 
ancy and stability to the floating 
roof. The roof then becomes almost 
impossible to sink when added weight, 
such as water, is placed anywhere 
on the roof—even on the edge. 

One type of pontoon roof has a 
continuous annular ring of pontoons 
with a center section of single-sheet 
thickness. A cross-sectional view is 
shown in Fig. 2. The top plates of 
the annular pontoon slope downward 
slightly toward the center section, 
whereas the bottom plates slope up- 
ward slightly toward the center of 
the roof. The slope of the top plates 
is provided for the purpose of drain- 
ing water toward the center of the 
roof, whereas the bottom is sloped 
to trap the vapors which form in the 
liquid under the roof. The center 
section is provided with a water drain 
which permits the water which col- 
lects on the roof to flow into the 
liquid or through a flexible drain con- 
nection to the outside of the tank. 

Because a floating-roof tank is open 
and subject to the weather, particu- 
larly ice and snow, a clear deck is a 
desirable feature from the point of 
view of maintenance. 

In general, the pontoon roof has 
an undersurface which rests almost 
entirely on the surface of the liquid, 
thus eliminating practically all air 
space and securing a reasonable de- 
gree of stability and suitable drain- 
age facilities. There are several 
variations of the pontoon roof, in one 
of which there is a pontoon at the 
center of the roof in addition to an 
annular pontoon ring. In another 
variation a center-weighted type of 
roof is used. 

Although some boiling may also 
take place under the annular pontoon 
floating roof, it would be consider- 
ably less than with the pan-type roof. 


b. Double-Deck Type 
The double-deck type of pontoon 
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Fig. 2—Annular Pontoon Floating Roof 
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roof has a top deck covering the 
entire area of the roof, one example 
of which is shown in Fig. 3. It has 
greater stiffness than other types of 
pomtoon roofs, and, because of this, 
it is less subject to deformation or 
bending under heavy ice, rain, or 
snow loads. 


A disadvantage of the double-deck 
roof is that it requires appreciabiy 
more steel, and it represents a cost 
increase over the single-deck pontoon 
roof. However, for stocks with high 
true vapor pressure, it offers the 
maximum protection among existing 
designs against high liquid tempera- 
tures which would be conducive to 
boiling during hot and sunny days. 

In addition to the improvement 
gained by adding the pontoons, there 
have also been improvements in the 
form of seal used between the outer 
perimeter of the roof and the shell 
of the tank. The earlier single-deck 
pontoon roof had a single seal only. 
Secondary seals were added later to 
prevent excessive windage losses 
when rivet heads or a poor-fitting 
sealing ring caused a wide gap be- 
tween the sealing ring and the shell. 
In connection with the seal, the great- 
est improvement was effected by the 
introduction of the all-welded shell 
which permits a very close fit be- 
tween the shell and the shoes (and, 
therefore, the seal), as there are no 
rivet heads or plate laps protruding 
on the inside of the shell. In gen- 
eral, this secured a marked reduction 
in evaporation losses which resulted 
from the exposed liquid area. 

In tankage generally, evaporation 
losses are usually divided between 


the so-called standing storage losses 
and the filling losses. It will be 
shown subsequently that, although 
the filling losses are low for float- 
ing-roof tanks, some losses are ex- 
perienced and, therefore, this source 
of loss must also be considered. 


Standing Storage Losses 


The standing storage losses are 
caused primarily by the leakage of 
vapors between the outer seal ring 
of the roof and the tank shell. In 
addition, a small amount of vapor 
will pass by diffusion through the 
flexible seal which is ordinarily em- 
ployed. Another loss occurs through 
the slot between the seal shoes and 
the shell of the tank. Other losses 
undoubtedly occur through small not- 
easily-detectable openings in the seal 
area. The largest potential source 
of standing loss, however, is caused 
by an improper fit of the seal and 
shoe to the shell, because in this case 
some liquid is directly exposed to the 
atmosphere. 


Specific Storage-Loss Data 


1. Riveted Tanks—Double-Seal 


The losses reported by investigators 
on all riveted tanks vary from a low 
of 0.37 to a high of 1.42 bbl. per foot 
diameter per year per pound of true 
vapor pressure. In most cases the 
data indicate that the loss rate is 
constant regardless of the size of the 
tank considered—although one com- 
pany reports an increase in this fig- 
ure as the tank diameter is increased. 
It is the general consensus that the 
loss is substantially. constant per 


Fig. 3—Double-Deck Floating Roof 
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foot of diameter, regardless of the 
size of the tank considered. 


Although single-seal floating roofs 
installed in riveted tanks are not 
further considered in this report, an 
average of the data presented indi- 
cates that the loss will approximate 
1.20 bbl. per foot diameter per year 
per pound of true vapor pressure. In 
this connection, it will be obvious 
from later data that, if there is a 
floating-roof riveted tank on which 
the seal needs replacement, the re- 
placement should include a secondary 
seal as well as the original primary 
seal. The data submitted on float- 
ing roofs with double seals, installed 
in riveted tanks, indicate that the 
losses on the average are appreciably 
below those on floating-roof riveted 
tanks which contain only one seal. 
A weighted average of the test data 
available to the committee indicates 
that the standing storage loss should 
be: 

Floating-roof tank, riveted shell, 

double-seal: 0.56 bbl. per foot 

diameter per year per pound of 
true vapor pressure. 


2. Butt-Welded Tanks — 
Single or Double-Seal 


On a butt-welded tank it is pos- 
sible to obtain a much closer fit of 
roof to shell than is the case with a 
riveted tank because of the absence of 
the rivet protrusions and lap joints. 
There is divided opinion as to the jus- 
tification for a double seal on a 
welded tank. The double seal may, 
however, further restrict the adverse 
effect of wind currents which tend to 
increase standing losses. On the 
other hand, if a single seal is made 
sufficiently tight on a welded tank, 
in our opinion the additional savings 
secured by the secondary seal may 
not be warranted on a payout basis in 
view of the cost of this seal. 


The available loss data indicate 
that standing storage losses on most 
types of welded tanks, both single 
and double-seal, do not vary great- 
ly. . .. The data indicate a loss ex- 
pectancy on welded tanks ranging 
from 0.30 to 0.54 bbl. per foot diam- 
eter per year per pound of true va- 
por pressure. A careful analysis of 
all data indicates that the average 
standing storage-loss expectancy is 
as follows: 

Floating-roof tank, welded shell, 
single- or double-seal: 0.49 bbl. per 
foot diameter per year per pound of 
true vapor pressure. 


In this connection, incidentally, 
there is the possibility that further 
tests on standing loss on more re- 
cently erected butt-welded shell tanks 
would show even lower standing 
losses than are reported herein. 


There is some opinion that a 
welded double-deck tank would have 
slightly lower losses than a welded 
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single-deck tank and, in view of the 
increased use of the double-deck tank 
in certain quarters, it would certain- 
ly seem that further data should be 
obtained so that the additional eco- 
nomic benefits and payout, if any, 
from the increased installation ex- 
pense would be known with a greater 
degree of accuracy. The double-deck 
tank has excellent stability, and the 
added insulating value would be par- 
ticularly advantageous in the stor- 
age of products with high true vapor 
pressures such as motor gasolines 
admixed with natural gasoline. 


Summary of Standing 
Storage Losses 


It is apparent that, if a floating 
roof is used on a riveted tank, it is 
good economy to use a double seal. 
When repairs are made, it is advis- 
able, particularly on gasoline stocks 
to install the secondary seal even 
though it was not furnished original- 
ly. 

As regards the comparison be- 
tween welded shell tanks and riveted 
shell tanks, the welded tank natur- 
ally shows a somewhat decreased 
standing loss for the reason that a 
better fit can be obtained between 
Shoe and seal, thereby, decreasing 
the liquid surface exposed to the 
effect of evaporation and varying 
wind velocities. 


Filling Losses 


The industry has customarily con- 
sidered that the filling losses on a 
floating-roof tank may be considered 
negligible for all practical purposes. 
Data obtained by one oil company 
indicate that an average filling-loss 
figure would be approximately of the 
order of 0.02% of throughput. 

The filling losses may be considered 
as the sum of two separate losses: 


a. Loss due to wetting shell. 
b. Loss due to wicking. 


Inasmuch as authorities agree that 
there is some filling loss which is 
usually termed as negligible, and as 
considerable data on losses gener- 
ally are in excess of what may be 
deduced from the standing storage 
loss of 0.005% shown previously, it 
has been agreed that a suitable com- 
promise would be the use of an av- 
erage figure of 0.01% loss based on 
total throughput: 

Filling losses, floating-roof tanks, 

all types equals 0.01% of 

throughput. 


Economics of Floating-Roof Tanks 


A conservation-type tank is justi- 
fied over a cone-roof tank or over an- 
other type of conservation tank only 
when the economies secured there- 
by result in a reasonable payout over 
the incremental cost incurred by its 
purchase. Our calculations have not 
been converted to “reasonable pay- 
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Table 2—Economics of Conservation-Type Tanks 


Size of Tank 


Barreis Feet 
60 x 40 


a. Case I—20,000 
b. Case II—55,000 


c. Case III—80,000 


100 x 40 
120 x 40 


Turnovers 
(Times) 
6 
20 
6 
20 
6 


20 


Losses on Floating-Roof Tanks—Motor-Gasoline Pontoon-Roof Welded Tanks, Single- or Double-Seal 


Tank capacity (barrels) ..... itn ‘ 
Annual] throughputs (turnovers) ...... 6 
Annual loss (barrels): 
1. Standing ......<. :aaus ; 153 
2. Filling 12 


re my ‘ 165 
Value of loss . ve r A $693 
Increase in maintenance over cone-roof 376 


Total annual equivalent loss .. $1,069 
outs” because such determinations are 
dependent on costs of conservation 
equipment, tax structure, and com- 
pany policy—among other factors. 


Case I 
20,000 


Case ll Case Ill 
55,000 80,000 
20 6 20 6 20 


153 255 255 306 306 
40 33 110 48 160 
193 288 365 354 466 
$811 $1,210 $1,533 $1,487 $1,957 
376 628 628 TH 755 


$1,187 $1,838 $2,161 $2,242 $2,712 

In Table 2, six and 20 turn- 
overs annually were chosen for the 
reason that, for turnovers less than 


six, the floating roof would not nor- 


Rather, we have chosen several typi- 
cal, but arbitrary, examples of the 
value of losses from conservation 
equipment for comparison with the 
value of losses from the unprotected 
equipment. 

In the examples chosen there are 
three sizes of tanks with two 
throughputs for each tank size. The 
throughputs are given both in bar- 
rels and in turnovers, as indicated in 
Table 2. 


mally be used, whereas for turn- 
overs greater than 20, the float- 
ing roof would normally always be 
used. Intermediate conditions, of 
course, would require interpolation. 
The average annual Reid vapor pres- 
sure has been assumed at 10 Ibs. 
which, at an average temperature of 
60 deg. F., will correspond to a true 
vapor pressure of 5.2 lbs. The value 
of the gasoline has been arbitrarily 
assumed at 10c per gal., or $4.20 per 
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bbl. If it is desired to compute 
losses based on different sizes of 
tanks and on these data for through- 
puts, Reid vapor pressure, tempera- 
ture, and laid-down cost, it can be 
done as in examples given in Table 2. 


Conclusion 


As the floating-roof tank has a very 
low filling loss, it is particularly ad- 
vantageous when products with a high 
throughput rate are stored, viz.. when 
the number of annual turnovers is 
great. The economics must be deter- 
mined as indicated in the foregoing 
discussion. In the case of crude oils 
and stocks of lower volatility or 
value, a larger number of turnovers 
would be necessary to insure arriving 
at a reasonable payout. 


By means of the foregoing de- 
scription, formulas, and accompany- 
ing numerical results, it is felt that 
the economic feasibility of floating 
roof tanks can be determined with 
reasonable accuracy. 


Inasmuch as floating roofs of all 
types in effect eliminate the vapor 
space, the venting of vapors due to 
breathing are, to an equivalent degree, 
eliminated. Correspondingly, vapors 
are not vented to the atmosphere dur- 
ing filling operations as they are when 
cone-roof and variable vapor-space 
tanks are filled. 


On the other hand, the floating 
roof, to be successfully operated in 
severe northern climates, will prob- 
ably require diligent maintenance. 
Snow and ice which collect on the 
roof must be removed if there is 
danger of overload. The more se- 
vere the winter conditions, the more 
care is required in operation—even 
to the extent that floating roofs may 
be eliminated from consideration. 


Floating-roof tanks are more dif- 
ficult to gage accurately, particular- 
ly when the roof is not floating but 
is resting on its supports. However, 
this is not necessarily a serious lim- 
itation for, in normal operation, the 
roof should be floating. It is also 
important, in the interest of ac- 
curacy, to account for overloads such 
as snow, ice, or water. 


To the extent that absolutely defin- 
itive data are not available, this com- 
mittee feels that additional work is 
necessary. It was pointed out in the 
body of this report that published re- 
sults are based generally on data 
taken some years ago and, there- 
fore, may not entirely apply to pres- 
ent equipment. It is felt, therefore, 
that the improved and modern de- 
signs should be subjected to exhaus- 
tive tests. 


(Next article on the study of evap- 
oration losses in oil storage tanks 
will appear in a subsequent issue 
of NPN.) 
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Kiils Restroom Odors 
(Service Stations) 


A new electric lamp called “ODOR- 
OUT” dispels odors in restrooms 
when used in the proper auxiliary 
fixture. When lighted, the new bulb 
or bulbs produce ozone which, in ef- 
fect, is a form of oxygen that is syn- 
onymous with “a breath of fresh air.” 
The ozone is a powerful oxidizing gas, 
“burning up” odor bearing molecules. 
The lamp also is helpful in combating 
mildew and mold odors that are com- 
mon with some station locations, Op- 
erating cost of the lamp is small as 
it consumes only 9 watts of electri- 
city. This is estimated to amount to 
about 5c a week when operated 24 
hours. A variety of fixtures is avail- 
able. Westinghouse Electric Corp., 
Sterilamp-Tenderay Dept., Bloom- 
field, N. J. 


Circle No. 1 on Reply Coupon 


Tank Truck Pump 
(Tank Trucks) 


A new line of tank truck pumps is 
designed for direct connection to the 
power take-off. Company says prices 
of the new pumps are lower than 
previous models because of design 
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changes. The pump is smaller in size 
and lighter in weight than older mod- 
els. Four basic models of these self- 
priming centrifugals are in produc- 
tion—all with diffuser type priming. 
Each pump can be supplied for clock- 
wise or counterclockwise shaft ro- 
tation and choice of five discharge 
ports. Two gear ratios are available: 
1:4.14 and 1:2.79. Capacities range 
upward to 400 g.p.m. Marlow Pumps, 
Ridgewood, N. J. 


Circle No. 2 on Reply Coupon 


Air Check Valve 
(Service Stations) 


A universal air compressor check 
valve is simple in design—consisting 
of two castings, one spring and one 
stainless steel disc—and quiet in op- 
eration. The valve is of the manifold 
type, and it fits all compressors up 
to 15 h.p. No special tools are re- 
quired to make repairs. Air Industries 
Co., Inc., Box No. 4536, Columbus 3, 
Ohio. 


Circle No. 3 on Reply Coupon 


Truck Loader 


(Trucks) 

A hydraulic end-loader for all 
makes of trucks is available in four 
models with loading space of 28 x 
84” to 34 x 90”. The units have a 
capacity of 2,000 Ibs. Power for the 
loader is supplied from the truck 
engine through a power take-off. This 
ettuates a hydraulic hoist which lifts 
or lowers the end gate as desired. 
The Galion Allsteel Body Co., Galion, 
Ohio. 

Circle No. 4 on Reply Coupon 


Truck Lettering 


(Trucks) 

A new decal is designed for use as 
lettering and decoration on trucks. 
Application is said to be accomplished 
faster than usual. A special adhesive 
eliminates involved and complicated 
varnish or cement applications. The 
new decal is resistant to weather and 
can be applied to almost any type of 
surface, finished or unfinished, air 
dried or baked. Most any color, size 
or shape decal is available. Ameri- 
can Decalcomania Co., 4344 Fifth 
Ave., Chicago 24, Ill. 
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Fuel Oil Tank Cleaner 
(Fuel Oil Distributors) 

A liquid type of vacuum cleaner 
removes bottom sediment from home 
fuel oil tanks. The equipment cleans 
gasoline or fuel oil tanks with Nos. 
1, 2, and 3 oil, either basement or 
underground tanks. The tank may 
be full of product while being cleaned, 
and there will be no detrimental 
disturbance of the clean product, nor 
much lost. To clean a tank, there 
must be enough product to cover the 
entire bottom area to be cleaned. 
Dirt, water and sludge pass through 
a patented visible gage glass assem- 
bly through which the operator can 
watch and see clearly how fast to 
move the bottom cleaning nozzle. In 
cleaning a 275-gal. tank, the bottom 
sediment or total amount of product 
removed will run from five to 20 gals., 
depending on the age of the tank and 
amount of accumulation. The vacuum 
cleaner is portable and cleans tanks 


without interrupting service. Im- 
proved burner performance with few- 
er service calls is said to result from 
use of the equipment to clean tanks. 
Profit possibilities also are said to 
exist in the actual cleaning opera- 
tion. Visa-Clean Corp., Randallstown, 
Baltimore Co., Md. 
Circle No. 6 on Reply Coupon 
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Masonry Waterproofer 
(General Maintenance) 


A water repellent coating is pre- 
pared so that it may be applied to 
all masonry surfaces with brush or 
low pressure spray. The sealer is 
transparent and leaves no after stain 
and will not change colors when ap- 
plied. While repelling water the coat- 
ing still permits the masonry to 
breathe and presents a good surface 
for applying paint. Phil-O-Seal Inc., 
6001 Washington Blvd., Culver City, 
Calif. 
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Filter for Oil Burner 


(Fuel Oil Distributors) 

A new fuel oil filter is designed to 
operate with the largest oil burner 
installations and is for use on the 
suction side of pressure fuel feed 
systems. The filter has a pre-screen- 
ing top section in addition to a large 
ceramic filter element. The top 120- 
mesh section can be cleaned inde- 
pendently, and a drain cock provides 
for removal of sediment or water in 
the main filter bowl. The filter ele- 
ment may be removed for cleaning 
or replacement by release of a single 
screw. All service operations may be 
performed without disturbing line 
connections. Marquart Manufacturing 
Co., 1241 High St., Oakland 1, Calif. 


Circle No. 8 on Reply Coupon 


Rust Preventative 


(General Maintenance) 

A new type of rust preventative 
pigmented primer does its work by 
sealing out air and moisture. It dries 
with a hard film over which any type 
of decorative finish may be applied 
and no discoloration will result. The 
primer can be applied with brush or 
spray. It is applicable to wood as 
well as metal. Pioneer Chemical and 
Mfg. Co., 1826 Columbus Road, Cleve- 
land 13, Ohio. 


Circle No. 9 on Reply Coupon 


Lube Additive 


(Oil Compounders) 

A replacement for blown rape seed 
oil is used as an additive to marine 
engine oils to promote water in oil 
emulsions. Product is a _ synthetic, 
and 5% Alox 1657 is equivalent to 
10% blown rape seed oil in marine 
engine oil formulations, company 
says. Alox Corp., Buffalo Ave. and 
Iroquois St., Niagara Falls, N. Y. 

Circle No. 10 on Reply Coupon 
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Motor Oil Dispenser 
(Service Stations) 


A bulk motor oil dispenser deliv- 
ers one measured quart at the touch 
of a button. No hand pumping is re- 
quired as the unit operates on air 
pressure. The dispenser is started by 
activating the control button and dis- 
penses one quart of fluid in six sec- 
onds. Less than a quart is dispensed 


by releasing the button when the de- 
sired amount has been reached. When 
the button is released, the dispenser 
recharges and is ready for the next 
full quart delivery. Unit requires a 
minimum of 50 lbs. of air pressure 
and is designed to operate in all 15, 
30 and 55-gal. drums and to fit all 
highboys by using an adapter. Gray 
Co., Inc., 1015 Sibley St., Minneapo- 
lis 13, Minn. 


Circle No. 11 on Reply Coupon 


Protects Vacuum Cleaners 


(General) 

An electronic motor shutoff pro- 
tects industrial vacuum cleaner mo- 
tors against flooding troubles. When 
vacuum tanks are overloaded and wa- 
ter is present the electric motor may 
be flooded. The electronic shutoff is 
an independent wiring system which 
includes two electrodes mounted par- 
allel at the base of the turbine. When 
a liquid crosses these electrodes the 
circuit is broken, shutting off the 
motor. Motor then cannot be started 
until the electrodes have been dried, 
vac tank emptied, filter drained, and 
the motor switch turned off and back 
on. Multi-Clean Products, Inc., 2277 
Ford Parkway, St. Paul 1, Minn. 


Circle No. 12 on Reply Coupon 


Drum Faucet 


(Bulk Plants, Terminals) 

A lock lever faucet for drums has 
cupped spring washers, instead of 
regular faucet washers, which exert 
constant and even pressure to keep 
the faucet plug seated. The faucet 
has %” pipe threading, and is avail- 
able with or without threaded hose 
connection at outlet. Morse Manu- 
facturing Co., Syracuse, N. Y. 
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Advantages of KIM operation: 
Gives quick, easy starts 
Reduces motor wear 
Prolongs life of batteries 
Reduces fuel consumption 
Saves warm-up time 
Cuts cost of terminal heating 


For stationary or mobile engines— 
diesel or gas 


Four models —easily installed 
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electric pre-heater...for Gas and Diesel Engines 








It’s this simple—equip your cars 
and trucks with KIM Hotstarts 
and you end major worries of 
winter operation. Engines purr 
like kittens. Starting is fast and 
smooth. You don’t use as much 
fuel and you spend less on repair 
bills. All told, there are so many 
advantages that we say, without 
hesitation, KIM Hotstart is the 
best wintertime investment that 
you can make. 


See your dealer or write for 
literature. Many of the smartest 
fleet operators in the country know 
KIM, use KIM, like KIM. Why 
don’t you profit from their expe- 
rience? Sold and installed by lead- 
ing automotive suppliers. See them 
for information or use the coupon. 


5 


KIM HOTSTART MFG. CO. 
West 917 Broadway, Spokane 11, Wash 


Please send literature, prices, name of local KIM decler 


Nome 
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New Gate Valves 


(Bulk Plants, Terminals, Trucks) 


A new line of gate valves for use in 
oil service weigh about as much as 
aluminum or about one-half that of 
bronze. Body is 12 gage and is fab- 
ricated by metallic are welding from 
steel stampings, seamless steel tub- 
ing, and machined steel bar, Seats 


a) 
HOSE REELS 


CLIFFORD B. HANNAY & SON, Inc 
Ww "i 
ESTERLO. New YO® 


There's a HANNAY 
For EVERY HOSE 
REEL Need .. . 
Ask Your Supplier 


© 1952, C.B.H. & S., Inc. 
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are of stainless steel, 18% chrome and 
8% nickel. Stem is machined from 
wrought brass bar and double thread 
reduces by 50% the number of revo- 
lutions to close the valve. Gates are 
full floating, two piece bronze with 
oversize guides. Large size stuffing 
box has three packing rings, a brass 
gland, and steel stamped nut Which 
is cadmium plated. One model is a 
hose gate valve and has a threaded 
outlet and flanged inlet which elimin- 
ates need for pipe nipples. The other 
is full flanged type. Allegheny Valve 
Co., 348 Pennsylvania Ave., West 
Warren, Pa. 
Circle No. 14 on Reply Coupon 


Reduction Gear Motors 
(Bulk Plants, Terminals) 


A new line of single-reduction gear 
motors is designed for light duty 
coupled service applications such as 
pumps. It is available in ratings from 
1 to 30 h.p., AGMA Classes I and 
II. Gear motors are able to deliver 
power at speeds comparable to slow 
speed motors while utilizing smaller 
and more efficient high speed mo- 
tors. Westinghouse Electric Corp., 
P.O. Box 2099 Pittsburgh 30 Pa. 


Circle No. 15 on Reply Coupon 


~~ Those 
Who Know 
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HOSE REELS 


@ SAFE e@ EFFICIENT 
© Completely DEPENDABLE 
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Directional Lights 


(Trucks) 


New directional signal lights are 
designed to reduce vibration and 
socket corrosion, thus increasing bulb 
life. This is accomplished by mount- 
ing the bulb socket 45 deg. away 
from each lamp’s base rather than 
at the base. Moisture, dust and grime 
cannot settle at the bulb socket and 
cause corrosion. The series of lights 
consists of a hollow-stud, pedestal- 
mount lamp with red or amber lens; 
a flush-mount lamp with red or am- 
ber lens; and a two-face, follow-stud- 
mount lamp with red and. amber 
lenses. Sparton Automotive, Jackson, 
Mich. 
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Close Quarters Truck 
(Warehouses) 


A new electric “stand-up” fork 
truck can operate within its own 
length and is designed for use in 
close quarters and narrow aisles of 
warehouses. It has a capacity of 2,000 
Ibs. at 24”; 2,500 Ibs. at 15”; and 1,650 
Ibs. at 30”. Clark Equipment Co., In- 
dustrial Truck Division, Battie Creek, 
Mich. 

Circle No. 17 on Reply Coupon 
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Be Ever-Right with 
EWVER-TITE 


Electronic Truck Sales 
(Bulk Plants, Terminals) 


New electronic type scales for 
weighing motor trucks require a shal- 
lower pit than most lever system 
scales. The truck platforms are sup- 
ported by four or six electronic weigh- 
ing cells depending upon the capacity. 
These cells are 6” high, hermetically 
sealed, and contain permanent resist- 
ance wire strain gage units which 
transmit the weight impulse to the 
indicator. No other equipment is re- 
quired in the scale pit. Truck scale 
capacities range from 10 tons to 50 
tons. Cox and Stevens Aircraft Corp., 
Mineola, N. Y. 
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Eneie | THE WORLD’S BEST 
| QUICK COUPLINGS 


No other equipment costs so little, yet saves so much in 
loading and delivery time. Patented Ever-Tites guarantee 
absolutely tight connections in an instant and they 
have never been known to jam or fail; predetermined 
te Labia SS MEM li Miamel lalate Malelilthielaitic-mm aiele(-teMa-lil tial i: 
tion of the finest quality materials makes them last in 
definitely even in the hardest service. There is no substi 


hich iclae aa lae nll Siclalelelasc Me el Mm ial. pe troleum industry 


Station Island Light | Made in all sizes for every type of hose coupling re 

(Service Stations) quirement. Stotked by leading equipment di$tributors 
A service station island light has everywhere 

a_single-piece, porcelain-finished, tur- 

ret-top hood that is weather-proof 

and leak-proof. It is supported by 

either a center column or double end 

columns. The light can be assembled 

in 6, 8, 10, 12, 16 and 20-ft. canopies 

from three basic parts, using two 

standard-sized lighting units. Slimline 

fluorescent lamps are used. The unit 

is available in any color combination. : 54th STREET NEW YORK 

Royalux Lighting Division, Montroy | 

Supply Co., 4165 Beverly Blvd., Los 

Angeles 4, Calif. 
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Automatic Transmission Service 


(Service Station) 

Five models in a new line of auto- 
matic transmission fluid dispensers 
are designed to provide clean, fast 
and profitable service. Features in- 
clude: fluid filter located behind noz- 
zle; strong, flexible metal nozzle 
services all makes of automatic trans- 
missions without use of adapters, and 
has non-drip tip; totalizing quart 
meter (furnished on four models) has 
16-qt. dial with two indicators, one 
for full quarts and the other for 
fractions of quarts. Fluid hose is 7 
ft. long, exclusive of filter and noz- 
zle. Aro Equipment Corp., Bryan, 
Ohio. 
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Stores Office Records 


(Offices) 

New space saving steel storage 
files for old office records are de- 
signed for accessibility. Old records 
may be moved from current files 
onto shelves in chronological, alpha- 
betical or numerical order. Label 


holders permit location and easy ac- 
cess as there are no boxes or draw- 
ers to pull out. Units which are 
equipped with front bases and fin- 
ished in olive green enamel are 3’ 
wide, 7’ or 10’ high, with choice of 
depths. Shelves adjust vertically on 
1%” centers to accommodate various 
size files. Any unit may be removed 
without moving adjacent units. 
Equipto, Division of Aurora Equip- 
ment Co., Aurora, II. 
Circle No. 21 on Reply Coupon 


Frame Pick-Up Lift 
(Service Stations) 


A new frame pick-up lift is de- 
signed to meet servicing problems 
imposed by automatic transmissions, 
intricate wheel suspension, frameless 
bodies and other mechanical features 
of new automobiles. It also is useful 
in handling repair, lubrication and 
brake work on all models of old cars. 
The lift puts transmissions, univer- 
sal joints and other parts out where 
they are accessible. It relaxes all 
spring suspensions and frees the 
wheels. The lift is a single-post type, 
and the pick-up superstructure is 2” 
thick steel. Pickup pads of oil-resist- 
ant synthetic rubber provide a posi- 
tive grip and protective cushion for 
the frame of the car. Wheel grooves 
position a car on the lift. The equip- 
ment will handle practically all cars 
without using adapters, but simple 
units are available for cars with un- 
usual frame construction. Rotary Lift 
Co., 1054 Kansas, Memphis 2, Tenn. 
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Hydraulic Jacks 
(Trucks, Service Stations) 


Four new models of heavy duty hy- 
draulic jacks are specifically designed 
for use on trucks having higher axles 
and larger tires. Available in three, 
five, eight and 12-ton capacities, the 
jacks have a higher low and high 
height than standard models, thus 
eliminating the necessity of blocking 
the jack in truck tire changing and 
service operations. Auto Specialties 
Manufacturing Co., St. Joseph, Mich. 
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Winshield Service Cabinet 
(Service Station) 

An all-metal windshield service 
cabinet has a towel removal slot on 
either side and a hinged door at top 
and bottom. The 4” by 8” towel re- 
moval slots permit towels to be taken 
from either side. A hinged door at 
the bottom eliminates handling of 
refuse. When this door is opened, all 
refuse drops from inside disposal case 
into waste container. The waterproof 
top is hinged for easy loading. A 
metal pocket on either side of the 
cabinet holds bottles of cleaning fluid. 
A two-slotted towel holder for multi- 
fold towels is available as well as 
inside single and multifold metal 
adaptors to fit present service cabi- 
nets. Sam C. Early Co., 3230 Mon- 
roe St., Toledo 6, Ohio. 
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Portable Yard Ramp 
(Warehousing) 

A portable magnesium yard ramp 
is designed to solve the problem of 
loading and unloading freight cars 
where no dock facilities are avail- 
able or where they are overcrowded. 
The new ramp is available in five 
standard sizes, all of which are 30’ 
long but vary in widths of 60” and 
70”. Capacities range from 6,000 to 
16,000 lbs. Magnesium Co. of Amer- 
ica, 1515 North Kilpatrick Ave., Chi- 
cago 51, Ill. 
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Portable Lubricator 


(Service Stations) 


A new portable lubrication unit 
features two air-motor operated guns, 
100-lb. drum size, one for multi-pur- 
pose chassis lubricant, and the other 
for multi-purpose gear lubricant. Out- 
put of the chassis pump is 44 ozs. 
per minute; gear pump 15 Ibs. per 
minute. Cabinet also houses two hose 
assemblies for delivery of chassis and 
gear lubricants. These assemblies are 
designed for easy withdrawal or re- 
turn to hose storage compartments— 
extendable lengths 10’ and 7’ respec- 
tively. Each of the two rounded sec- 
tions of the cabinet may be raised 
vertically, independent of each other 
for simple drum changing. Air inlet 
on each end of cabinet permits con- 
nection of air hose to either gun de- 
sired for use. Unit is mounted on 
four 3” diameter casters, and is fin- 
ished in red and white baked enamel. 
Lincoln Engineering Co., 5705 Natural 
Bridge Ave., St. Louis, Mo. 
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Plastic Pipe 


(General) 

A new line of semi-rigid plastic 
pipe is about to be marketed, The 
pipe will be available in %” through 
6” diameter and in 20’ lengths with 
one coupling cemented. It is said to 
be applicable to use in the oil in- 
dustry as it is not affected by par- 
affin and sour crudes, raw gas, or 
brine. The pipe is resistant to chemi- 
cals, rust, rot and electrolytic action. 
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Manufacturer also plans to add a 
rigid and high impact plastic pipe 
to its line later. Triangle Conduit & 
Cable Co., Plastic Products Division, 
New Brunswick, N..J. 
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Turn Signals for Trucks 
(Trucks) 


A new line of Class “A” turn sig- 
nals for trucks, tractor-trailers, com- 
mercial vehicles and busses has units 
with single face, flush mounting, and 
double-face. All are operated by a 
flashing switch. Non-fading red or 
amber plastic lens is locked in place 
by a bonderized steel door. Wire 
through the hollow bolt of the single 
and double face types facilitates in- 
stallation and protects the wire. K-D 
Lamp Co., 1910 Elm St., Cincinnati, 
Ohio. 
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Compact Fork Truck 
(Warehouses) 


A short turning compact fork 
truck chassis of 3,000 Ibs. load rating 
at 24” load center permits right angle 
stacking in a 10’ aisle with a 48” 
long load. Other features include dou- 
ble reduction unit drive assembly, 
compensating controlled caster type 
steering axle, automotive wheel type 
steering control, foot control of trav- 
el acceleration and a hydraulic hoist 
system with balanced cross suspen- 
sion of load. Mercury Manufacturing 
Co., 4044 South Halsted St., Chi- 
cago 9, Ill. 
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Recirculating Valve 
(General) 

A new recirculating valve is useful 
in stream dividing application of 
gases and oil. The design consists of 
a combination of plug valve prin- 
ciples and O-ring sealing. The handle 
loads and internal wear are reduced 
by the use of an externally adjustable 
spring seating control featuring mul- 
tiple ball pressure contact against a 
hardened wear ring. Tests indicate a 
minimum pressure drop and full pipe 
orifice flow characteristics in 2” size 
now in production. Valve is available 
in cast aluminum, steel or bronze. 
Ardee Manufacturing Co., 840 North 
Seward St., Los Angeles 38, Calif. 
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Explosive Gas Detector 
(Bulk Plants, Terminals) 


A new combustible gas alarm main- 
tains a continuous watch for the ap- 
pearance of potentially explosive 
gases. The instrument consists of a 
weather-resistant detector and a con- 
trol box which is mounted at a re- 
mote location. The flashback-proof 
detector senses the presence of com- 
bustible gas and at 0.2 of the lower 
explosive level a red indicator light 
is energized on the control box panel. 
As the hazard is removed, the red 
light extinguishes. Equipment oper- 
ates on 115 volts. Johnson-Williams, 
Ltd., 2680 Third St., Palo Alto, Calif. 


Circle No. 31 on Reply Coupon 


Lift Trucks 


(Warehouses) 


Two new fork lift truck models fea- 
ture gasoline engines and pneumatic 
tires. One is 8,000-lb. capacity (see 
photo) and the other 6,000 Ibs. The 
former model is designed for both 
indoor and outdoor use with special 
attention given to operator comfort, 
ease of daily servicing and safety. 
Others features are shorter over-all 
length and longer wheelbase. The 





lighter truck has all features of the 
larger model but has a shorter wheel- 
base, width and over-all length. Both 
trucks have a long-life clutch that 
can be completely removed or in- 
stalled in less than an hour, and large 
heavy-duty disc-type industrial 
brakes. Hyster Co., 2902 N.E. Clack- 
amas St., Portland 8, Ore. 
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Drum Handling Attachment 
(Warehouses) 


A new automatic attachment for 
Yale’s drum handling fork trucks will 
handle any drum regardless of bead 
or rim size. It can be attached to 
either a gasoline or electric truck 


America’s great timberlands are protected from the devastating ravages 
of fire, by Forest Rangers, constantly on guard, day and night, with 
vipment. 


@ The new, improved Champlin Heavy Duty HI-V-! Mil-O-2104 grade motor oil 
is constantly on guard in an engine, protecting it from damaging wear! 

The Champlin Refining Company is proud to announce that this new heavy-duty 
oil has passed (and in some instances, exceeded) all tests covered by U. S. Army 
specification Mil-O-2104 to determine the quality of heavy duty oils, under high 
engine temperature operating conditions. 

Write, wire or phone for information on a dealership in your territory. 


NEW IMPROVED 
HEAVY DUTY 
CHAMPLIN HI-V-I 
MIL-O-2104 GRADE OIL! 


Complete warehouse stocks of HI-V-I motor oil are available at 
Enid and Oklahoma City, Oklahoma; Superior, Omaha, Grand 
Island and Lincoln, Nebraska; Hutchinson, Kansas; Mason City 
and Rock Rapids, lowa; Denver, Colorado, and Amarillo, Texas. 





EQUIPMENT 





in a few minutes. No additional con- 
trols are required. Drums can be 
tiered or removed at maximum fork 
height without the use of pallets. 
Drums can be picked up and spotted 
in close positions because there are 
no side clamps or projections. More 
than one attachment can be mounted 
on a truck for multiple handling 
of drums. Yale & Towne Manufac- 
turing Co., Philadelphia Division, 
Philadelphia 15, Pa. 
Circle No. 33 on Reply Coupon 


All-Purpose Foam for Fires 
(General) 


A new air foam is designed for ef- 
fective use against fires in alcohol 
and other water soluble solvents as 
well as flammable liquid fires. The 
foam is stable and has a long effec- 
tive life when applied. Half-way 
water drainage time for the new foam 
is 12 hours and thus it prevents re- 
igniting. The foam will not break 
down at the burning edges. It will 
cling even to hot vertical surfaces. 
Pyrene Manufacturing Co., 560 Bel- 
mont Ave., Newark 8, N. J. 
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Trailer Support 
(Truck Trailers) 


A new adjustable trailer support is 
designed to prevent loading dock ac- 
cidents. The stands are used in pairs 
to support the front of trailers while 
they are being loaded, and they pre- 
vent trailer tipping. The stands are 
adjustable to any over-all height 
from 34%” to 47%”. They are of all- 
welded tripod construction with heavy 
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angle iron legs and heavy steel base 
plates. Each stand has a five ton ca- 
pacity and features a non-slip, swivel 
head cap which fits all trailer frames. 
Joyce-Cridland Co., 2027 E. First St., 
Dayton, Ohio. 
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Stand-By Electric Plant 
(General) 


A new electric generating plant, 
engineered primarily for emergency 
standby service, has a 10 KW ca- 
pacity. It is available with electric 
starting or with controls which auto- 
matically start the plant the instant 
regular power fails. The plant has a 
four-cylinder air cooled gasoline en- 
gine. It can be furnished for single 
phase or three phase service, at either 
standard or special voltages. Univer- 
gal Motor Co., 494 Universal Drive, 
Oshkosh, Wis. 


Circle No. 36 on Reply Coupon 


CUTS COST 
of CONSUMER 
SALES! 





Maintaining old-fashioned service 
station pumps for consumer custom- 
ers is costly. You can avoid this un- 
mecessary expense by replacing now 
with low-cost Tokheim Power-Pumps. 
These compact electric pumps are 
designed especially for farm, indus- 
trial and business use — engineered 
with a minimum of moving parts— 
ruggedly constructed to high Tok- 
heim standards. They’re helpful, too, 
in boosting consumer volume. 
Investigate today. Call your 
Tokheim representative. Write 
factory for literature. 


OKHEIM 


CHECK FEATURES: 


, Weather resisting finish — % HP motor 
—dnly 39” high delivers approxi- 
mately 10 gallons per minute — byilt-in 


Underwriters’ approved. 


check valve and by-pass valve — 
meter optional — easily installed — 


General Products 


Division 


TOKHEIM OIL TANK AND PUMP COMPANY 
1650 Wabash Avenue, Fort Wayne 1, Indiene 
Factory Branch: 1309 Howard Street, San Francisco 3, California 








NATIONAL 


LIQUID 


~~ 


ENONVANA 


FOAM SYSTEM, INC. 


AER-O-FOAM 
LIQUIDS 


OVERHEAD SPRAY 
DEFLECTORS 


PROPORTIONERS 


PRESSURE 
PROPORTIONERS 


onal Foam Installations 
ssure Fast, Positive Action 


Have you “fire checked" your plant 
lately? You may now have a greater 
flammable liquid fire risk than ever 
before. If gasoline, alcohols, acetone, 
or mixed polar solvents are stored and 
used in your plant, complete automatic 
foam protection should be provided. 

Let National Foam engineers study 
your plant hazards, then recommend 
“Engineered Foam Fire Protection.” If 
your problem involves technical re- 
search, National Foam chemists are 
well-equipped to develop an answer. 

Based upon years of experience in 
helping leading industries with fire pro- 
tection problems, National Foam spe- 
cialists will recommend mechanical or 
chemical foams, and proper foam 
making devices to meet your specific 
requirements. 

Consult your nearest National Foam 
Distributor, or write direct about your 
problem. 


| 
- 
| 


WEST CHESTER, PENNA 
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Washing and Spray Booth 


(Fleet Maintenance) 

A new paint-spray, washing and 
back-flushing booth eliminates con- 
tamination or wetting of surround- 
ing areas. When used for vehicle 
radiators, the operator can do high- 
pressure external washing, internal 
flushing and pressure back-flushing 
without getting wet. Inland Manu- 
facturing Co., Department 200, 1108 
Jackson St., Omaha 8, Nebr. 
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New Oil Burner 
(Fuel Oil Distributors) 


A new oil burner has a rating of 
0.60 to 3.0 g.p.h. and handles up to 
95% of residential requirements. The 
new model replaces three previous 
models. Other features include a no- 
drip nozzle adapter for sharp cutoff 
of oil to prevent after-drip from the 
nozzle; a four-in-one steel baffle plate 
to measure the air needed for all 
nozzle ratings to 3.0 gals.; a unit air 
tube gun assembly; a one-piece cast 
air cone; cast aluminum fan housing; 
and a hinged transformer with post 
terminals that contact bronze elec- 
trode springs. Wayne Home Equip- 
ment Co., Inc., 800 Glasgow Ave., 
Fort Wayne, Ind. 
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LITERATURE 


Reducing Costs with Meters 
(Bulk Plants, Terminals) 


























A folder tells how remote ticket 
printing meters can be used to reduce 
product losses and cut operating and 
accounting costs. The method of ex- 
tending mechanized accounting to 
cover tank truck loading opera- 
tions is explained. Illustrations show 
the finger-tip control of tank truck 
loading from bulk plant and terminal 
offices with the use of modern equip- 
ment. Rockwell Manufacturing Co., 
Meter and Valve Division, 400 North 
Lexington Ave., Pittsburgh 8, Pa. 
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vital 


Fleet Maintenance 
(Trucks) 


The use of the dynamometer in for bulk plants 


truck fleet maintenance is given in 

a booklet. It consists of a verbatim | Milvaco’s P-2915 Line Loading Valve. 
report of a symposium at the Aug- | Dual poppet design provides utmost 
ust meeting of the SAE. Use of the ease of operation . . . dual valve 
dynamometer in periodic inspection, | construction cushions valve 
diagnosis, after-repair checks, and closing and eliminates shock. 

final checks is described. Specific 

maintenance problems and _ service 

troubles which can be handled by 

means of dynamometer diagnosis are 


given. Clayton Manufacturing Co., i j 
Fis Wn oe for service stations 


Circle No. 40 on Reply Coupon Milvaco’s U-141-F Hose Nozzle Valve 
is an accepted standard in service 
stations throughout the country. 
“Permadisc” construction 
and “Flo-Control” trigger action 

New V-8 Truck Tractor eliminates kicks and chattering. 
(Trucks) 


A 12-page, three-color booklet de- 
scribes the new Autocar V-8 heavy- | 
duty highway tractor equipped with iati 
a V-8, high cémpression engine. The for aviation use 
advantages of the new unit are listed 
as economy, full power and accelera- Nozzle is now being used by 
tion, flexibility, smooth operation, on- major airlines to speed flight 
schedule runs and tempo-of-traffic operations and eliminate re-fueling 
pace. The power plant is a 200-hp., hazards. Endorsed by Northwest, 
overhead-valve eight. The Autocar | Trans-World and Eastern Airlines! 
Co., Ardmore, Pa. 
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Milvaco’s P-2760 Underwing Valve 


for tank trucks 


i ; | Milvaco’s P-870 Streamlined Truck 

High Detergency Motor Oils Sees eink etalon tenes nanmeati: 
(General) economical operations. Special 

A new folder gives applications of per eaneny a a Suir ee ins 
two high detergent motor oils for < i Seedinn, 
the various service classifications as | mera areal, Seeger me ~ 4 
defined by the API. Also explained 
are the reasons for the development 


of detergent oils. The booklet tells | 

when to use each of the two oils. © In every field of the 

Freedom-Valvoline Oil Co., Freedom, petroleum industry, Milvaco 

27 products are increasing 
Circle No. 42 on Reply Coupon efficiency, speeding 


operations, reducing 
operational hazards. No 
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MILWAUKEE VALVE COMPANY matter what your requirements may be, look 
Milwaukee 7, Wisconsin to Milvaco to provide the right valve 


OUR SIst YEAR OF SERV for the right job! 
NOW IN 
TO THE PLUMBING AND HEATING INDUSTRY 
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Training Salesmen 
(Management) 

A new folder lists and describes 
a number of films for training sales- 
men. Some of the subjects are: strat- 
egy in selling; selling against resis- 
tance; modern retail salesmanship; 
helping people buy; and closing the 
sale. The Dartnell Corp., 4660 Ra- 
venswood Ave., Chicago 40, Il. 
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Gasoline Gum Inhibitors 
(Bulk Plants, Terminals) 


Use of gum inhibitors to delay gas- 
oline deterioration during storage is 


discussed in a bulletin which gives 
data on causes of gum formation, the 
use and handling of inhibitors and 
factors which must be considered 
when selection of an inhibitor is made 
for a specific gasoline. Two gum in- 
hibitors and a copper deactivator are 
discussed. Chemical Sales Division, 
Tennessee Eastman Co., Kingsport, 
Tenn. 
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Liquid Scale Data 
(Packaging Plants) 


A data sheet gives engineers’ draw- 
ings, photographs, and information on 
how an automatic gravity-operated 


ELECTRONIC GROUND INDICATORS 


NO BULK PLANT SHOULD BE WITHOUT THEM.. 


Gilbert & Barker Mig. Co. 
West Springfield, Mass. 
Toronto, Canada 


GREATER SAFETY 

is sound business .. . at 

Loading Racks . . . at Chemical 

Terminals .. . wherever positive 

grounds are necessary. Gilbarco 

Electronic Ground Indicators offer 
POSITIVE INDICATION — that some 
wiring break or carelessness is not causing 
a faulty ground which can lead to fire! 
SIMPLE INSTALLATION — easily installed 
in any normal grounding circuit, Gilbarco’s 
indicator gives “all clear” by means 

of light or audible signal only when 
positive ground is established! 


Write today for full details 





liquid scale operates. .Capacity, rate 
of discharge and special features in- 
corporated to provide close-tolerance 
weighing of liquids are given. Rich- 
ardson Scale Co., Clifton, N. J. 
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Plant Location Guide 
(Management) 


A new brochure is designed to aid 
management and engineers in the se- 
lection of location for a new plant 
that will offer the best combination of 
factors affecting total production cost. 
Subjects covered in the main sec- 
tion of the booklet include production 
materials, marketing, transportation 
and distribution, labor, supervision, 
utilities, bank facilities, laws and 
taxes, community attitude towards 
industry, living conditions, climate, 
national defense, and site character- 
istics. Walter Kidde Constructors, 
Inc., 140 Cedar St., New York 6, 
| Pe # 
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Magnetic Motor Control 
(Bulk Plants, Terminals) 


The development of a line of mag- 
netic motor controls is shown in a 
new folder. The latest motor control 
is shown together with a description 
of the advantages in using the equip- 
ment. Industrial Control Division, 
The Arrow-Hart and Hegeman Elec- 
tric Co., 103 Hawthorn St., Hartford, 
Conn. 


Circle No. 47 on Reply Coupon 


Simplified Accounts Payable 
(Offices) 

A new brochure will tell execu- 
tives how to enable an accounts pay- 
able department to do two full days 
work in eight hours, manufacturer 
says. The system consists of having 
one keyboard operate an accounting 
machine and a tabulating card-punch 
simultaneously. Remington-Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


Circle No. 48 on Reply Coupon 


Flange and Coupling Selector 
(Bulk Plants, Terminals) 

A revised edition of a flange and 
coupling selector is made up in slide 
rule form. It lists outside diameter 
of flange, thickness, outside diameter 
of raised face, number of holes, diam- 
eter of holes, diameter of bolts, bolt 
circle for series 15 and 30 flanges. 
Selector also shows average sizes of 
standard, extra heavy, 3,000-Ib. and 
6,000-Ib. couplings. A convenient 
pipe standard table is incorporated on 
the selector. Nooter Corp., 1400 S. 
Second St., St. Louis 4, Mo. 

Circle No. 49 on Reply Coupon 
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Pump Selection 
(Bulk Plants, Terminals) 


A “Handy Guide to Selection of 
Centrifugal Pumps” covers general 
purpose, double suction, multi-stage, 
special purpose, marine and mixed 
and axial flow pumps. The bulletin 
has a head-capacity table for single 
stage, double suction pumps. Allis- 
Chalmers Manufacturing Co., 1070 S. 
70th St., Milwaukee, Wis. 

Circle No. 50 on Reply Coupon 


Tank Lining Material 


(Bulk Plants, Terminals, Trucks) 


A lining and covering material for 
use on tanks and other equipment 
is described in a 12-page bulletin. 
It discusses composition, physical 
forms, properties, and where and 
how to apply the lining. Compari- 
sons with other types of lining ma- 
terials are made. The U. S. Stone- 
ware Co., 60 Bast 42nd St., New 
York, N. Y. 


Circle No. 51 on Reply Coupon 


Tar and Asphalt Hose 
(General) 


Tar and asphalt hose is made 
especially for handling hot process 
work such as transferring the hot 
products from tank car or truck. A 
new folder describes the hose con- 
struction and gives details on various 
assemblies. Chicago Metal Hose Di- 
vision, Flexonics Corp., 1375 S. Third 
Ave., Maywood, Ill. 

Circle No. 52 on Reply Coupon 


Private Phone System 
(Management) 


A new brochure tells how Union 
Oil Co. of Calif. uses its own private 
telephone network to increase effi- 
ciency and keep close control on op- 
erations. Automatic Electric Co., 
1033 W. Van Buren St., Chicago 7, 
Ill. 


Circle No. 53 on Reply Coupon 


Testing Employes 
(Offices) 


A catalog of personnel tests and 
employe relations material is de- 
signed to help select better em- 
ployes, improve operating efficiency, 
increase the effectiveness of supervi- 
sion, choose employes for promotion, 
reduce employe turnover, prevent ac- 
cidents and increase employe perfor- 
mance. Science Research Associates, 
57 W. Grand Ave., Chicago 10, Ill. 

Circle No. 54 on Reply Coupon 
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Unit Heater Catalog 
(General) 

A new catalog covers unit heaters 
for use in industrial and commercial 
building. The catalog contains tech- 
nical data and covers such points as 
heater location, various types of unit 
heater wiring diagrams, steam pipe 
sizes, capacity data, and information 
needed in making a unit heater lay- 
out. United States Radiator Corp., 
300 Buhl Building, Detroit 26, Mich. 

Circle No. 55 on Reply Coupon 


Industrial Truck Catalog 
(Warehouses) 

An 18-page catalog describes a line 
of electric-powered industrial trucks 
including platform type and lift truck 
type. Lewis-Shepard Products Inc., 
Watertown 72, Mass. 

Circle No. 56 on Reply Coupon 


Heating Plants 


A new 48-page unit heater catalog 
describes both vertical and horizontal 


MORE TANK for 
YOUR MONEY 


If you don’t need a bucket box, 
why buy one? This Sharpsville 


Model 70S is all tank from front to sloping rear head. It 


is even semi-rectangular for greater load capacity. If 


side cabinets provide enough space, then you can make 


quite a saving in cost. . 


- more tank for your money. 


Variations are possible: with or without pumping 


system; valves and faucets at rear (as shown), or con- 


cealed, or even located in side cabinet; hose tubes 


carried in sub-frame (as shown), or concealed in skirting. 
Sharpsville’s pre-engineered designs and production- 
like fabrication always assure you of quality truck 


tanks at reasonable costs. Write for information. 


SHARPSVILLE 
STEEL FABRICATORS, Inc. 


Sharpsville, Pa. 
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shaft units. A description of com- 
ponent parts and dimensions for both 
style heaters, expanded steam and 
hot water capacities are included. One 
section of the booklet is devoted to 
the selecting and application of the 
unit heaters. Herman Nelson Divi- 
sion, American Air Filter Co., Inc., 
Moline, Ill. 
Circle No. 57 on Reply Coupon 


Hose and Tubing Catalog 
(General) 


A line of flexible metal hose and 
tubing is described in a new catalog 
which shows the range of available 
alloys and. sizes, suggested applica- 
tions, and furnishes data on hose and 
fittings. The American Brass Co., 
American Metal Hose Branch, Water- 
bury 20, Conn. 


Circle No. 58 on Reply Coupon 


LP-Gas Fire Data 
(LP-Gas Distributors) 


A 40-page pamphlet has been pre- 
pared on “LP-Gas Fires and Explo- 
sions” as reported to the National 
Fire Protection Assn. over a period 
of 20 years. The association points to 
the fact that the 129 cases of fires 
and explosions reviewed in the book- 
let show evidence of deviations from 
the NFPA Standards for the Storage 
and Handling of Liquefied Petroleum 
Gases. LP-gas has been used with 
remarkable safety over the years 
since the industry has been co-operat- 
ing with fire protection authorities 
to assure proper installation of equip- 
ment. Copies of the pamphlet are 
available at 50c per copy from the 
NFPA at 60 Batterymarch St., Bos- 
ton 10, Mass. 
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MAKING THE OIL INDUSTRY SAFER 
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NEWS OF MANUFACTURERS 


Autocar Buys Highway Trailer 


The Autocar Co.’s_ stockholders 
have approved the purchase of a con- 
trolling interest in the Highway Trail- 
er Co., Edgerton, Wis. Under terms 
of the transaction, 29,344 shares of 
Autocar common stock will be ex- 
changed for 352,124 common shares 
of Highway Trailer. 


Piant Maintenance Conference 


The American Society of Mechan- 
ical Engineers and the Society for the 
Advancement of Management are 
sponsoring a Plant Maintenance Con- 
ference in Cleveland, Ohio, Jan. 19-22. 
The conference is held concurrently 
with the Plant Maintenance Show. 


Odorless Paint 


American Mineral Spirits Co., New 
York, recently highlighted its general 
sales meeting with a discussion on a 
new odorless mineral spirit for the 
manufacture of odorless paints and 
coatings developed by the company. 


American Can Supports Research 


American Can Co. has joined in sup- 
port of the University of Chicago In- 
stitute of Metals’ basic research pro- 
gram. The can manufacturer will 
contribute $20,000 this year. Other 
contributions by American Can to 
similar projects throughout the na- 
tion total $150,000 a year. 


Tank Company Merges 


The Pressed Steel Tank Co., Mil- 
waukee, Wis., and Downington Iron 
Works, Downington, Pa., have merged 
through the acquisition by Pressed 
Steel of all the Downington capital 
Stock. No changes in management 
are contemplated. Both companies 
make tanks. 


Price Cards 


Brief, temporary price cards cover- 
ing the entire line of Bennett-Eco 
products of John Wood Co., Muske- 
gon, Mich. are being issued. Indi- 
vidual, descriptive price lists will be 
issued again as quickly as unsettled 
conditions right themselves, company 
says. 





HEART OF LIQUID 
HANDLING SYSTEMS 


BLACKMER PUMP 


COMPANY 


Miniature Meters 


Miniature meters are being used by 
A. O. Smith Corp., Meter Division, 
to demonstrate the flexibility of in- 
stallation and adaptability of func- 
tional accessories. One-quarter ac- 
tual size, the model is made to repre- 
sent a gravity flow gasoline meter 
used in large transports. 


in another development, A. O. 
Smith has opened a new factory 
branch office at 1118 West Peachtree 
St., Atlanta, Ga. The new branch is 
directed by Thomas C. Ficken, and 
a complete line of meters and service 
station pumps and repair parts are 
stocked. 


Oil Burner Maintenance 

Iron Fireman Mfg. Co., Cleveland, 
recently conducted a two-day school 
on the operation and maintenance of 
industrial oil burners for firing heavy 
oil. Course was held for 30 Standard 
Oil Co. (Ohio) engineers and me- 
chanics and was requested by the oil 
company. 


Equipment Jobber Association 
Sets 1953 Convention Date 


The National Assn. of Oil Equip- 
ment Jobbers will hold its third an- 
nual meeting at the Neil House, Co- 
lumbus, Ohio, Sept. 27-28-29, 1953. 


- SELF- 
ADJUSTING 
FOR WEAR 


GRAND RAPIDS. MICH. 
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Stress Highway Safety 


A truck trailer demonstration unit 
is traveling coast-to-ccast in the in- 
terest of highway safety. Specifically 
the unit, sent out by Warner Electric 
Brake and Clutch Co. Beloit, Wis., 
demonstrates the advantages of inde- 
pendently synchronized brakes. It is 
primarily designed to illustrate to the 
highway public the courtesies and 
safety being extended to them by the 
trucking industry. 


New Hewitt-Robins Plant 


A million-dollar addition to the con- 
veyor belt plant of Hewitt-Robins 
Inc., Buffalo, N. Y., was dedicated 
last month. The new facilities will 
boost production capacity by 41%. 


Adopts New Trademark 


Ansul Chemical Co. has adopted a 
new trademark to identify its prod- 
ucts. The new design consists of an 
“a” in white centered in reverse on a 
black background. Directly under- 
neath is the name ANSUL. 


Jack Company Consolidates 


Templeton, Kenly and Co., Chicago, 
jack manufacturer, has consolidated 
its New York City domestic and ex- 
port offices in new quarters at 60 E. 
42nd St. E. A. Zimmerman will di- 
rect both operations. 


Licenses Hawaii Company 


Insul-Mastic Corp. of America has 
named Craig and Pullen, Honolulu, to 
represent it in Hawaii. The firm will 
contract for and make applications 
of Insul-Mastic coatings. 


Paint Plant Opens 


Pittsburgh Plate Glass Co. has 
opened its new paint plant near At- 
lanta, Ga. The facility has a rated 





Profit with DEPENDABILITY 
of Merchandising Support! 


Skelly covers all the bases 
for you! 


1. RADIO .. . Alex Dreier and Lloyd 
Burlingham on the NBC network. 


2. NEWSPAPERS .. . Gigantic new 
newspaper advertising campaign now 
breaking! 


3. FARM PAPERS .. . complete cov- 
erage of the important rural market. 


4. OUTDOOR ADVERTISING ... that 
sells the customer at the wheel. 


5. LOCAL ADVERTISING. 


6. A TESTED MERCHANDISING AND 
SELLING PLAN. 


DEPENDABILITY of Money-Back Guaranteed Products! 


You can proudly sell every Skelly petroleum product, 
every Skelly “T.B.A.” product. For more than 33 
years, every Skelly product has been offered to the 
public with a Money-Back Guarantee of satisfaction. 


DEPENDABILITY of Supply! 


Ask any Skelly Oil Dealer how he’s fared during times 
when normal deliveries were almost impossible! 

He’s always done all right because Skelly Oil Com- 
pany pledged “Dependability of Supply” 33 years ago 
when they began operation. Come any emergency — 


capacity of 1,500,000 gals. annually. Skelly comes through with a constant, dependable 
supply. 
Find ovt what Skelly Dependability will do for you. 


Brodie Division Moves Write for all the facts! 


The Mid-Continent division offices 
of the Ralph N. Brodie Co., Inc., have 
been moved to new and larger quar- 
ters at 167 Parkhouse St., Dallas, 
Tex. The new location offers com- 
plete service and stockroom facilities 
for handling the company’s meters 
and parts. J. J. Kropp heads the 
Brodie organization at Dallas. 





f & 
‘the Franchise with « Future! 
SKELLY OIL COMPANY — 


Marketing Headquarters: Kansas City, Missouri -« Wholesale Division Offices: 
KANSAS CITY - CHICAGO + MINNEAPOLIS - OMAHA + DENVER + DALLAS 
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THE INDUSTRY’S BEST 


IS YOURS WHEN YOU SPECIFY 
Quick - Detachable 


WARREN 7 bo sqethiais ese 


EMERGENCY VALVES 


< Stainless Steel Cage 


+ x Stainless Steel Seat 


Leakproof, Light- 
_ weight Welded 
Seamless Steel 
Tube Construction 


The heart of the performance -proved 

WARREN Emergency Valve System for 

petroleum tank-trucks and trailer-tanks 

is this dependable, fabricated WARREN 

air emergency volve. Its compact, 

modern design eliminates the potential hazards of leaky packings and stuffing 
boxes, of Vee castings, etc., | that can develop in complex oldstyle construc- 
tions. (WARREN Emergency Valve is protected by U.S. Patent No. 2589346; 
WARREN Emergency Valve System by U.S. Patent No. 2600977). 





You can see at a glance some of the unique construction 
features of WARREN Emergency Valves. Others are evident only 
on closer inspection or in actual use. 

All of these features have been developed and engineered into 
WARREN Valves to provide greater service and longer life—to 
insure maximum safety with trouble-free operation—at low original 
cost and with virtually no maintenance expense. 

Proof of their performance is shown in the preference for 
WARRENS as expressed in purchases by leading transport equip- 
ment manufacturers, by safety-conscious oil companies and trans- 
porters, large and small. 

How about you? Can you afford to provide less than the best 
possible protection for your equipment and your drivers .. . for 
your delivery points . . . for the general public? 

To get the Industry's best valve value: Install WARREN Emergency 
Valves on your present equipment—Specify the WARREN Emergency 
Valve System on your new equipment. 


Write for Complete Information Today! 
Manufacturers of the New Snap Seal 
Clearance Lights and Custom Built ° 

Machinery Since 1901. 





EQUIPMENT 


PERSONALS 


A Rheem Man- 
ufacturing Co. 
equipment man, 
Frederick J. 
Blume, has as- 
sumed the posi- 
tion of manager 
of national ac- 
counts in con- 
tainer sales for 
the firm. Mr. 
Blume has been 
with the com- 
pany for four 
years and has 
served in its eastern regional sales 
promotion office as manager and as 
sales manager of the eastern appli- 
ances division. He is best known in 
the field for his latest work as man- 
ager of the equipment container di- 
vision in Baltimore. Mr. Blume, an 
engineering graduate of the Stevens 
Institute of Technology will move 
to New York to undertake his new 
duties in company headquarters 
there. 





Mr. Blume 


+ + + 


Fourteen years in the sales depart- 
ment with Fruehauf Trailer have led 
to the appointment of E. W. Robert- 
son as sales manager of used trailers 
in the Allegheny district which in- 
cludes the industrial centers of Pitts- 
burgh, Youngstown, Cleveland, Akron, 
Buffalo, Rochester and Syracuse. Mr. 
Robertson, who was recently branch 
manager in Scranton and in Cincin- 
nati, will take up his new headquar- 
ters in Pittsburgh. 


a * * 


H. W. Lees retired as director of 
sales for the container division of 
Jones & Laughlin Steel Corp. on No- 
vember 1. A veteran of 40 years in 
the container industry, Mr. Lees was 
president of the Draper Mfg. Co. for 
many years until it was sold to J & L 
in 1944 at which time he was named 
vice president in charge of sales of 
the J & L steel barrel division. Mr. 
Lees was chairman of the Industry 
Advisory Committee for the WPB 
and the OPA during the last war and 
has been vice president of the Steel 
Shipping Container Institute since its 
inception in 1942. 


As director of sales he will be suc- 
ceeded by K. M. “Jerry” Lyons, for- 
mer manager of drum sales, Mr, Ly- 
ons has been active in the Pennsyl- 
vania oil industry for 25 years and is 
a graduate of the Wharton School 
of Finance and Commerce, University 
of Pennsylvania. G. Wesley Gates will 
succeed Mr. Lyons as manager of 
drum sales. Mr. Gates had been man- 
ager of container sales for the Rheem 
Mfg. Co. before joining Jones & 
Laughlin. 
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The Army Air 
Corps has_ re- 
leased Lt. Col. 
Harold C. Con- 
mers from active 
service and he 
will return’ to 
Graver Tank & 
Mfg. Co., Inc. as 
assistant to the 
president. Mr. 
Conners, a me- 
chanical en gi- 
neering gradu- 
a‘e, was with 
Graver for 16 years in sales engi- 
neering and 2s manager of bulk tank 
sales and chief engineer of the Sand 
Springs, Okla., plant He spent four 
years in the second world war with 
the Army Air Corps, was recalled to 
active duty in 1950 and became di- 
rector of combat operations of the 
315th Air Division in Korea. He 
holds the Legion of Merit, Oak Leaf 
Clusters, the Bronze, Star, and Air 
Medals for his work in airborne op- 
erations. 


Lt. Col. Conners 


Graver last month announced the 
opening of a new district sales of- 
fice in Pittsburgh under the direc- 
tion of Rebert E. Dunham, resident 
sales engineer. 


. * + 


Sales appointments at the Allic- 
Chalmers Manufacturing Co. go to 
Robert L. Halsted and Joseph Bro- 
naugh. Mr. Halsted has become man- 
ager of the central region with head- 
quarters in Cleveland, the city in 
which he was previously located as 
district manager. He also has served 
the company in Cincinnati and 
Charleston since joining it in 1935. 
Mr. Bronaugh succeeds him in the 
Cleveland management and comes 
from the Miami office. 


A former plant manager for the 
company, J. D. Greensward has been 
named director of manufacturing of 
the general ‘machinery division. Mr. 
Greensward has been director of the 
division for some months, a posi- 
tion he assumed following the res- 
ignation of Fred Mackey. Previous- 
ly Mr. Greensward was manager of 
the Norwood, Ohio, works where he 
is now cucceeded by P. F. Bauer. 
Since first joining the firm in 1922 
following his graduation from Mar- 
quette University engineering school, 
Mr. Greensward has been assistant 
to ‘the treacurer and assistant to 
the vice president in charge of the 
general machinery division which he 
now heads. 

. * * 


R. M. Hollingshead Corp.’s vice 
president and director of sales and 
merchandising, Donald O. Severson, 
has been named an ex-officio member 
of the firm’s Executive Committee. 
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The new position of director of na- 
tional accounts at Quaker Rubber 
Corp. has been given to M. B. Beline. 
As accounts director Mr. Beline will 
co-ordinate all activities of field per- 
sonnel with factory operations. He 
has long been active in the field of 
‘ales engineering and management, 
and is a graduate of the Stevens In- 
stitute of Technology. 


New manager for the industrial 
hose dvision is F. P. Murken who 
has been with the company for eight 
years in sales and technical capaci- 
ties, most recently as manager of the 
wrapped hose division. 


* - + 


A new position 
at Stewart - War- 
ner Corp. has 
been created to 
co-ordinate adver- 
tising and sales 
programs within 
the Alemite lubri- 
cation equipment 
and Stewart-War- 
ner instrument di- 
visions, Under 
the title of sales 
promotion man- 
ager George B. 
Bond will be responsible for creating 
merchandising campaigns and presen- 
tations for distributors and jobbers. 
Mr. Bond spent many years in the 
advertising field following his studies 
at Purdue University and the Uni- 
versity of Illinois. He has been as- 
sociated with the Sears retail stores, 
with Schwinn bicycle manufacturers 
as advertising manager, and with the 
Bozwell and Jacobs advertising 
agency as account executive. 

* * - 


Mr. Bond 


Engineering appointments at the 
Rockwell Mfg. Co. go to Howard J. 
Evans as chief engineer and to Rob- 
ert J. Sarraf as chief chemical engi- 
neer. 

Mr. Evans was graduated from the 
University of Oklahoma, broke into 
the oil industry in the geophysical de- 
partments of the Humble Oil Co, and 
Standard Oil Co. of New Jersey. He 
has been with Rockwell since 1935. 


Mr. Sarraf is a graduate of the 
University of Pittsburgh and was a 
research engineer with the Mellon In- 
stitute of Industrial Research before 
joining Rockwell in 1947. 


* * * 


Management of sales promotion at 
International Business Machines Corp. 
is being taken over this month by 
Roger M. Bury, former assistant sales 
manager of the electric accounting 
machine division in New York head- 
quarters. Mr. Bury was graduated 
from Dartmouth College, joined IBM 
in 1927 and has served the company 
in Newark, Boston, Cleveland and 
New York. 


H. F Detrick, 
vice president of 
the A. O. Smith 
Corp. has trans- 
ferred his operat- 
ing headquarters 
from Los An- 
geles to Milwau- 
kee. Previously 
vice president 
and general 
manager of the 
Pacific Coast di- 
vision, Mr. Det- 
rick now has di- 
rect authority over the corporation’s 
capital goods manufacturing and 
marketing business. 


Mr. Detrick joined A. O. Smith in 
1931, and in 1938 became president 
of Smith Meter Co., a wholly-owned 
subsidiary which later was absorbed 
into the parent company. In 1949 
he was appointed manager of the 
company’s West Coast manufactur- 
ing activities and last year became 
general manager of all A. O. Smith 
interests on the coast. 


Mr. Detrick 


7 . * 


The OPW Corp. has appointed its 
first resident factory representative 
in the Northeast in the person of 
Robert E. Sherman. Mr. Sherman 
will act as advisor to sales repre- 
sentatives and jobbers in Connecti- 
cut, Maine, Massachusetts, New 
Hampshire, Vermont, New York, To- 
ronto and Montreal. His offices will 
be in Lynn, Mass. 


John T. Anderson will manage the 
Orlando, Fla., plant of the Crown 
Can Co. Mr. Anderson joined Crown 
when it was first formed, and moved 
from the service department to sales 
representation in the Florida area. 





automatic 

Filling and Crimping 
Equipment 

for handling greases and 

other viscous fluids. 

© No operator required. 

© 100% air operated. 

Fills, seals, stamps and 

counts lug cover pails. Out- 

put of 15 pails per minute. 

Write for details on installa- 


tion to meet your regire- 
ments. 


Manufacturing Co. 
P. O. Box 8096, Houston 4, Texas 




















When Motor Oil Gets Dirty—It Needs a Change 


By HOLGER RIDDER 
NPN Staff Writer 


Why change oil every 1,000 miles? 

In fact, why change at all? Oil 
doesn’t wear out. 

Why not use the same dish water 
for a week and the same bath water 
for a month? The water doesn’t 
wear out ... but it does get dirty. 
Dish water or bath water used over 
and over again is not only repulsive, 
it’s unhealthy, 

Motor oil gets dirty, too. It’s “un- 
healthy” for the engine. Dirty oil 
wears out an engine long before its 
time. 

How can oil be kept clean in an 
engine? 

Any car owner can do it at little 
or no cost. Here’s how: 


Sources of Dirt—Dirt in an engine 
oil comes from two principal sources: 


Dirt breathed in by the engine; 
Dirt produced by the engine itself. 





DIRT 


CARBON 
VARNISH 


ACIDS 











DIRT PRODUCER—Every automobile 
engine produces dirt of its own as it op- 
erates. As it works, the engine produces 
soot, fuel, metal, water, carbon, acids and 
varnish. In addition, outside dirt in the 
form of dust and sand finds its way into 
the engine in varying amounts, depend- 
ing on the efficiency of the air filter 


Five factors control the amount of 
dirt entering an engine oil system and 
determine how soon oil becomes too 
dirty to be used safely. They are: 

1—Carburetor air cleaner; 

2—Crankcase ventilation; 

3—Oil filter; 

4—Motor oil; 

5—The car owner’s driving habits. 

Here’s how each factor affects oil 
condition and engine life. 


Carburetor Air Clheaner—For every 
gallon of gasoline consumed, an en- 
gine breathes in about 10,000 gals. of 
air. On the average, a cubic inch of 
air holds about 115,000 particles of 
dust—in other words, DIRT. In every 
10,000 gals. of air, there are about 
265 billion particles of dirt. In cities, 
on highways and in very dusty areas, 
the concentration of dirt in the air 
may be two or three times that, 


Carburetor air cleaners will remove 
from about 80 to 90% of the dirt from 
the air before it enters the engine. 
That’s if the air filter is properly 
maintained and serviced. A _ filter 
which would remove 100% of the dirt 
would require a unit larger than the 
car itself. So, even at peak efficiency, 
enough dirt passes through an air fil- 
ter to represent a threat to every 
moving part in the engine. 


What does dirt do to an engine? 

Engine tests have shown that only 
1% ounces of dust fed into engines 
without air filters have caused two 
sets of piston rings to wear out in the 
equivalent of 2,500 miles of driving. 
With efficient air filters, average cyl- 
inder wear can be reduced as much as 
75%, ring wear cut by 65 to almost 
90%, and valve stem wear about in 
half. 

To keep air filters efficient, it is 
generally recommended that they be 
cleaned, re-oiled, replaced or at least 
inspected at specific intervals. The 
recommendations of car manufactur- 
ers for 1952 models are as follows: 

Every 1,000 miles — Ford, Nash, 
Chrysler, DeSoto, Dodge, Lincoln, 
Mercury and Plymouth. 

2,000 miles — Cadillac, Chevrolet, 
Hudson, Kaiser, Henry J., Packard 
and Willys. 

3,000 miles—Oldsmobile. 

5,000 miles—Buick. 

10,000 miles or twice yearly—Pon- 
tiac. 


10,000 miles (replace)—Crosley. 
As required—Studebaker. 


Crankcase Ventilation — A direct 
route for dirt to enter the engine is 
through the inlet of the crankcase 
ventilating system. Some cars come 
equipped with air cleaners on inlets, 
but often these are smaller and less 
efficient than carburetor air cleaners. 
Other cars are not equipped with any 
crankcase air cleaners, in which case 
unfiltered air enters the crankcase. 
Where cleaners are used, it is recom- 
mended that the unit be cleaned and 
serviced at least as often as the car- 
buretor air cleaner. This service is 
often overlooked. 


One important function of crank- 
case ventilation is to carry off certain 
contaminants produced by the engine, 
such as unburned gasoline and water. 
A clogged air inlet can reduce or halt 
crankcase ventilation, and oil con- 
taminants are not carried off in vapor 
form. 

Even if crankcase ventilation is 
kept clear, that doesn’t assure ade- 
quate ventilation. In most cars ade- 
quate ventilation does not begin until 
the car reaches speeds of 20 to 40 
miles per hour or higher, In city driv- 
ing, with frequent starts and stops, 
the car may never reach a speed suf- 
ficient to induce good ventilation. 

Inadequate crankcase ventilation 
contributes to the formation of sludge 
and varnish deposits in the engine, 
and rusting, corrosion or pitting of 
vital engine parts. Stop-and-go city 
driving is most likely to cause such 
conditions. 


Oil Filter—The fact that an engine 
has an oil filter doesn’t mean it will 
remove all dirt from the oil. Here’s 
what a filter will screen out: 

Dirt—Air-borne dust and dirt not 
filtered out by the carburetor air 
cleaner and dirt entering the crank- 
case directly are filterable. Thus, the 
oil filter traps some of the dirt which 
escapes the air cleaners. 

Metal—iIn any engine there is a 
normal amount of wear. Metallic 
particles induced by wear can be 
trapped in an oil filter. 

Granular Carbon—Produced by the 
engine, and filterable. 

All three of these produce wear on 
lubricated parts if allowed to become 
cohcentrated in the oil. Even though 
they are considered filterable, that 
doesn’t mean complete removal from 
the oil by the filter. The reason is 
that most cars are equipped with by- 
pass type filters. They filter only 
about one out of every 10 to 30 quarts 
of oil passing through the engine. So, 
a by-pass filter helps keep oil clean, 
but it doesn’t do a 100% dirt-cleaning 
job. 

Full-fiow filters on some cars filter 
all the oil in an engine. However, if 
this type filter becomes clogged and 
greatly restricts or stops the flow of 
oil, it has a by-pass arrangement 
which allows oil to circulate in the 
engine without going through the fil- 
ter. When this happens, none of the 
oil is filtered. 

An engine produces other oil con- 
taminants—contaminants which pro- 
mote engine deposits and corrosion. 
These are: varnish, unburned gaso- 
line, water and acids. These cannot 
be trapped in the oil filter. They 
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BY-PASS FILTER — Most cars are 
equipped with the by-pass filter shown 
here. This unit will filter only about one 
out of every 10 to 30 quarts of oil pass- 
ing through the engine, helping to keep 
oil clean but not doing a 100% job 


must either be vented off from the 
crankcase or be held harmlessly in 
suspension in the oil. 

How often should oil filter cart- 
ridges be replaced? 

On 1952 cars which came equipped 
with oil filters, the manufacturers rec- 
ommend replacement: 

Every 4,000 miles — Ford, Lincoln 
and Mercury. 

5,000 miles — Buick, Chevrolet, 
Chrysler, Crosley, DeSoto (one model) 
and Hudson. 

5-6,000 miles—Studebaker. 

6,000 miles—Cadillac and Oldsmo- 
bile. 

8,000 miles—One model of DeSoto, 
Dodge, Packard, Plymouth and Willys. 

10,000 miles—Kaiser. 

On cars with filters not installed at 
the factory, it is generally recom- 
mended that cartridges be replaced 
every 4-5,000 miles, or at least twice 
a year. 

However, to be safe, it’s a good idea 
to check the oil filter every time the 
car is lubricated or the oil is changed. 
Also, putting in a new filter will not 
clean up a crankcase full of dirty oil. 
Oil should be changed every time a 
new filter cartridge is installed. 


Motor Oil—If motor oils have been 
improved so much in recent years, 
why should they be changed frequent- 
ly? Here’s why. 

In the last 20 years engine horse- 
power has almost doubled, but crank- 
case capacities have shrunk, Five 
quarts of oil today are called on to 
do a tougher job than was handled by 
six, seven or eight quarts of oil 20 
years ago. Modern engines operate 
about 100° hotter than 20 years ago. 
Tolerances in engines are much less 
now than in years past. 

Only two things cause a motor oil 
to deteriorate to the pvuint where it 
becomes unsatisfactory as a lubricant: 
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1—Oxidation, caused by extended 
use at very high temperatures (en- 
gine temperature, not weather); 

2—Oil contamination—that is, dirt. 

Today’s motor oils are highly de- 
tergent and tend to keep engines 
cleaner. They can hold in suspension 
greater quantities of dirt, soot, un- 
burned gasoline, water, varnish, etc., 
preventing them from depositing on 
engine parts, and still provide safe 
lubrication. But even modern oils 
have their limitations. 

Motor oil is like a sponge. A small 
sponge holds only so much water—a 
large sponge can absorb much more. 
Figuratively speaking, the small 
sponge is the old non-additive type 
oil—the large sponge represents mod- 
ern improved oils. 

But even a large sponge can hold 
only so much water, Similarly, mod- 
ern motor oils can hold only so much 
dirt in suspension. 

Modern oils keep engines cleaner, 
but in so doing absorb more dirt. 
Therefore, today’s oil reaches the dan- 
ger point of contamination as quickly 
as other oils under certain conditions. 
Once an oil has reached the point 
where it has absorbed about all the 
dirt it can and still lubricate safely, 
that’s when -the dirt should be re- 
moved before it’'damages the engine. 

How? 

ee only one way—change the 
oil. 

How often should oil be changed? 

High additive oils absorb dirt more 
quickly and in greater quantities than 
other oils. They tend to discolor rap- 
idly, yet lose no lubricating quality. 
Color is no longer an indication of the 
need for an oil change. 

The question of when to change oil 
is largely determined by: 

Driving Habits: 

Favorable Conditions —Country 
driving, involving trips of 20 miles or 
more at a stretch at speeds of 35-40 


miles per hour and higher—oil drains 
at intervals up to 2,000 miles .. . on 
rare occasions even higher, 

Why? 

Engine conditions are at their best. 
Oil reaches temperatures high enough 
to assure maximum oil filter effi- 
ciency. Crankcase ventilation func- 
tions best and such contaminants as 
water and unburned fuel can be car- 
ried off in vapor form. 

Unfavorable — Driving which in- 
volves an excessive amount of engine 
idling, stopping and starting and no 
long runs; operation in extreme win- 
ter weather; operation in severe dusty 
conditions—oil drains as frequently as 
every 500 miles may be necessary. 

Why? 

During winter months in northern 
areas, better than 80% of all driving 
is under such conditions. For every 
gallon of gasoline used, an engine pro- 
duces a gallon of water. This water 
and unburned gasoline from automatic 
chokes ends up in the crankcase. On 
a short trip, low speeds and low oil 
temperatures prevent elimination of 
these contaminants through the crank- 
case ventilation system. The water 
and unburned gasoline and soot mix 
with the oil to build up sludge. It is 
not uncommon for a pound of sludge 
to build up in 1,000 miles of driving. 

Average—Oil drains at 1,000-mile 
intervals. 

Why? 

Average conditions indicate some 
city driving and some country driv- 
ing. There is sufficient country driv- 
ing for fairly long stretches at higher 
speeds to enable the engine to rid it- 
self of unburned gasoline and water 
built up in the crankcase during city 
driving. While this kind of driving 
may be common in warmer weather, 
during the winter country trips are 
cut down. 

The cost?—Less than a quarter of 
a cent a mile. 





Due to interest displayed in 
the first of this series of four 
articles (see NPN Nov. 12, p. 
66), NPN now will make avail- 
able reprints of the entire series 
in either of two forms—indi- 
vidually, or in pamphlet form 
including all four articles. 


Aimed directly at the motor- 
ist with the purpose of remov- 
ing the shroud of mystery from 
lubrication, the reprints can be 
used in two ways to supple- 
ment the efforts of service sta- 
tions and their suppliers to sell 
more lubrication. If used indi- 
vidually, the four articles can 
be distributed over an extended 
period to tie in with a lube sales 
campaign. In pamphlet form, 
the articles provide a one-pack- 
age tool to support a concen- 
trated sales campaign. ~ 





Lube Sales Boosters Are Available 


Reprints may be ordered 
through: 

Reprint Department 

National Petroleum News 

1213 West Third St. 

Cleveland 13, Ohio 

The reprints are available at 
these prices. 

—Individual copies of each 
article (Specify article No. 1, 
No. 2, etc.) 

35c each single copy 

$2.50 per 100 

$20.00 per 1,000 

Special prices for 

of 10,000 or more. 

—Four articles in pamphlet 
form: 

75¢c each single copy 

$8 per 100 

$40.00 per 1,000 

Special prices for 

of 10,000 or more 


orders 


orders 














This Week 
Continental Oil Company 
Salutes... 


Mr. A. M. Hill 


Kountze, Texas 


Mr. Hill began his oil career literally from the ground 
up. And he knows from first-hand experience just what 
makes a fine oil and how it can help build up a sound, 
profitable business. 


For, starting as a young man, he worked as a “rough- 
neck”’ in the oil fields, and from there he went on to drive 
a tank truck. 


Then the grocery business claimed Mr. Hill for a 
while, but he was soon convinced that his real future 
lay in oil marketing. In 1945 he obtained a wholesale 
dealership and was the first to introduce that oil com- 
pany’s products in Hardin County. He pushed the sales 
up to 20,000 gallons a month and built a station of his 
own to increase his outlets. 


It was in 1949 that Mr. Hill signed up with Conoco. 
He had seen Conoco’s extensive advertising campaigns 
in national magazines, newspapers, billboards, and farm 
papers; and he was happy to become a Conoco jobber. 
Soon after Mr. Hill took the distributorship, Continental 
introduced Conoco Super Motor Oil with its outstanding 
advertising campaigns. Soon, Mr. Hill says, people were 
driving 30 miles to obtain Conoco Super Motor Oil 
from him! 


Last September, Mr. Hill built another service station, 
and now he owns two outlets in Kountze. His monthly 
average is 30,000 gallons—representing a fifty per cent 
increase since he changed to Conoco. 


Mr. Hill really knows the oil business—gaining his 
experience the hard way. He has lots of praise for 
Conoco’s advertising and merchandising methods, 
and he is particularly enthusiastic about Touraide— 
Conoco’s personalized travel service—which helps him 
establish fine dealer-customer relationships. 


Born and raised in Texas, Mr. Hill is an enthusiastic 
hunter and fisherman, and each year he devotes two 
weeks to filling his larder with deer meat. Mr. Hill is a 
great baseball fan and this season sponsored a kid’s 
baseball team to represent Kountze in competition with 
other Hardin County teams. His ball team is known as 
the “‘Conoco Oilers.” 


Mr. Hill is a Mason and a member of the American 
Legion. He served for 17 months as a navy hospital 
corpsman in World War I, and he has twice held the 
office of post commander of the Kountze Post of the 
American Legion. 


Continental Oil Company is proud to salute Mr. A. M. 
Hill—the man who started in the oil business as a young 
man and has literally worked his way from the ground up! 


And we’d like more jobbers like him. If you are in- 
terested in a jobbing contract with Continental, why 
not write to the Continental Oil Company office nearest 
you or to Ponca City, Oklahoma? If you are not within 
reach of Continental’s gasoline supply, we should be 
happy to give you information about the possibilities 
of increasing your profits by selling the spectacular 
**50,000 Miles—No Wear’ oil, Conoco Super, in any of 
the 48 states. 


ADVERTISEMENT 
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TYPICAL CLASS of the Texas Oil Jobbers Management Institute held last month in Austin, here watches Mrs. E. K. Bennett of 
E. K. Bennett, Inc., Longview, Tex., demonstrate how to tie a fire underwriters knot. At center left is Virgil Bernard, assistant di- 
rector of Industrial and Business Training Bureau, an instructor. At center right is J. J. Tyler, Westex Oil Co., Big Springs 


On January 1, 
John Wieland will 
take on the new 
post of merchan- 
dising manager 
for Pure Oil, with 
headquarters in 
Chicago. 

Mr. Wieland is 
now a vice presi- 
dent of Leo Bur- 
nett Co., Chicago 
advertising agen- 
cy which he 
joined last March. 
Prior to this he had been with Stand- 
ard Oil of Ohio at Cleveland for more 
than 20 years, the last 15 as advertis- 
ing and sales promotion manager. 


Mr. Wieland 


. * * 


The Detroit Oil Men’s Club is wel- 
coming Lew Rose, Lew Rose Pe- 
troleum Transports, as a new ac- 
tive member. 


* 7 > 


The Independent Oil Compounders 
Assn., has received an application 
for membership from Adolf Schmids 
Erben, Inc., of Berne, Switzerland. 


* * + 


Friends of Carrol M. Barringer, 
Superior Petroleum and Fuel Co., 
Newton, N. C., will be glad to hear 
that he is well on the road to re- 
covery from an acute attack of ap- 
pendicitis and peritonitis. He had 
been in the hospital several weeks 
but is now at home. 

Mr. Barringer is a former president 
of the North Carolina Oil Jobbers 
Assn. 
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The members of the Desk and Der- 
rick Club of Louisville, Ky., enter- 
tained their bosses at a_ special 
“Bosses’ Night” dinner at the Seel- 
bach Hotel Nov. 19. Guest speaker 
was Miss Lillian R. Kraemer, mar- 
keting assistant at Esso Standard in 
New York. 


* i. * 


Sinclair Oil has 
organized a new 
department of 
personnel. In 
charge will be 
Cc. F. MecGough- 
ran, who was 
elected secretary 
of Sinclair last 
May. 

The new de- 
partment will co- 
ordinate the per- 
sonnel program 
of Sinclair and 
its operating subsidiaries, and will 
be staffed by E. J. Wendt, and B. G. 
Krouse, assistant personnel managers, 
H. G. Grady, employment manager 
for Sinclair’s home office and Miss N. 
M. Sweeney, administrative assistant 
to the director. 

M. J. Horan will be personnel man- 
ager for Sinclair Refining and W. A. 
Dibble, Jr., will be personnel repre- 
sentative for the eastern sales dis- 
trict of Sinclair Refining. Both will 
make their headquarters in New 
York. 


Mr. McGoughran 


* . . 


E. D. Lloyd, a Texaco consignee in 
Bethesda, Ohio, is building a new 
warehouse and office building which 
he hopes to have completed by Dec. 1. 


Henry OC. 
George is now 
manager of mar- 
keting research 
for Standard Oil 
(Ohio) with 
headquarters at 
the main office 
in Cleveland. 

Mr. George, a 
professional mar- 
ket researcher 
and economist, 
succeeds Robert 
H. Collacott, who 
is assistant to the chairman of the 
board. 

Formerly with Libby-Owens-Ford 
in Toledo, where he was assistant 
director of marketing research, Mr. 
George also held positions as mar- 
ket and economic analyst for Repub- 
lic Steel and as member of an in- 
dependent marketing consultant's 
staff in Cleveland. 

He is a graduate of the University 
of Indiana. 


Mr. George 


W. C. Hidlay, president, Hidlay Oil 
Co., Bloomsburg, Pa., has finished 
construction of a new warehouse and 
has tripled his fuel oil storage ca- 
pacity 

> > * 

R. H. Flynt, owner and manager 
of Flynt Oil Co., Winston-Salem, N. 
C., has plans for four new service 
stations which he hopes to build as 
part of his 1953 expansion program. 

Mr. Flynt is now serving as Deputy 
District Governor for Lions Interna- 
tional. 


87 








ABOUT OIL PEOPLE 








Last month, during the larg- 
est annual meeting in its 20 
year history, the National Lub- 
ricating Grease Institute elec- 
ted a veteran lube man as 
president. 


He is W. Wayne Albright, 
who for over 25 years has 
worked with the lubrication in- 
dustry—and its problems. 


Mr. Albright works in Chi- 
cago as assistant manager of 
Indiana Standard’s lubrication 
and sales technical service de- 
partment. He has been with 
Standard Oil since shortly after 
his graduation in 1922 from 
the University of Michigan as 
a chemical engineer. He was 
a@ member of the company’s 
first sales engineering school 
and later was made a lubricat- 
ing engineer in the sales techni- 
cal service department. 


He subsequently held posi- 
tions in the sales department 
and in 1946 was made assist- 
ant to the manager of the lube 





W. Wayne Albright Likes to Solve Lube Problems 


department at Chicago. Two 
years later he was promoted to 
his present’ position. 


Mr. Albright resides with his 
wife in Flossmoor, Ill. The 
couple has two sons and a 
grandson. 
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Eugene W. (Gene) McGeorge has 
been named office assistant to the 
general manager in the home office 
of Standard of California’s marketing 
division. Mr. McGeorge joined Stand- 
ard in 1929. 


o * * 


W. J. Sinclair has been named Tide 
Water Associated sales agent at 
Eureka, Calif., succeeding Howard 
Pugh, promoted to agency super- 
visor at Salt Lake City. 

F. J. Miller, former Salt Lake 
agency supervisor, has been trans- 
ferred to Honolulu, T. H., as agency 
supervisor. 

* * - 


Charles Spiegel, Jr. has taken 
charge of the refining and marketing 
section, Petroleum Branch, Office of 
Price Stabilization. Mr. Spiegel has 
been acting section head, replacing 
Peter Jensen who left OPS several 
months ago to resume his private oil 
brokerage business in New York. 


* * * 


D. S. Campbell has moved the of- 
fices of the Campbell Oil and Supply 
Co., Cleveland, to new headquarters 
at 6919 Lorain Ave. 


+ * * 


Frank D. Gardner, district repre- 
sentative for Sinclair’s crude mar- 
keting division in Midland, Tex., is 
now in Washington, D. C., where he 
heads up the crude oil and natural 
gas section of the Office of Price 
Stabilization, petroleum branch. 


COMING MEETINGS 


DECEMBER 


Interstate Oil Compact Commission, annual 
meeting, Allis Hotel, Wichita, Kansas, Dec. 
5-6. 

Tennessee Oil Men’s Assn., Peabody Hotel, 

Memphis, Tenn., Dec, 14-16, 


1953 
JANUARY 


Kentucky Petroleum Marketers Assn., 27th an- 
nual convention and trade show, Brown 
Hotel, Louisville, Ky., Jan. 7-8. 

North Carolina Oli Jobbers Assn., annual meet- ~* 
ing, Raleigh, N. C., Jan. 21. 

National Council of Private Motor Truck Own 
ers, Inc., Statler Hotel, Detroit, Jan, Pay 23. 

Northwest Petroleum Assn., Nicollet Hotel, 
Minneapolis, Minn., Jan, 22-23 

Georgia Ollmen’s Assn., annual 
meeting, Atlanta Biltmore Hotel, Atlanta, 
Ga., Jan, 23-24. 

Truck Trailer Manufacturers Assn., Ine., Edge- 
water Gulf Hotel, Edgewater ‘Park, Miss., 
Jan. 26-28. 

Oli Men’s Assn., annual convention, 
Lassen Hotel, Wichita, Kans., Jan, 27-28. 


FEBRUARY 


Missouri Petroleum Assn., President Hotel, 
Kansas City, Mo., Feb. 5-7. 
Petroleum 


Assn., annual 

meeting, Hotel Seminole, Jacksonville, Fia., 
Feb. 6. 

American 


P Teatitaut, 





Lubrication 
Committee, Gueaten-Caailine Hotel, Detroit, 
Feb. 16-18. 

Iowa Independent Oi] Jobbers Assn., Savery 
Hotel, Des Moines, Iowa, Feb. 18-19. 

Ol] Industry TBA Group, West Coast Division, 
second annual meeting, Whitcomb Hotel, San 
Francisco, Feb. 24. 
sconsin Petroleum Assn,, annual convention, 
Schroeder Hotel, Milwaukee, Wis., Feb. 25- 
26. 


MARCH 


American Society for Testing Materials, spring 
meeting and committee week, Detroit, March 


2-6. 

Illinois Petroleum Marketers Assn., Hotel Sher- 
man, Chicago, March 10-12, 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 17-19. 


’ Texas Oll Jobbers Assn., annual convention and 


exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum RKefiners Asen., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
March 23-25. 


APRIL 


Indiana Ind dent Petrol Assn., spring 
convention, “Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National Petroleum Assn., 
April 15-17. 

National Tank 





Cleveland, Ohio, 


Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 
American Petroleum Institute, | Division of 
Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 





P t P i Assn. of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28. 


MAY 


uefied Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dai- 


las, Tex., May 4-5. 

Penns: Petroleum Asen., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

American Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

State Petroleum Assn., Inc., annual 
meeting, Hotel Roosevelt, New York, May 
17-19. 

JUNE 

American Assn. of Battery Manufacturers, 

Chateau Frontenac, Quebec City, Que., June 


1-3. 

Pennsylvania Grade Crude Oil Assn., 30th an- 
nual meeting, William Penn Hotel, Pitts- 
burgh, June 18-19. 

American Society for Testing Materials, annual 
meeting, Atlantic City, N. J., June 29-July 
3. 


JULY 


Truck Trailer Manufacturers Assn., Inc., Edge- 
water Beach Hotel, Chicago, July 23-24. 
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New Brownie Auto-Vents’ Make 
Transport Bottom-loading Practical 


Revolutionary idea 
provides faster, safer 
all-weather loading 
at less cost 


Bottom-loading for transport trailersnow 
is an accomplished fact. The development 
and perfection of the Brownie Auto-Vent, 
providing fool-proof automatic venting 
during loading, has removed the last ob- 
stacle to this most revolutionary idea in 
truck and trailer tank loading. 

All this, of course, did not occur over- 
night. Engineers of the Brown Steel Tank 
Company, in cooperation with one cf the 
major petroleum marketers, have been 
working on the idea for several years. 

Many designs for venting-valves and 
other arrangements were studied before 
the present Brownie Auto-Vent was 
achieved. It was necessary to find a com- 
bination that would fulfill all the safety 
requirements of the ICC and yet provide 
adequate venting for the large volume of 
air released from the compartment at fill- 
ing speeds of 400 to 600 gallons per 
minute. 


COMPLETELY AUTOMATIC VENTING 


Brownie engineers finally determined 
upon the most difficult approach. They set 
as their goal a device that would be com- 
pletely automatic, opening and closing 
vents by remote control from the ground. 

The result of their efforts was an experi- 
mental model which was installed in a 
large trailer tank. As the result of months 
of rigorous testing of this pilot model in all 
kinds of weather, the design for the pro- 
duction model was decided upon. Engi- 
neers of both the major oil company and 
Brown Steel Tank Company approved it 
as entirely practical and patterns and tools 
for the Brownie Auto-Vent were made. 


The first production models are now in 
use at a big midwest river terminal, and 
the operating company’s engineers have 
already indicated their intention ‘o install 
bottom-loading equipment in all new ter- 
minals they are planning. 




















Bottom-loading Offers 
Important Advantages 


Eliminates accidents—no super- 
structure to slip on or fall from. 
Saves time—faster parking and 
connecting; loads 400 to 600 G.P.M. 
Costs less—no superstructure to 
build or maintain. 

Reduces losses—cuts down evap- 
oration and spillage. 

Takes less space—bottom-loading 
equipment is compact. 

Easy to expand—add additional 
loading outlets by merely extending 
products line. 

Errors reduced — compartments 
can't be left open—sampling valve 
guards against product-mixing. 











With nozzle connected, pressure in loading line 
activates hydraulic mechanism that raises manhole 
cover to provide adequate venting. 


AUTO-VENT OPERATES HYDRAULICALLY 


The operation of the Brownie Auto- 
Vent, which is the key to a practical 
bottom-loading system, is hydraulic. Pres- 
sure in the loading line is built up hydrau- 
lically to open manhole covers in the fol- 
lowing manner: 

A connection is made from the bottom 
fill line to a hydraulic cylinder, which in 
turn is mechanically interconnected to a 
smaller master cylinder. The 16 to 1 ratio 
cf these cylinders provides an actuating 
pressure 16 times normal pressure in the 
loading line. Ncrmal pressures in a loading 
line are as low as 10 pounds per square inch. 
The pressure multiplication thus provides 
a cap-opening pressure in the hydraulic 
line of 160 pounds per square inch—more 
than adequate for safe operation. 


FILL LINE PRESSURE CONTROLS VENT 


A slave cylinder is located at each man- 
hole and, when actuated through the mas- 
ter cylinder, raises the manhole lid 54 to 34 
inches. This opening provides adequate 
venting area for any size compartment. 

When the flow through the fill line is 
stcpped by the automatic shut-off on the 
meter, the pressure in the fill line drops to 
zero and the manhole is automatically 
seated. Thus, there is no danger of accidents 
from inadequate venting while filling com- 
partments, or by failure to close manholes. 

A special sampling device to guard 
against product-mixing errors permits 
flash point and gravity tests of the product 
in all compartments at any level. The 
element of human error in loading is prac- 
tically eliminated. 


MEETS ALL SAFETY REQUIREMENTS 


Manhole covers, used with the Brownie 
Auto-Vent system, are exclusive Brownie 
design and are equipped with the famous 
Brownie Tri-plex vent and fusible plugs. 
They operate in the conventional manner 
during the unloading operation. This 
equipment is in full accordance with ICC 
regulations and meets the highest safety 
requirements. All vents are automatically 
locked in closed position when tanks are 
tilted or overturned. 


The hydraulic actuating mechanism is 
fully enclosed for protection from weather 
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tically reseats itself when 


there is no pressure in loading line. All loading 
operations are controlled from ground. 


and dirt. All parts in which sparking might 
occur are made of non-ferrous metals. The 
manhole and cylinder are completely 
nested within the overturn rails of the tank 
and are thus protected in the event of over 

turn or other accidents. 


LITTLE OR NO MAINTENANCE 


Maintenance of the Brownie Auto-Vent 
system requires no more attention than the 
hydraulic brake system on a passenger car 
or light truck. Its principal is the same and 
any good auto mechanic can make repairs 
when necessary. 

However, under ordinary circumstances 
such a system will give trouble-free per- 
formance for years with no more attention 
than an occasional oil-level check. The 
opening and closing of the manhole covers 
are distinctly audible during loading. 


IMPORTANT ADVANTAGES SUMMARIZED 


To summarize the importance of this 
revolutionary development to petroleum 
marketers, it can be said that it has not 
only been proved practical, efficient and 
feasible, but also, that it offers many ad- 
vantages over present loading methods. 

Bottom-loading terminals not only cost 
less to build and maintain, but also require 
less space. They can be expanded quickly 
and easily at little cost. Bottom-loading 
makes loading errors virtually impossible 
and practically eliminates accident hazards 
in the loading operation. 


AUTO-VENT SYSTEM ADAPTABLE 


The Brownie Auto-Vent will operate sat- 
isfactorily with any of the commercially 
available bottom-loading nozzles. The 
complete system, on which patents are 
pending, is available from the Brown Steel 
Tank Company on Brownie truck and 
trailer tanks or may be installed on equip- 
ment ordered from any truck or trailer 
tank manufacturer. 


On tanks and trailers equipped with 
hydraulic emergency valves, the existing 
hydraulic systems can be adapted for 
Brownie Auto-Vent operation. Brownie 
engineers will be glad to advise you on the 
best method of adapting existing equip- 
ment or specifying for new equipment to 
be used for bottom-loading operations. 

*Patents Pending 


For complete information write to 


BROWN STEEL TANK COMPANY 


2901 FOURTH ST. S. E. 


@ MINNEAPOLIS 14, MINNESOTA 


FOR SAFETY AND EFFICIENCY SPECIFY BROWNIE PATENTED 


Brownie builds truck & trailer tanks, bulk & storage tanks to your specifications. 


FILL CAPS & SAFETY VENTS, HOSE REELS, AUTO-VENTS 





Sun owns and operates 18 large ocean-going tankers, 9 coastal tankers and barges 
to maintain the flow of crudes to its refineries and finished products to terminals. 


Transportation—an important part 
of Sun’s service to you 


Sun Oil Company—producer, refiner and marketer—with its own extensive 
transportation facilities, is in an excellent position to give you prompt 
delivery of Sun products. 


Sell under your own brand name. Sun supplies a complete line of 
lubricating oils and greases; finished SAE oils; base blending stocks; 
finished greases; and grease bases for sale under your own brand name. 


SUN OIL COMPANY 


PHILADELPHIA 3, PA. «+ in Canada: Sun Oi) Company, Ltd. Toronto and Montreal 


Over 1000 Sun tank cars carry 
large quantities of Sun products 
to customers and to bulk storage 
plants for redistribution. 
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In addition to other forms of trans- 
portation, more than 2000 motor 
vehicles transport Sun products. 


Affiliated and subsidicry compa- 
nies own and operate more than 
3300 miles of crude oil and product 
pipe lines to facilitate production 
and delivery of Sun products. 





